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Eveready Layerbilt 

“B” Battery No. 

486, the Heat y- 

Duty battery that 

should be specified 

for all loud-speaker 
Sets. 





The Layerbilt patented 
construction revealed. 
Each layer is an elec- 
trical cell, making auto- 
matic contact with its 
neighbors. 


For the best in radio, sell the Eveready Layerbilt 


LABORATORIES use batteries in 
delicate electrical tests. A 
radio set is one of the most 


sensitive electrical instruments 
ever devised. It does its best 
only on pure DC, Direct Cur- 
rent. Only batteries produce 
pure DC, steady, noiseless, 
unvary ing, always the same. 


The electricity supplied by 
the power line in the average 
home generally is AC, Alter- 
nating Current, which cannot 
be used for “B” power. It 
can be changed into a wavy 
Direct Current which may be 
used in radio. But this does 
not give the entirely quiet, 
steady flow of pure DC which 
batteries provide and which 
is necessary for best radio 


reception. You do not have 
to be a scientist to realize 
these things; your ear reveals 
them to you. 


There are other advantages 
to batteries, also. They are 
reliable, under the user’s con- 
trol. No outside occurrences 
can stop reception. They are 
economical, provided the user 
buys the right size. 

Choosing the right size is 
easy—tell your dealers to rec- 
ommend the Heavy-Duty type 
on all loud-speaker sets. For 
maximum economy, they 
should sell the Eveready Lay- 
erbilt No. 486, for every test 
and trial has proved it to be 
the longest-lasting Eveready 
“B” Battery ever built. Its 
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unique, patented internal con- 
struction makes it last longest 
of all. 

Radio is better with Battery 
Power, and the Eveready Lay- 
erbilt offers battery power in 
its most satisfactory, conve- 
nient, reliable and economical 
form. 
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HE Illinois Electric Co. of Chi- 
cago has been in the electrical 
jobbing business since 1898 when 
Nate Harvey, L. K. Cushing, Carl 
Keith and F. E. Healy, (deceased) 
started in together in a little office 
on one of the corners of the “Loop.” 
In the now almost 30 years of its ex- 
istence it has conducted its business 
along lines that have made it more 
or less of a model, not only in its 
own city but throughout the central 
western territory where its influence 
has been felt. Like two or three other 
of the old-time houses, it has been a 
training school for many men who 
have from time to time left the pa- 
rental roof and became the heads of 
other successful houses, and it can be 
pointed out with pride by Illinois 
that they have taken with them and 
put into practice in their new en- 
vironment those ethical principles 
that they had drilled into them by the 
men mentioned above. 

On this month’s cover it is a pleas- 
ure to present the pictures of the 
three men whg gre now the chief ex- 
ecutives of this company. On the right 
is N. G. Harvey, president; center, 
L. K. Cushing, secretary; left, John 
A. Duncan, who has just been made 
vice-president. 


* * * 


N influential man in the elec- 

trical jobbing business recently 
became connected with a large public 
utility in the purchasing end of the 
business. He went to the local pur- 
chasing agents of some of the prop- 
erties ~and asked why they did not 
purchase certain supplies from the 
local jobbers. In effect their reply 
was: “Why, we’re a big company and 
so purchase direct from the manufac- 
turers. Only small concerns needing 
small quantities of stuff buy from 
jobbers.” They really believed this, 
and what is more, frequently paid the 
manufacturer exactly the same prices 
that they could have obtained from 
their own local jobber. To go to a 
jobber they thought “just wasn’t 
done” by the best people. Such a 
condition as this is largely the job- 
ber’s own fault. 
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BALLAD OF GAMEFISH 


By Grantland Rice 
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“Only the Gamefish Swims Upstream” 
Colonel John Trotwood Moore 








Where the puddle is shallow, the weakfish stay 
To drift along with the current’s flow; 
To take the tide as it moves each day 
With the idle ripples that come and go; 
With a shrinking fear of the gales that blow 
By distant coasts where the Great Ports gleam; 
Where the far heights call through the silver glow, 
“Only the gamefish swims upstream!” 


Where the shore is waiting, the minnows play, 
Borne by the current’s undertow; 
Drifting, fluttering on their way, 
Bound by a fate that has willed it so; 
In the tree-flung shadows they never know 
How far they have come from the old, brave dream; 
Where the wild gales call from the peaks of snow; 
“Only the gamefish swims upstream!” 


Where the tide rolls down in a flash of spray 
And strikes with the might of a bitter foe, 
The shrimp and the sponge are held at bay 
When the dusk winds call and the sun sinks low; 
They cal] it Fate in their endless woe 
As they shrink in fear when the wild hawks scream 
From the crags and crests where the great thorns grow 
“Only the gamefish swims upstream!” 


Where old dreams fade and the game is slow, 
The driftwood moves to a sluggish theme, 

Nor heeds the call which the Far Isles throw, 
“Only the gamefish swims upstream!” 
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Unearned Cash Discounts 
HE TERMS of a credit contract and the 


good faith of a credit transaction are of 

highest importance for the protection 
of the flow of merchandise on reasonable bases 
of profit, without which business cannot endure, 
and the public prosperity be conserved. This 
may be considered axiomatic. But how often 
good faith is abused! 

The National Association of Credit Men, at 
its Louisville meeting in June, took a decided 
stand against the abuse of the cash discount, 
which is reflected in a resolution passed at that 
meeting, which was worded as follows: 

“The taking of unearned cash discount may 
seem to be a small and unimportant matter, but 
it is the firm conviction of this Convention that 
this growing practice cannot be condoned. 


“Cash discount is a premium for prompt 
payment, and to passively permit the deduction 
of cash discount on any other basis is a material 
and costly drain on business, on the one hand, 
and is an encouragement of unethical practices, 
on the part of the buyer on the other hand, 
which are entirely out of accord with the prin- 
ciples of this association. 

“Good faith is the essence of a mutually sat- 
isfactory and profitable relationship, and the 
careful observance of cash discount terms is 
strongly recommended. 

“We appeal to all members of the National 
Association of Credit Men in their dealings 
with their customers, and with their own credi- 
tors, to assist in preserving the sanctity of cash 
discount terms, and to lend their active and sin- 
cere support in suppressing the unearned cash 
discount evil.” 

And there you have it—those who permit 
the deduction of a cash discount after the al- 
lotted time are guilty of a sin to the industrial 
community just as much as those who seek to 
ihuse the privilege. 

x * * 


What’s the Answer? 
VERYBODY’S doing it—Why not? A 


“test your knowledge” department has 
been started in this issue. Use it in one 
© two ways. Either turn to the department 
livst and read the questions and then see how 
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many you can answer without looking up the 
references, or else read the issue first and save 
the questions until the last, ascertaining then 
how thorough your reading has been. 


* *« * 


Landing The $10,000 Orders 
D ON HUNTER of the Illinois Electric 


Co., Chicago, is by the way of introduc- 

tion a rather unusual salesman. At the 
risk of getting Don “in bad” with his fellow 
workers, it might be well to point out just where 
he is unusual. Here is a jobber’s salesman who 
not only is one of the leading lights in volume 
of sales, but who feels it part of his duties to 
keep his own records, to spend a certain portion 
of his time inside the house handling details so 
often left to others, and running his territory 
just as though it were his own particular busi- 
ness, which perhaps it is. 

Don landed a big order the other day. The 
recording of that is not unusual, but the secur- 
ing of this one indicates the resources at a sales- 
man’s hands if he calls upon them. 

There is a tendency among the older buildings 
in Chicago to improve upon their lighting in- 
stallation, especially in the “loop.” In the par- 
ticular case at hand, the owners of the Conway 
Building, erected 14 years ago, decided their 
original installation had become obsolete, as in- 
deed it was. 

Seventeen competitors submitted samples of 
new units to replace the old type of open glass 
shade. The building manager, however, wanted 
to install an up-to-date unit without removing 
the original fixture. Here is where Mr. Hunter 
entered the picture. Working hand in hand 
with the building manager for two weeks, there 
was finally designed a special inner retaining 
ring and outer finishing ring which the Illinois 
Electric Co. arranged to make. 

This co-operation resulted in Don Hunter se- 
curing an order for 3,700 globes totaling 
$10,000.00. 

The building is now not only well lighted but 
has also been able to install 100 and 150 watt 
lamps replacing the 150 and 200 watt sizes pre- 
viously used, so everyone is satisfied and Don 
has proved once again that a jobber’s salesman 
is in no sense of the word “an order taker.” 
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Colonel John Trotwood Moore 








Where the puddle is shallow, the weakfish stay 
To drift along with the current’s flow; 
To take the tide as it moves each day 
With the idle ripples that come and go; 
With a shrinking fear of the gales that blow 
By distant coasts where the Great Ports gleam; 
Where the far heights call through the silver glow, 
“Only the gamefish swims upstream!” 


Where the shore is waiting, the minnows play, 
Borne by the current’s undertow; 
Drifting, fluttering on their way, 
Bound by a fate that has willed it so; 
In the tree-flung shadows they never know 
How far they have come from the old, brave dream; 
Where the wild gales call from the peaks of snow; 
“Only the gamefish swims upstream!” 


Where the tide rolls down in a flash of spray 
And strikes with the might of a bitter foe, 
The shrimp and the sponge are held at bay 
When the dusk winds call and the sun sinks low; 
They cal] it Fate in their endless woe 
As they shrink in fear when the wild hawks scream 
From the crags and crests where the great thorns grow 
“Only the gamefish swims upstream!” 


Where old dreams fade and the game is slow, 
The driftwood moves to a sluggish theme, 

Nor heeds the call which the Far Isles throw, 
“Only the gamefish swims upstream!” 
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Unearned Cash Discounts 


HE TERMS of a credit contract and the 

good faith of a credit transaction are of 

highest importance for the protection 
of the flow of merchandise on reasonable bases 
of profit, without which business cannot endure, 
and the public prosperity be conserved. This 
may be considered axiomatic. But how often 
good faith is abused! 

The National Association of Credit Men, at 
its Louisville meeting in June, took a decided 
stand against the abuse of the cash discount, 
which is reflected in a resolution passed at that 
meeting, which was worded as follows: 

“The taking of unearned cash discount may 
seem to be a small and unimportant matter, but 
it is the firm conviction of this Convention that 
this growing practice cannot be condoned. 

“Cash discount is a premium for prompt 
payment, and to passively permit the deduction 
of cash discount on any other basis is a material 
and costly drain on business, on the one hand, 
and is an encouragement of unethical practices, 
on the part of the buyer on the other hand, 
which are entirely out of accord with the prin- 
ciples of this association. 

“Good faith is the essence of a mutually sat- 
isfactory and profitable relationship, and the 
careful observance of cash discount terms is 
strongly recommended. 

“We appeal to all members of the National 
Association of Credit Men in their dealings 
with their customers, and with their own credi- 
tors, to assist in preserving the sanctity of cash 
discount terms, and to lend their active and sin- 
cere support in suppressing the unearned cash 
discount evil.” 

And there you have it—those who permit 
the deduction of a cash discount after the al- 
lotted time are guilty of a sin to the industrial 
community just as much as those who seek to 
abuse the privilege. 

x * * 


What’s the Answer? 
VERY BODY’S doing it—Why not? A 


“test your knowledge” department has 
been started in this issue. Use it in one 
‘' two ways. Either turn to the department 
livst and read the questions and then see how 
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references, or else read the issue first and save 
the questions until the last, ascertaining then 
how thorough your reading has been. 
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Landing The $10,000 Orders 
ON HUNTER of the Illinois Electric 


Co., Chicago, is by the way of introduc- 

tion a rather unusual salesman. At the 
risk of getting Don “in bad” with his fellow 
workers, it might be well to point out just where 
he is unusual. Here is a jobber’s salesman who 
not only is one of the leading lights in volume 
of sales, but who feels it part of his duties to 
keep his own records, to spend a certain portion 
of his time inside the house handling details so 
often left to others, and running his territory 
just as though it were his own particular busi- 
ness, which perhaps it is. 

Don landed a big order the other day. The 
recording of that is not unusual, but the secur- 
ing of this one indicates the resources at a sales- 
man’s hands if he calls upon them. 

There is a tendency among the older buildings 
in Chicago to improve upon their lighting in- 
stallation, especially in the “loop.” In the par- 
ticular case at hand, the owners of the Conway 
Building, erected 14 years ago, decided their 
original installation had become obsolete, as im- 
deed it was. 

Seventeen competitors submitted samples of 
new units to replace the old type of open glass 
shade. The building manager, however, wanted 
to install an up-to-date unit without removing 
the original fixture. Here is where Mr. Hunter 
entered the picture. Working hand in hand 
with the building manager for two weeks, there 
was finally designed a special inner retaining 
ring and outer finishing ring which the Illinois 
Electric Co. arranged to make. 

This co-operation resulted in Don Hunter se- 
curing an order for 3,700 globes totaling 
$10,000.00. 

The building is now not only well lighted but 
has also been able to install 100 and 150 watt 
lamps replacing the 150 and 200 watt sizes pre- 
viously used, so everyone is satisfied and Don 


has proved once again that a jobber’s salesman 
is in no sense of the word “an order taker.” 
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‘Tf a dog has enough 
il is called Mr. Dog” 


HAT’S an old Spanish proverb. Similarly, if a 
product has outstanding qualities which distin- 
guish it from others it earns for itself the title 
of “Quality Merchandise”—and that is the reputation 
enjoyed by Okonite products in the electrical indus- 


try. 
We have entered the Summer Sales Prize Contest 


in order to give you the opportunity to win the $25 
cash prize offered. Take advantage of it. Ask for 





We make a tape for every pur 


the tape order on every one you book for wire—and pose. “Okonite” tape, black gi 
remember you are selling a product whose quality Manson” tape, “Dundee A” fric i 
é' tion tape and “Dundee B” fric . wv 
is unquestioned. Success to you. tion tape. b 


THE OKONITE COMPANY f 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. §— | 
Factories: PASSAIC, N. J. PATERSON, N. J. - 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 
Canadian Representatives: Engineering Materials Limited, Montreal | 
Cuban Representatives: Victor G. Mendoza Co., Havana ‘a 
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The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Consoles and Cabinets, Cabbages 
and Kings 


Everybody and Everything in Radio Rounded 
Up at the Great R. M. A. Trade Show in Chicago. 
Over 14,000 Registered. A Stiff Record Set 


[ POINT of attendance, in interest displayed, and selves with the latest developments in the radio art. 





in work accomplished, it is not improbable to Manufacturers from all over this country and quite a 
imagine that the first annual radio trade show of the few from Canada were present. Jobbers, not to be out- 
Radio Manufacturers’ done, arrived from every 
\ssociation exceeded by state where a jobber ex- 
far the expectations of ists. Dealers, too, were 


the most optimistic of on hand, equipping them- 


this group where opti- selves with literature at 
mism prevailed in every every booth and taking in 
booth, in every room, and demonstrations in every 
in every meeting. room. Paul D. Golds- 
borough, the vice-presi- 
dent of W. S. Nott Co., 


well-known jobbers — in 


The show, which ran 
from June 18 to June 17 
inclusive, was held coin- 
cident wien aii dais Minneapolis, made the 


tion ot the R. M. A. at 


the Stevens Hotel, Chi- 


trip in an aeroplane, but 
the prize for long dis- 














cago. The decision to tance reception went to 
choose this hotel was HESE are the men elected to head the committee who wel- 
particularly fortunate, the R. M. A. for the coming year. comed an_ enthusiastic 
for. being the largest in President C. C. Colby at the left, is presi- visitor from Australia. 
the world at the present dent of the Samson Electric Co., Canton, The open meetings of 
time, its accommodations Mass. Treasurer D. Mac Gregor at the the show were well at- 
were ample to house the right is vice-president of the All-Ameri- tended. On Tuesday, 
booths in its splendid , ‘ eigen June 14, Major Herbert 
ba can Radio Corp., Chicago. They serve ’ ' pss 
asement, take care of . H. Frost talked on “The 
those su until June, 1928. were Saat 
registered in the need for a stronger na 
upper floors, and main- tional radio dealer and 
tain an ice service and jobber association.” He 
Whot-not which must brought out the thought 
ha‘ kept someone in constant touch with the farmers that jobbers and manufacturers should aid their dealers 
of ‘he Upper Yukon. But, to get back to the show. in every way in increasing their merchandising functions 


le registration was nothing short of astonishing. Over and responsibility. He also stressed the importance of 
10 members of this most unusual industry clicked a knowledge of the proper servicing of sets which both 
igh the turnstiles of the registration booth. They jobbers and dealers should have. 
in special trains, in groups, individually, and with On June 15, Sidney Neu, manager of the radio de- 
liir wives. Even the Army was represented by eight partment of Julius Andrae & Sons Co., Milwaukee, 
ors who flew from Rantoul, Ill., to familiarize them- spoke on “Radio Jobbing.” Mr. Neu brought out the 
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six clear-cut functions which the jobber must perform. 
They are: Selection of the best lines available; carrying 
of sufficiently large stocks in warehouse; maintaining of 
a credit system which will protect the legitimate dealer ; 
furnishing dealers with details of proper accounting sys- 
tems; assisting dealers in making hard sales, and render- 
ing expert technical service when necessary. He also 
pleaded for closer co-operation between manufacturer, 
jobber and dealer. 

On Thursday evening, June 16, the annual R. M. A. 
banquet was given. There were 1700 guests gathered in 
the Grand Ballroom of the hotel. After a program of 
splendid entertainment, M. H. Aylesworth, president of 
the National Broadcasting Co., addressed the meeting. 
Not content with one banquet, many of the manufac- 
turers took the occasion with the jobbers and dealers at 
hand to hold individual meetings and sales conferences. 
The perspiring reporter who tried to cover them all 
found his dogs so tired each night that they generally 
refused to take him to the twelfth floor room where ad- 
ditional speeches were being made to anyone capable of 
listening to 50 subjects rendered at the same time. Some 
of those talks had great possibilities, but unfortunately 
the speaker generally relapsed into slumber before he 
got to his point. 

Seriously, these sales conferences and smaller banquets 
proved quite fruitful. An opportunity was here given 
for dealers to get well acquainted with jobber executives 
and manufacturers. And, it is in these kinds of meetings 
that an industry may be so cemented that its various 
groups will function in a manner most profitable to all. 

Of the products displayed, much can be said. The 
radical changes in radio, so in evidence in the earlier 
shows, which proved quite discouraging to jobbers with 
a stock on hand and dealers in much the same boat, did 
not hold true at this show. True, refinements have been 
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This is the R. M. A. Banquet Held in the Grand Ballroom 
of the Hotel Stevens, Chicago, Attended By 1700 Guests. 
This Number Makes It Almost Reach the Proportions of a 
Luncheon Given at the Opening of the Hotel, When Just 
Short of 1800 People Were Seated, Said to be the Largest 
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made. They always will be in an industry as progressive 
as radio. 

The introduction of the A. C. set and the A. C, tubes 
did secure a great deal of comment. This, of course, js 
not radical at the present time. A huge market now 
exists and will continue to exist for battery operated 
sets. The A. C., so far at least, will fill just one of the 
wants in a field large enough for both. 

Table models and consoles seem to be running neck 
and neck in popularity, if the displays are any criterion 
of the public demand and they should be. A preponder- 
ance of the consoles contained long air column horns: 
the others built-in cone speakers. This latter type had 
the edge on other types in the booths devoted to the 
loud speaker branch of the industry. 

Most of the “A” power units have an electrolite of 
some kind. A percentage comparatively small were dry. 

In the “B” units the gaseous content filament tube 
had the edge on the electrolytic in kinds displayed. 

Quite a few furniture manufacturers displayed their 
merchandise to the trade. 

A step of importance was the action taken by the 
Radio Manufacturers’ Association in according official 
recognition to the Federated Radio Trades Association 
as the organization representing the interests of the job- 
bers and dealers of the radio industry. 

The Federated Radio Trades Association held its meet- 
ing coincident with that of the R. M. A., and the Trade 
Show, making it a big triple-header radio affair. In the 
words of President Harold J. Wrape: “‘Conditions in the 
industry created the need of a national organization of 
dealers and jobbers. From a small sectional group in 
1926, the Federated Radio Trades Association has added 
appreciably to its membership, broadened its field of 
activities and secured creditable representation through- 
out the country.” (Turn to Page 112) 


“4 Es a 


\ 


Number of People Seated to a Meal in One Room in the 
History of the World. At the next R. M. A. Trade Show 
Meeting They Are Already Planning On a Banquet to 2700, 
Which, if Reached, Will Certainly Be A Record in “Ban- 
quetry.”’ 
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Cashing In on Advertising 


It is a Keen Edged Tool But It Will Not Accomplish Miracles. 


It Does Not Lessen Your Responsibilities, But Increases Them. 
By H. H. HEINZE 


Salesman 
Middle States Electric Co., Chicago 


and distributors are betting millions of dollars 
on you? 

Betting on you! 

They are spending huge sums in national advertising 
to create “desire to purchase” in the customer’s mind. 
The actual purchase must be made through you! If you 
fail at your task then all the sales half made through 
advertising are lost because you didn’t complete the pro- 


H- you realized that hundreds of manufacturers 


cess ! 

I am very strong on advertising, and on making calls 
try and impell the dealers to take advantage of the win- 
dow displays and dealer helps which are offered by the 
manufacturer. We, as salesmen, could do nothing else 
but trim our customers’ windows, if we cared to go that 
far. They even want you to wash them and personally 
I have done it a number of times, but I have often won- 
dered if they really appreciate what you try to do for 
A short time ago I clipped from Collier's Weekly 
a little item headed, “Your Customer in the Making.” 

“Every time a marriage license is issued; every time 
a child is born; every time a salary is raised; every time 
a home is bought—a new customer is created for goods 
he never bought before. These new customers appear 


them. 





daily by hundreds of thousands. To reach these people 
in the mass is the function of direct advertising.” 

In a recent issue of THE JospsBer’s SALESMAN, Was an 
article which covers my point and even if you have read 
it a little repetition will do no harm. 

Before a salesman can fully appreciate just what ad- 
vertising can do for him, he must keep in mind the fact 
that although advertising has many purposes, its one 
great ultimate purpose is to increase consumption. And, 
by increased consumption we mean exactly what the two 
words state. Not a decrease in jobber resistance or an 
arousing of dealer enthusiasm; but a getting into the 
minds of the people the name, the purpose and the qual- 
ity of the article advertised. 

There are three main divisions, and countless sub- 
divisions, to the great problem of advertising. 

First: There is the new commodity, or a new brand 
of a standard commodity, which is unknown alike to 
jobber, retailer and consumer. To meet this phase of 
the problem requires educational advertising all along 
the line, to all those who will be involved in either the 
sale or the consumption of the commodity. 

Second: There is the article of established manufac- 
ture, known in some form to jobbers and retailers, but 











(1) Advertising will in no way lessen the 
duties of the salesman. 

(2) Advertising will bring the best results 
only when properly supported by the sales- 
man. 

(3) Advertising will reduce your selling 
costs. 

(4) Advertising will increase your respect for your line and your house. 

(5) Advertising, to be effective, must be preceded by the setting up of ade- 
quate channels of distribution. It will not distribute the merchandise. 

(6) Advertising will not sell your goods if they cannot be sold without 
advertising. 4 ; ; ; 
(7) Advertising will shorten the time required to build up business in a line. 

(8) Advertising will enable you 
to secure repeat business in larger 
quantities and shorter time. 
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which is just one of the herd to the public. When ad- 
vertising is employed to secure a place in a consumer 
market for this commodity, the jobber and retailer would 
be interested in knowing what is being done to help them 
move these goods. 

Third: There is the commodity which had already 
been given more or less adequate publicity. In this in- 
stance, the jobber and retailer are expecting a continua- 
tion of advertising and will want news of the character 
and quality of appeals made to the public. 

So much for the general functions of advertising; that 
which follows shows the salesman’s relation to this great 
force. 

Advertising will in no way lessen your duties. If 
correctly used as a selling force it will enable you to 
accomplish more within a given length of time. 

Advertising will bring the best results only when cor- 
rectly supported by you. It is not difficult to create a 
desire on the part of the public to purchase any article 
of merit; the problem lies in making it convenient for 
the public to purchase the article advertised. This in- 
troduces the problem of distribution, the most important 
factor in merchandising. 

More advertising successes can be traced directly to 
adequate merchandising plans than to any other source. 
Advertising costs money! Business can afford the ex- 
pense of advertising if the demand it creates is satisfied. 

The avenues of distribution of any article in any terri- 
tory should be analyzed before advertising becomes a 
part of the plan. 





Adequate distribution must be secured before a.\\¢-; 
tising will bring its full reward. 


Consumers are not in the habit of chasing from ~;,,, 
to store looking for an article that should have be: ), jy 
the first store approached. 


The lack of distribution causes substitution, one o} ||), 
curses of merchandising. 


Proper distribution is the best cure for substitutio, 


Calling merchants thieves and scoundrels will not qd 
it; because they are neither thieves nor scoundrels; t|\, 
are in business for profit and it would be poor business 
not to sell merchandise they have for sale. If they do 
not have our merchandise it is our fault. 


The answer to good distribution depends entirely upon 
the merchandise you are selling. You and your sales 
manager know more than any one else about this in {hy 
territory in which you are working. 

It is not uncommon, according to our way of reason 
ing, to find a wrong conception of what distribution on 
a given line should be. We have found in territories 
where sufficient distribution was reported that the goods 
were represented in not more than 20 percent of tli 
possible outlets. ‘The fundamental principle in selling 
goods is making it convenient for the consumer to pur 


chase. 


A prevailing impression with a great many sales or 


ganizations seems to be that advertising will do what 
(Turn to Page (; 


the sales force has failed to ac- 




































Apropos of Mr. Heinze’s article on advertising, J. C. McQuiston, advertising manager, Westinghouse Electric & Manu- 
facturing Co., is here shown explaining to a Westinghouse agent-jobber the Westinghouse all-newspaper advertising 
plan, in the advertising car of the Westinghouse Special enroute to the convention of the Westinghouse Agent-Jobbers 
Association, Del Monte, Calif. Newspaper advertising was the dominating theme of this convention. 
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Putting Price in Its Place 


Every Salesman Who Has To Sell Ina Competitive Market Should Personally 


Compile Comparative Information Regarding Key Sizes of Line He Handles 
By ALFRED E. WALLER 


Managing Director 
National Electrical Manufacturers Association 
Address at Hot Springs, Va., June | 


HOSE of you with whom it is my privilege to be 
on intimate terms know that I am an inveterate 
fisherman and an enthusiastic hunter of large, in- 
termediate and small game. In the pursuit of these fas- 
cinating avocations I have been fortunate enough to 
acquire a certain standing with some veterans and experts 
in the field. I have learned 
much that is interesting and 


men had secured theirs at prices of $6.00 and $3.75 re- 
spectively. I gently but firmly stated that my purchases 
were worth the difference and it was agreed that as soon 
as we were in a place where we could remove our trousers 
without danger of police interference we would hold a 
post mortem or whatever the technical term should be 

and pass upon the facts as 

disclosed. We arrived some 





valuable from them, and it 
was therefore with a distinct 
sense of triumph that I once 
succeeded in contributing 
something of my own in a 
manner which, strangely 
enough, has carried through a 
number of variations, and 
finally evolved into the system 
I am about to describe. 

On one of these fishing 
trips about 10 years ago, I 
reached the appointed rend- 
ezvous attired in a brand new 
pair of duxbak camping 
trousers, with a new duffle bag 
perched on top of my ruck- 
sack. New clothes are not 
looked upon with favor and 
therefore when I appeared 
upon the scene all eyes were 
upon me and I heard various 
remarks, some not too compli- 





mentary, about my appear- 





hours later at the camp and 
a very serious investigation of 
the subject was begun. After 
the party had been fortified 
by an appropriate quantity 
and quality of food, we made 
a detailed comparison of the 
two pairs of trousers with the 
following results: 

By some coincidence, the 
semi-water proof material 
was identical in the two gar- 
ments, but investigation 
showed that the product of 
the “dude sporting house” 
had four more belt loops than 
the other. The pockets were 
somewhat deeper and made 
of better material; the 
“dude” trousers were equip- 
ped with real buttons, so 
tightly sewed on that many of 
the originals are still in place 





after 10 years of intermittent 





ince, 

One of my companions, like 
myself, wore new duxbak 
trousers which he had attempted to disguise by rolling 
around in dust and mud and another of the group had a 
new duffle bag similar in design to my own. Almost im- 
mediately I was called upon to explain where and wherein 
and why I had obtained all the equipment. It was bad 
enough to have worn new trousers—the new duffle bag 
i) addition was unbearable. I confessed that I had made 
iy purchases at the house of Abercrombie & Fitch—an 

:anization known to a large part of the civilized world 

» one of the best of its kind. In certain quarters how- 
t\er, it has earned the undeserved epithet of “dude es- 

lishment.” Therefore, I was taxed with having pur- 


sed my things at the most expensive place available— 
pensive without justification,” the accusation ran, 
© vecially when I admitted that I had paid $7.50 for the 
isers and $4.50 for the duffle bag, whereas the other 


Alfred E. Waller 





service. Speaking of buttons, 
the lower price trousers did 
not have real buttons, they 
had the long neck tin rivets which glorify overalls, rust 
through the fabric and are difficult to manage. The im- 
portance of extra belt loops requires no explanation to 
anyone who has squatted on his heels while frying bacon. 

Next we turned to the duffle bag and we found that 
my investment which was 20% more expensive than the 
other possessed certain definite advantages. Both bags 
were supposed to be 12 ins. in diameter and 36 ins. long. 
However, a 12 in. diameter frying pan would lie flat in 
the bottom of my bag and simply would not lie flat in 
the bottom of the other bag. My bag was of heavier 
material. It had substantial brass grommets instead of 
nickel plated steel grommets and the draw strings was a 
piece of 5/16 in. braided cotton rope in lieu of the lisle 
core 1/4 in twisted cotton rope used in the other bag. 
The latter rope must have a knot tied in each end to 
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1.—What electrical manufacturer of world-wide reputa- 
tion died recently? (P. 48) 

2.—Who is the new president of the National Electric 
Light Association? (P. 107) 

3.—How many people were registered at the R. M. A. 
Radio Trade Show? (P. 5) 

4.—If a jobber finds a $10,000 string of pearls, what 
should he do with them? (P. 37) 

5.—What part of a pound of coal will now produce a 
kilowatt hour in the best power plants. (P. 108) 

6.—Has there been a change of front on the part of 
the central station toward buying through the job- 
ber? (P. 14) 

7.—How is the Red Seal popularized in Pittsburgh? (P. 
60) 

8.—What habit of the salesmanager sometimes gets the 
salesman’s goat? (P. 11) 

9.—Were delinquent accounts on the increase or decrease 
in May, 1927? (P. 40) 

10.—Who is the president of the Peabody Electric Co., 
Oklahoma City, and in what year was the company 
incorporated? (P. 25) 

11.—What new criminal element has entered into busi- 
ness? (P. 52) 

12.—How many years have passed since Emile Berliner in- 
vented the microphone? (P. 12) 





“Quizzically” Speaking 


~—— 


13.—What token of respect was given to Samuel Adams 
Chase? (P. 30) 

14.—Who recently took over the management of the Elec- 
tric Appliance Co., Chicago? (P. 28) 

15.—What is the largest hotel in the world? (P. 6) 

16.—What manufacturer recently flew over the English 
Channel? (P. 150) 

17.—Give the best cure for substitution in merchandise. 
(P. 8) 

18.—Are city desk men or inside employes eligible in Tur 
Josper’s SatesmMAN Summer Sales Prize Contest? (P. 
66) 

19.—When and where will the St. Louis Radio Show be 
held? (P. 112) 

20.—What has been the prevailing condition of business 
throughout the country—good, fair or poor? (P. 16) 

21.—Who is the managing director of the National Elec- 
trical Manufacturers Association? (P. 9) 

22.—Give the name of a jobber publicly advocating galva- 
nized conduit only. (P. 30) 

23.,—Can electricity be “boiled” out of hot metals? (P. 132) 

24.—In rating and judging men for promotion, is it best to 
secure the judgment of many? (P. 50) 

25.—What twelve subdivisions of overhead expense should 
be considered by a dealer? (P. 47) 








keep it from flipping into thin air. The braided rope 
stays put without this precaution. Furthermore, the 
handle of the duffle bag I had brought to the party was 
made of heavy leather and was reinforced on the inside 
of the bag with a piece of sole leather. The bag has been 
on numerous trips to Canada and elsewhere and has stood 
the test of several days of rain on a canoe trip during 
which time the handle did not pull out and the handle 
of the other bag in question did. The remarks made by 
its owner on the occasion when the handle gave way will 
always be among my treasured recollections. 


The point by point investigation of these articles and 
the information disclosed interested me greatly and I 
tried the experiment of investigating before purchase with 
excellent results in a number of transactions. The more 
competitive the field, the more interesting did a really 
careful analysis become. 


The differences disclosed by a careful examination of 
articles of different manufacture which are supposedly 
identical are very surprising. 


Some time after the famous fishing trip it was desirable 
to increase my life insurance. The experience of several 
people who carry a large total of life insurance did not 
develop the type of information I thought desirable and, 
therefore, I listed the items upon which to base an intelli- 
gent comparison of straight life policies. Competition 
between life insurance companies is very keen—the gen- 
eral tone of information received was that all companies 
had about the same thing to offer and any good company 
would be perfectly satisfactory. 


What are the outstanding features or points of life in- 
surance, to use a horse trader’s expression? The first 
consideration is usually cost—how much insurance can 
you afford to carry? Put down premium as point one. 
Some insurance companies are participating, that is to 
say, they pay dividends to the policy holders. Put down 
dividends as point two. Some policies have a higher cash 








surrender value than others. Very well, make that the 
next item. Still others have disability clauses. Note 
that also. Others have special deprivations, if the holders 
commit suicide. So far I have not found it necessary, 
seriously to contemplate suicide but if I were to do so | 
would like to carry out the idea under the most favorable 
circumstances from the viewpoint of coverage. 


Consideration of these points should, I concluded, de- 
velop a basis of comparison. 


A diagram was made which appears to be somewhat 
complicated but actually is quite simple. At the left hand 
side are listed the insurance companies whose proposi- 
tions were considered. Their names are immaterial and 
their inclusion in this discussion might not be politic. 
The next column shows premiums; the next average divi- 
dends; the next net premium per $1,000; the next casi 
surrender value at the end of five years; the next absolute 
cost; which is obtained by subtracting from the premiums 
paid for five years, the dividends received during the five 
years and the cash surrender value of the policy at the 
end of that time and dividing the result by five. In 
other words, if you decided to cash in your policy at the 
end of five years, column five would show you the actual 
cost per $1,000 per year for your insurance. Following 
this are columns giving the interest charged on loans with 
the policy as security; disability clauses; provisions re- 
garding wartime duties; occupational restrictions if any, 
and rulings regarding aeroplane trips and other special 
features. 


As a buyer of insurance, what is the best premium 
proposition, considering premiums for the moment by 
themselves? Obviously, the lowest. Therefore in the 
column marked “Premium” the lowest premium is rated 
100%. The premiums of the other policies are rated in 
terms of that lowest one. 


The company which pays the highest dividend is the 
most desirable, taking that item (Turn to Page 5 
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Let’s Put the Shoe on 


the Other Foot 


If You Want a Salesman to Meet a Price 
Give Him the Ammunition Before the War Is Over 
By W. J. McLaughlin 

Those of us who think our problems are peculiar to the 


electrical industry, should read this article which is an 
actual interview with a jobber’s salesman in another field.— 


The Editor. 


one which never quite gets shop-worn. For some 
years I have been reading article after article 
written by sales managers on the salesman and how 
he should or should not 
function. It is not often 


T HE worm will turn” is an old expression but 


great if I could carry such a delightful attitude on to my 
customers, blissfully overlooking such minor details as 
five competitors selling the same merchandise, of the same 
quality with little variation in price,” says our salesman 
friend. “Somehow my 
customer does not quite 





that a salesman drops his 


assimilate this same view- 





grip, forgets his nightly 
reports and “takes his 


point. He is just chump 
enough to believe that so- 





pen in hand” to tell the 
other side of the story. 





4 and-so has a better price, 
quicker delivery or more 





Most of the time he is too 
busy, and most of the 
salesmen are not quite 
sure of their ground when 
attempting to fight back 
this way. And, a sales- 
man not sure of his 
ground is a pretty sad in- 
dividual at best. 

I know a_ salesman, 


selling a commodity for a 

large jobber in a_non- \ NN 
electrical field. As a \\ | SS 
salesman he rates the ex- \ ANY 


perience and ability to 
feel assured that he can a 
continue to pay the rent Zo 
each month, buy milk for 
the baby, hats for the ' 
wife in reasonable periods ! i 
































desirable service on some 
particular order. I can 
wd cock my hat just as far 
back on my head as grav- 
ity will permit, patroniz- 
ingly say, ‘Yes, but I 





represent So-and-So 
Wy with proper inflections, 
° and then find that he is 


| not quite so deeply im- 

y \ pressed as his _ intelli- 
\ gence warrants.” 

ly Do not interpret from 
this that the salesman is 
not sold on his house. He 
a does harbor the same 
thoughts that his sales 
manager does, but unlike 
him, he brushes elbows 
every day with salesmen 








of time, and have enough 
left over to belong to a 





just as good as he is, who 
cling to the same ideas 








good club and drop a Why Send a Man Back to the Trenches With More Ammunition 
After the War is Over? 


little change at bridge, 
weekly without hearing 
the snarling of wolves at the back door or whatever door 
ii is at which they snarl. 

Personally, his sales manager is a mighty fine chap. 
Kntertaining, a good mixer and undoubtedly a good friend. 
In business he rates as one of the best. Fluent, tactful, 
again a good mixer, and at all times a handler of men. 
But, and here, of course, the complaint may be entered 
that he has sat at his desk so long and breathed so deeply 
the company’s atmosphere, that to him competition does 
not exist, cannot exist, because—well, because there is 
0 other house in the country quite like his. 

\ most excellent frame of mind to be in. “It would be 


about their own company 
and with fairly equal jus- 
tification. 

It is these everlasting superlatives which get a sales- 
man’s goat—Supreme, Greatest, Finest, and then the con- 
stant harping on the words “Service” and “Quality.” Let 
me cite you an instance of what I mean. This salesman’s 
house sends out frequently advertising matter which fairly 
shrieks in terms of —est, and —est and —est. At a re- 
cent sales conference, at which the sales manager had, as 
his guests, two men of importance in the industry, he held 
up one of his latest pieces of literature, gave a great talk 
on it, its value as a sales help, its effect on the dealer, and 
finished by saying, ““And now, I would like to hear from 
some of you men as to the reaction this excellent piece 
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of copy had on the customers in your territory.” 

Not a man opened his mouth, not a fellow in the room 
arose to say one word in praise or in comment on it. The 
sales manager's smile directed to his guests was quickly 
lost by an old-fashioned blush, a combination of embar- 
rassment and anger, than which there is no _ redder. 
“Haven't any of you men a thing to say”—still a pre- 
ponderance of silence, until one, guided solely by charity, 
arose and offered a feeble story of success, based more 
on a fertile imagination than on actual facts. 

Why?—because at a former sales meeting when the 
same subject was brought up, one of the salesmen had 
ventured to criticize the copy, offering the suggestion that 
it be confined to selling arguments, rather than “Puffs” 
about “Quality”? which meant nothing, and nearly had 
his head taken off for his pains. 

To dare again to offer adverse comments, in the pres- 
ence of guests, was quite beyond the nerve of the most 
hard-boiled of them. And, that is all these salesmen had 
to offer. Out in the field they had found no impression 
made on their customers by this continuous flow of “We’’ 
and “Us.” It may let the trade know that the company 
is in business, but they are being told that every day by 
the salesmen, and advertising directed along the lines of 
constructive sales helps to aid the dealer solve his prob- 
lems would be infinitely more useful. 

I simply cannot get the viewpoint of the sales manager 
who drags men in from the territory to attend a sales 
conference which develops most rapidly into a mutual 
admivation society. 

There is another angle while I am on the subject which 
I might as well get off my chest, and that is the matter 
of price. 

The house referred to are not price cutters, but its 
business is such that it is taken at times on a contract 
basis with a free for all fight among competitors to land 
the business. Its salesmen are given a price, which they 
are told is rock bottom. They go in with their authorized 
price, lose the business, are called on the carpet for it, 
and when they reveal that another firm with the same 
merchandise was lower, they are soundly berated for not 
learning of this condition and—‘‘We could have met it.” 
Now, if a salesmen can meet a price, tell him before the 
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war is over. Do not send him to the trenches armed \ jt), 
definite ammunition and after it is found that he ¢.))) 
hit the order with it, shout “Why didn’t you use shy.) 
nel?” Why not give him shrapnel in the first place. _ 
Not so long ago the salesman referred to was wor\); 
on an account which represented a huge volume of busi... 
during the course of the year. He happened to have +}, 
inside track, as the purchaser was quite a friend of 
First of all, the buyer “gummed up the parade” by setiiny 
a definite price, which he assured the salesman was «)) 
on which he would get the business. He returned to |}; 
prospect, having secured the price with some delay, and 
was treated to the experience of learning that a friend can 











do a little shopping also, if he so desires. Anyway, |i, 
one did, with the result that he succeeded in shavine 4 






few hairs of the price our friend had offered and ask«d 
him to meet it. He was told to hasten to the place |, 
would eventually land at, if he continued to treat sales 







men in this fashion. The salesman added a few words 





about preferring to lose the business to playing pinocli| 
with him any longer with everything “wild” from the ac 
down. He really succeeded in making himself quite 0!) 
noxious, as any self-respecting salesman would have doix 
under the same circumstances. He might have leaped 
into his car, dashed back to the office, and had his pric: 
shaved—bear in mind it is ethical in his line—but her 
was a chap that was using him for the Bureau of Stand 
ards. 

He reported to the house, as a matter of form. “Noth 






ing doing. That is our price and we are a ‘one-price 
house,” was the answer. 

After the business was lost—yes, he lost it—the sales 
man was called into the office and given the price needed 
to get the order—ammunition after the armistice was 
signed—a lot of good it did him then. 

It is quite apparent from all of this, what is on the 
average salesman’s chest most the time though frequently 
he doesn’t get it off as he should. ‘Tell us all you want 
—we’'ll listen, but before you start be sure to know at 
least as much about our territories and our problems as 
we do. Recognize the fact that competition exists, mighty 
stiff competition, and that we cannot meet it by using 
adjectives and personal pronouns as calling cards.” 


























8 a April 14, it was exactly 50 
vears since Emile Berliner, in- 
ventor of the “mike,” applied for 4 
his patent. A replica of the orig- 7 
inal microphone is shown at the 
left, and on the right a model of 
the “mike” now in use, with a pic- 
ture of the imventor. 
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Try and Ask Osgar Another! 


In Which An Axe Plays a Prominent Part 


Dear Hy: 
OU NO DOUBT was shocked to hear that Eddie 
Spires, the Go-Getter salesman of the North-East- 
South-West Supply Company has crossed the river 
sticks. The papers said that his passing was axidental 
which was only partly true for the only thing axidental 
tbout it was the ax part, the rest was well planned. Pull 
up your chair and I'll give you the dirt. 

You know Eddie—he could tell you the batting average 
of every player in the big league without no more hesita- 
tion than he would acept a drink but when you assed him 
the price on a couple thousand feet No. 12 RC he would 





have to call up the ofice. 

And say that bird didnot have no more idear of the 
value of a hard working contractors time than Babe Ruth 
has of telavision. When every body had a pencil and a 
cvclopedia and a dictionary and a eraser figgering out this 
hear X word puzzles Eddie would come in and set down 
and pester he—ll out of you saying “Osgar,’’ he would 
say, “give me an eight letter word starting with X,” he 
says, “which is a vegetable,” he would say. 

And then I'd say, “Eddie, give me a two figger price on 
conduit,” I would say, “starting with one and ending with 
the contract for the high school job.” “That can give 
me a chanct,” I says, ‘to make the second payment on the 
Lizzie.” 

But talking conduit and wire and sockets to Eddie was 
just like talking about jazz to a uproar singer, he didn’t 
tick no more than a five year old dollar watch axidentally 
run over by a Bronx express. 


So when this ask me another thing hits these parts I 
says Eddie will fall for that like Anthony fell for Cleo- 
patra. And boy, how right I was! 

Last week Eddie blows in the shop—gives the bookeeper 
the double 0 and comes back to where I’m trying to figger 
out how I can pay the interest on the note at the bank and 
the pay roll in the same week and says, “Well Osgar old 


oo 


sox, he says, “hows the old false teeth,” he says. 

“Fine, by gum,” I says not looking up so not as to 
encourage him. 

“I dont supose,’ he says, “you want any nice fresh 
sockets,” he says, “or any new style bare copper wire,” 
he says. 

“Fore once, you are correct as he—ll,”’ I says, still not 
looking up. 

“All right,” he says, “I’ve got a new one for you old 
topper, got the x cross gag hurt fifty kilometers. Listen,” 
he says. 

“Tell me,” he says, reading from a little book, “where 
did the word Mazda come from?” 

“What is this,” I says, “‘a school room or a honest con- 
tractors shop?” 

‘“Migawd,” he says, “havent vou heard of Ask me 
another?” 

“No,” I says, “I dont even hear Have another no more.”’ 

“Well,” he says, “this certainly is a rube town.” 

‘Tell it to the Rotarians,” I says. 

“Well,” he said, “give up?” 

“I'd like to,” I said. 

What I meant was give up in a buisness way but he 
thot I was playing so he says, reading from the book, 
“Mazda is a name for a electric lamp, which comes from 
Mithology,” he says. 

“I thot they came from the Nat'l Lamp Works,” I says. 

“What!” he says. 

“Mazda lamps,” I says. 

“Gee, you certainly are a dum door,” he says, “dont 
you get the idear?’’ “Let me ask you another,” he says. 

“Just a minute,’ I says, “let me ask you one,’ I says. 
“How and the he 
has got to shave his bids so close,” I says, “that the dif- 





ll can you expect a contractor which 


rence between profit and loss is so thin that you can see 
your finish thru it,” I says, “how do you expect him to 
take the time to set here and play (Turn to Page 58 





























It Was Just Like Talking Jazz to An Uproar Singer. 
Watch Accidentally Run Over By a Bronx Express 


He Didn’t Tick No More Than a Five-Year-Old 
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Protection of the Jobber By 
The Central Stations 


Indications At the Recent N. E. L. A. 

Convention Were That There is Going 

to Be More Room At the Profit Trough 
By FRANK RAE, JR. 


NE OF the very worst mistakes a business man 
O can make is to let an idea or an opinion congeal 
on the inside of his head. 

The truth of this observation was strikingly evident 
A lot of 
men had decided at that time that the boom had come to 
stay: they let this idea congeal into a fixed and decided 
belief: before they could thaw it out again, the business 


when the post-war business boom collapsed. 


undertaker was hanging crepe on the door knob. 

We emphasize the point because today another impor- 
tant idea has become pretty well congealed in the heads 
of the jobbers, contractors and dealers of our dear indus- 
try. This frozen idea is to the effect that the central 
stations are run by a bunch of domineering autocrats 
whose fondest wish and most active effort is to kick all 
others away from the electrical profit-trough. 

This belief has been proven right time and again, and 
year after year: you have facts and figures—some of the 
figures being in red ink—to support your belief: but, my 
jobber friend, I urge you not to let this idea jell on you. 

Because today it’s only partly true, and tomorrow it 
may not be true at all. Those who go on thinking it’s 
true, who go on acting as though it were true, are going 
to miss some fat opportunities for profit during 1927-8-9 
and thereafter. 

The fact of the matter is, the central stations have 
seen the light—or maybe it was the handwriting on the 
at any rate, they have suffered a 
change of policy if not a change of heart. 

We say they have suffered a change. Take it from me, 





wall that they saw 


who was on the ground when the explosion occurred, they 
certainly and severely suffered. The facts are these: 
Within the past year the Association of Electragists, 
the Retail Hardware Dealers’ Association, the Retail 
Furniture Dealers’ Association and, I believe, the Na- 
tional Dry Goods Association (embracing the department 
store trade), all or severally took various steps to suggest 
to the central stations that the latter’s practices in buying 
and selling merchandise and in promoting the sale of 
housewiring, were what in the slang of the day is termed 
“all wet.” The methods employed to get this idea across 
to the central stations were, in certain cases, unpleasant 
and drastic. Personally I don’t approve of what was 


done, nor the way it was done, but then, they didn’t ask 
my approval. They just went ahead and did it, and it 
worked. 

The result is that the National Electric Light As- 
sociation convention held last month at Atlantic City, 
about the second most important topic considered was 
“Trade Relations.” 





“Trade Relations” is a fair, fine-sounding, sonorous sort 
of title for a convention discussion, but it happens that 
the chairman of the committee which had this matter in 
hand is a fair-minded he-one from the Codfish State—C. 
E. Greenwood. Mr. Greenwood did not make phrases 
about trade relations: he spoke plain and weighty truths, 
thus: 

“Can the power company afford to adopt any continued 
policy in the merchandising of appliances that are neither 
economically sound nor ethical, and are destructive of 
competition?” he asked. ‘‘Leaders in both the central sta- 
tion industry and independent trades recognize the value 
of leadership by the power company in merchandising, if 
constructive in operation. That question is settled. Can 
any power company afford to have its merchandising 
methods criticised as destructive, if that criticism is fair 
and intelligent? We must justify our title of “leader- 
ship.” We have solicited our customers to join with us in 
ownership of the company, why not solicit the aid of our 
merchant customers in our selling efforts?” 

To which the central station men there present, from 
the Big Bosses down, nodded their heads and said, “Kid, 
yer right.” 


This means much more to the electrical jobber than 
than appears on the surface. It means that the dealer 
and contractor—the jobber’s merchandise and _ supply- 
item customer—will have a constantly increasing oppor- 
tunity to do more business at a better profit. It means 
that instead of wasting his energy in futile wrangling, in 
butting his head against a stone wall, in being underbid 
by subsidized curbstoners, in losing merchandise sales be- 
cause the utility offers terms that he cannot duplicate- 
instead of battling all these discouragements and suffer- 
ing all these losses, the jobber’s customer will be free to 
employ his whole energy in creative and profitable busi- 
ness. And that means that he will be a better customer, 
a larger buyer, a safer credit risk. 

Another speaker at the electric light convention made 
an even more significant statement which was accepted 
by the utility men at par. He said, in effect, that the 
central stations should and would in future operate their 
business-getting organizations so that the small dealer 
buying through the jobber would not be placed at a price 
disadvantage. I have not this speaker’s exact words be- 
fore me and must rely upon memory, but the entire im- 
plication was—protection of the jobber by the central 
stations. 

To us, this seems nothing but obvious justice, yet the 
fact that the jobber’s function and (Turn to Page 106 
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“TheOld Man Is Narrow-Minded” 


But Broad-Mindedness Is Sometimes 
Merely Going Back to Be Burned Again 


By DR. FRANK CRANE 


HE talkative man in the Pullman spoke 
familiarly of a noted industrialist whom he 
called, “The Old Man.” 

“The Old Man has just turned over his whole 
business for his son to manage,” he said. “The 
hoy is a fine fellow. He will go out and play 
golf with you and he 
takes a drink with the 


Broad-mindedness is sometimes merely going 
back to be burned again. If you discover the 
things that help and the things that hinder your 
development, the thing to do is to become 
narrow-minded, for yourself, about those things 
that hold you back. To be afraid to condemn 
the thing you find is 
bad is like nibbling on 





boys and everybody 
likes him. But the Old 
Man—he is more 
narrow-minded. He 
doesn’t believe in drink- 
ing and he never has 
had much time for 
GO ¢ oF acs 5 

I thought of those 
two descriptions a few 
months later as I fin- 
ished an article in my 
evening paper. It con- 
cerned “The Old Man” 
and his son. The father 
had taken over the 
reins of the organiza- 
tion again and the son 
was “traveling abroad.” 
The item carried the 
implication that the 
business had somehow 
failed to hold its own 
under the control of the 
vounger man. A fire 
engine is a narrow- 








at the egg when the 
first bite told it was 
far from fresh. It is 
curious to reflect on 
the way God has used 
those whom others 
‘alled narrow-minded. 
The Jews with their 
“'Troublers of Israel,” 
the prophets; the Ref- 
ormation with its 
immovable Martin 
Luther; stand in con- 
trast to the Romans 
who conquered the 
world but returned to 
Rome “conquered by 
all the strange Gods 
they had met.” 

Society that deals 
roughly with murder 
and theft is narrow- 
minded—from the 
viewpoint of murderers 
and thieves. But it has 
to be. Power is almost 











minded sort of a ma- 

chine. It is centered 

on getting one place and has no mind for the 
ideas of others. And people get out of its road 
and give it a clear path. This is necessary for 
the good of the community. Similarly, a certain 
amount of narrow-mindedness is necessary for 
the suecess of the individual and the develop- 
nent of his character. It is the sort of narrow- 
mindedness that keeps him hewing to the line he 
has chosen. 


always narrow-minded. 
The test of whether 
that power is ruinous or beneficial is determined 
by the sort of things it is narrow-minded about. 
Everyone is narrow-minded about something 
even if about nothing except the violence with 
which he condemns narrow-mindedness. Every- 
one shuts the door of his mind to something. 
The test of his wisdom is to what he shuts the 
door—whether to draughts or life-giving fresh 
air. 


Copyright 1927 by Dr. Frank Crane 


An Interesting Article by Dr. Crane Appears 





in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








COMMODITY 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATEs* | 





MARKET 
May 15 to 
June 15 


MARKET 
May 15 to 
June 15 


MARKET 
May 15 to 
June 15 


PRICES — 
Gener! 
Trend 








Transformers, insulators, distribution equip- 


























Poles and pole-line hardware 








1 





Switchboards and accessories 





1 





Motors and control apparatus.............. 





2 





Safety switches 








Wiring devices 





0 





Conduit and fittings 

















1 











1 








0} 21 


2 














| 

0} 17 
| 
Sed 


29 








2 





3 











5 





Commercial lighting units 





Residential lighting units 


| 
| 
| 
| 





3 





Street lighting equipment 


| 
| 
| 
| 27 
| 
| 


0 











1 


0 





Heating appliances 


8 


| 5 





Motor-driven appliances 


0 





1 








| 
| 
| 


0| 19 


3 


9 


0 





Flashlights and batteries... ....2..00-606° 


| 
| 


0| 28 


1 
1 





Telephone equipment 


9| 14] 17 
| 
1} 4| 
| 
83| 29| 
| 
1] 2}2 


| 
J 
| 
0| 
| 


0 





Storage batteries 





| 
| 
| 
0| 13] 2 


| 
| 
| 
i 
| 
4 
| 
| 
| 
| 
| 
| 








0| 4| 18| 0 








4 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


0 


! 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabana: 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kans: 
Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 


One jobber in Chicago is now using this 
system to advantage—the Commonwealth 
Edison Co. Merchandise Sales Department. 
This Merchandise Department is the jobbing 
branch of the Edison Co., central station, 
and its offices are located in the Edison 
building in the downtown business section. 
The warehouse, in charge af J. M. Sadler 
is located at 22nd and Throop Sts., several 
miles away, and is connected with the gen- 
eral offices by a telephone-typewriter sys- 
tem, similar in appearance to the equipment 
shown in the pictures on this page, obtained 
through the courtesy of the Illinois Bell 
Telephone Co. 


Here is a quick and accurate method of 
transmitting orders from offices to ware- 
houses. It is simply a special typewriter 
connected by telephone circuit to a similar 
machine at the other end of the line. The 
machines and circuits are rented from the 
telephone company on a monthly basis, as 
is the regular telephone service. 


With this equipment, all sorts of commu- 
nications—letters, weather reports, order 
forms, etc.—may be typed at one place and 
they instantly appear typewritten at a dis- 
tant office, factory or warehouse, as well as 
at the sending machine. The operator—any 
typist—is needed only at the sending 
machine. 





| 
| 
1 
; 
; 
q 
] 
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m Like a blade of light, is the jn. 

er wis pression of the Washington mony. 

ment, under the glare of high powereq 

searchlights. The lower part is the 

reflection in the pool before the Lin. 

coln Memorial Building, which yj} 

be noted in the center of the photo. 

graph. The purpose of the search. 

lights is to discourage spooners jp 

Potomac Park, Washington, D. C— 
Fotograms. 


The Western Electric Co.’s Hawthorne Works, Chicago, was 
called upon to furnish special telephone and telegraph apparatus 
for the summer “White House” in the Black Hills of South 
Dakota. It is here shown being rushed to completion. A trio of 
Western Electric girls, Virginia Bond (left), Lilian Papacek 
(center) and Cassie Vaitiokus checking over equipment lists for 
the special carrier current apparatus, shown in the foreground, 
which will handle the enormous volume of official government and 
news dispatches from out of the heart of “Them Thar Hills.”— 
Underwood Photo. 


Metal pouring, drafting, pottery making and demon- 
stration cooking were on the program of the Lewis 


Dr. L. J. Briggs (left) assistant director, and Dr. Paul R. Heyl 
(right), chief of sound section of the Bureau of Standards in Wash- 
ington, with the first successful experimental model of the earth 


_ 40th. 


sma 


Institute Engineering exposition, in Chicago recently. inductor compass which they developed. The compass, awarded 
Miriam Borg showing how an egg is fried on top of the the Magellan gold medal by the American Philosophical Society, ¥4 
tablecloth electrically. The whole trick is done by an used by Charles A. Lindbergh on his epoch making flight, New York 
electrical coil under the table—Underwood Photo. to Paris.—Underwood Photo. 
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Swings Business 


Your Way! 


CURTISTRIP is the new wiring device especially 
suited to show window and cove lighting installations. 
It has taken the place of special mouldings, troughs 
and other wireways which have caused delays and 
needless time and material costs. 


You can 


Order CURTISTRIP from the nearest X-Ray jobber. 
It is supplied in standard lengths of ten feet. 


Make assembly and installation right on the job. Only 
a few light tools are needed. 


Find that every provision has been made for the reduction 
of man-hour costs to a surprisingly profitable degree. 


Make a neat, compact job, with perfect alignment of 
outlets. 


The immediate acceptance of CURTISTRIP by pro- 
gressive dealers everywhere comes from the realization 
that almost every foot of CURTISTRIP means the 
sale of another X-Ray Reflector. When you specify 
and sell CURTISTRIP you are building up large, 
profitable sales of lighting equipment. 


Write for information. 
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and x-Raylets 


(Its Standarized Fittings) 


A Simplified 
Wiring Device 


—Cuts to any length 
— Assembles for any combination 


—Is needed wherever a rigid metal 
wireway for several circuits is 
required. 












Made by 
Mfrs. of X-Ray Reflectors 


Curtis Lighting, Inc. 


1119 W. Jackson Blvd., 
CHICAGO 










































The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Kondu 
Threadless 
Couplings 





TYPE H 


Kondu 
Round Box 


TYPE OTB 


Kondu 
Reducing 


Devices 





Eliminate all reduc- 
ing boxes. 


Kondu 90° 
Short Elbow 





A great help, saving 
time and fittings. 











F 


And Anolher Thing 


When the train pulls in and you 
Grab your grip, 
And the taxi is there, 
It’s the same old tip; 
You see your man and try 
To be gay, 
But all you get is— 
“Nothing doing today.” 
Then you’re a peddler, 
You’re a peddler. 


You get into town and call 
On your man; 

“Can’t you see me today?” 
“Sure I can.” 

You size up his stock, it’s the 
Same old thing, 

‘“‘Send the usual amount,” 
“Good-bye” with a bang. 

Then you're an order-taker, 
You’re an order-taker. 


) 


When you travel along, and 
Everything’s fine, 

And you don’t get up till 
Half-past nine, 

You see the concern and 
Talk conditions, 

And write home with 
Many additions; 

Then you're a traveling man, 
You’re a traveling man. 


When you call on the trade and they 
Talk hard times, 

Everything out of sorts and far 
From being fine, 

You know your line and come back 
With a smile, 

“By gad, you're right, we will 
Try it awhile,” 

And you send in your order 
Every night, 

Then you’re a salesman, 
You’re a salesman. 


Are you a peddler, an order-taker, a traveling man or a salesman? 


Knowing about what you sell directly determines your success, 
your jobber’s success, your manufacturer's success. 


Do you know the facts about KONDU THREADLESS FIT- 


TINGS? 


Write for catalog and sample fitting and be convinced for your- 
self, of the many advantages that will enable you to talk KONDU 


intelligently. 


Kondu Division 


Offices in Principal Cities 


ERIE MALLEABLE IRON COMPANY 


Erie, Penna. 






























Pgiste 
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Give the 
Salesman. 


Credit 


You Should 
Read This 


Just the thing 


for a Motor Pit! 
KONDU-BOXES enabled the con- 


tractor to place the conduit solid in 
the concrete before the electrical in- 
stallation was made. 


SPACE and TIME were saved on 
this job. 


Remember, with KONDU it is not 
necessary to rotate either the conduit 


or BOX. 




























ee) ee 


IND U-B OX Vibration does not affect KONDU-BOXES. 


ead MME eiaiacie chili That’s why such installations as this are practical. 
— When the BOXES are once placed, they stay put. 
— me The conduit and BOXES become integral parts of each 


KONDU 
THREADLESS 
- FITTINGS 
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Sell Standards to boost your 
standing in Jobbers’ Salesman 
competition ! 





QUALITY 
—nothing but! 


You’ll agree it looks the part— 
Standard semi-automatic (No. 555). 
Aluminum-lined oven below. Alu- 
minum-lined cooker. Three hot- 
plates. Oven with glass door panels 
(Pyrex glass if desired). Finished 
in grey, with nickel trim and white 
porcelain panels. Typical of the ex- 
cellence of the whole Standard line. 


‘ 
of Pro tection complete line—ranges, electric fireless cookers, 


ot-plates, griddles, percolators, coffee urns— 
Standard quality is like a shield which pro- electric cooking devices of all kinds—all 
tects you from any “come-back” in selling Standard quality through and through. Ask 
Standard Electric Ranges. You can sell us to send you the whole Standard story! 
Standards to your best friend and make him 
abetter friend. Everything about Standards Standard Electric Water Heater 
is made the best way we know how, and 
we have a record as the oldest exclusive 
makers of electric ranges. Standards go 
into the finest homes, clubs, 
yachts, hotels and apartments. 
But don’t think they’re exclu- 
sively a high-priced line. We 
have special ranges for cam- 
paigning, the greatest values 
you’ve ever seen in moderate- 
priced electric ranges. It’s a 


A wonderful new addition to the Standard line— 
a chance for added sales. Write for folder. 























The STANDARD ELECTRIC STOVE Company 
TOLEDO - OHIO ;: U:S:A 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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J. L. Baird, inventor of the “Tele- 
visor,” which he will shortly be tak- 
ing to America for experimental pur- 
poses between that country and Eng- 
land, with his new invention the “Noc- 
tovisor,” an instrument which enables 
one to see through darkness and fog. 
—P. & A. Photo. 








How would you like to feel the sensations of a joy 
ride in the clouds without even leaving the ground? You 
can do this very thing at the Bureau of Standards in 
Washington, where they have built a new vacuum chamber 
to test airplane instruments under flight conditions. 
Thomas Templeman, of the aeronautic section of the 
Bureau, is shown in this unique chamber where the air 
pressure can be reduced to that corresponding to any 
desired altitude—Harris & Ewing. 





An entirely new and undeniably important 
factor was introduced into the battle against 
rum-running in Los Angeles recently when 
Geo. Conteras, chief of the district attorney’s 
dry squad, resorted to the X-ray in detecting 
camouflaged liquor en route into that city. 
Conteras, accompanied by an X-ray specialist, 
subjected a load of what appeared to be baled 
hay, to the revealing eye of a portable X-ray 
and as a result a bucolic driver is now in the 
county bastile—Photos by Brierton Service 
and P. & A. 
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A. D. Peabody 


President, Peabody Electric Co., Oklahoma City, Okla. 
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SEVENTEEN-year-old boy, working for an elec- 
trical contractor at Muskogee, Okla., asked his 
“boss” a question. The boy was interested in 

He wanted to know 


A 


distributing transformers on poles. 
how they “worked.” 

The “boss” couldn’t tell A. D. Peabody, and right then 
the young fellow decided he wanted a chance at fur- 


ther education. Electrically 
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MEN YOU SHOULD KNOW 


A. D. Peabody 





President 
Peabody Electric Co. 


increases in gross volume in the electrical jobbing trade 
of the country, following the establishment of a head- 
quarters house at Oklahoma City, and removal of the 
Muskogee house to Tulsa. 

healthy increase. 
The spirit of western enterprise and initiative which 
stimulated the Peabody Electric Co., to make a revolu- 
tionary business move, when it 


The business has had a very 





speaking, he first was for ed- 
ucation. A few weeks later 
he was enrolled at Bliss Elec- 
trical School, Washington, D. 
C. This was in 1906. 

Young Peabody, attacking 
his work at Bliss with typical 
western spirit and enthusiasm, 
was recommended by Prof. L. 
D. Bliss as one of four for the 
Westinghouse course, and went 
to Pittsburgh, at the same time 
attending night school at Carn- 
egie Institute of Technology. 
While a student, he was ac- 
cepted for research work for 
Westinghouse, and devoted 
eight months to research en- 
gineering and four months 
and power 


ago. 


in industrial 
sales. 
Peabody relates that, from 
the first, his chief interest in 
the electrical industry was in 
the commercial side. A_ thor- 
ough foundation of technical 


ness. 





His Plans Carry 
Through 


N HIS record, he has al- 
ways been able to plan 
thoroughly and well. 
weeks ago he threw away a cer- 
tain list made nearly seven years 
It comprised just 17 lines 
that he determined on handling 
when he went into business as a 
jobber. He never let up on his 
efforts until he had secured the 
last one. Add to this tenacity of 
purpose qualities of personal 
charm which have made him a 
world of friends and you have 
the answer to his success in busi- 


was felt Muskogee opportun- 
ities were being pressed to the 
limit is observable, as the 
reader will note, right through 
the business career of this 
Oklahoman. 

In June, 1911, the business 
was incorporated as The Pea- 
body Electric Co. The capital 
was $7,500, of which $4,400 
was paid up. Peabody was 
joined by a partner, F. H. 
Neben. Neben had been an 
electrical superintendent of the 
Oklahoma Gas & Electric Co., 
at Muskogee. 

The company moved in July, 
1911, to an excellent retail lo- 
cation, 221 W. Okmulgee Ave. 

During the first five years, 
$150 a month was the largest 
amount drawn by Peabody. 
During many months $70 was 
the figure. During these years, 
the partners turned back profit 
—for the business was making 


A few 








knowledge seemed essential— 
so he went ahead and got it. 
In March 1910, he resigned from Westinghouse. 

This young man was only 21—but he was going to be 
an electrical contractor and dealer in Muskogee! His 
campaign was all planned out. 

'nroute to Muskogee, he stopped off at Kansas City 
and St. Louis, and talked with credit men of prominent 
jobbing houses. He had no capital, but he had training, 
a level head, determination. Presumably “he looked 
good” to the credit men, because he left for the Southwest 
wil satisfactory open account credit connections estab- 
lished. 

On April 25, 1910, The Peabody Electric began busi- 
ness in a store 11 by 35 feet. Peabody’s working capital 
was $500, borrowed for 90 days at 10%. Rent was $25 
per month. 

he plans of this young fellow, just old enough to vote, 
devcloped rapidly. Within a few weeks, he had a single 
contract for $8,000. His first year he made $2900. 

n old proverb has it that coming events cast their 
sh lows before. This sketch deals with the head of a 
business which has had in the past year, one of the largest 





money in a splendid way—to 
build the enterprise. In 1916, 
the company’s capital was increased to $15,000. This 
was done from earnings. 

Both store and contracting business were promoted in 
ways, which, judged by the books, were highly aggressive 
and efficient. The Peabody Electric Co. took the lead in 
Muskogee as retail merchandisers of electrical goods. 
Consistent advertising, good window displays, well-drilled 
sales people, nationally-known quality merchandise— 
these were policies which, in combination, brought grati- 
fying success. 

“We got to the point at last,” A. D. Peabody related 
to the Jopser’s SALESMAN representative, “where, as re- 
tailers, the limit of our volume was in sight. 

“We decided to become jobbers, and in 1920 began to 
make preparations, looking to the launching of the job- 
bing business in January, 1921. 

“From one important standpoint, that of the customer, 
an electrical dealer and contractor has an excellent op- 
portunity to study the electrical jobbing business. We 
had studied it from this angle. We thought we knew 
how to cater to the customer, and (Turn to Page 103) 
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That You’re Trained Down Fine But 


a 
RY.” 


“In the Pink” 





Not Too Fine for the Prize Contest 


Every Contestant 
Now Has This 
Score Card. 


Hold It and Fill 
It in at the End 
of the Month. 





VER 1100 jobbers’ salesmen have been entered 
@) Tue Joppers’ SaLesMan’s third annual “Sum- 

mer Sales Prize Contest,” which will be run 
through July and August. As one jobber puts it: “The 
stimulus of a campaign between the jobber’s own sales- 
men has always produced business, yet the very idea 
of competing against other jobbers’ salesmen makes the 
contest very much more spectacular and consequently 
proves to be a prodder during the dull months.” 

It almost seems unnecessary to explain again the pur- 
pose of this contest as every jobber and every jobbers’ 
salesman has been told of it during the past three years. 
The sound reasons for it are clear to all. It is human 
nature to “slow down’ during the summer months; to take 
advantage of the sports and other diversions so attractive 
when the business collar starts to wilt. It is human nature 
but it is not good business. The baseball team that wins 
games in the Spring finds those games just as necessary in 
the fall percentage column as the ones played later in the 
season. The salesman who hammers at “Old Man Bogey” 
during the summer finds his blows just as effective then, 
as a drive at the end of the year to reach his quota. But, 
like the man bitten by the snake who needs a stimulant 
to bring him around, the salesman, being human, needs 
an added inducement to offset the attractions of the sum- 
mer. And it is found in the “Summer Sales Prize Con- 
test.” 

In addition to the $25 prizes awarded the salesmen 
selling the greatest volume of merchandise of each manu- 
facturer entered—and he may win as many prizes as 
his energy permits—a special premium will be awarded 
to every salesman sending in a report. There are no 
strings to this feature. A desirable premium awaits every 








salesman who reports his sales on any or all of the manv- 
factures listed in the contest. 


The success of this contest and the benefit to be de- 
rived from it by both the salesmen who are entered and 
the manufacturers who have made their lines eligible by 
inserting their announcements in the special contest sec- 
tion of this issue, can only be estimated or made evident 
by the returns in the way of sales records sent in by the 
contestants. A salesman who is entered may make some 
special effort to increase his sales during the month of 
July, but if he gets “cold feet” at the end of the month 
and thinks that his record is not big enough to have a 
chance at the prizes, and if he does not follow through 
by sending in a report, he will be doing an injustice to 
himself and also to the manufacturers whom he repre- 
sents. These manufacturers know, of course, that you are 
all working at it. But they are only human and wish 
to see the tangible evidence of that effort. Such evidence 
can only be had in the number of score cards returned. 
So this year it is to be hoped that every one of the 1100 
men entered will return his card if he can enter a record 
for even one manufacturer eligible whose lines he handles, 
and of course as many more as possible. 


Anything that is worth starting is worth finishing. In 
any race where there are a number of men entered, you 
will always find that the strong hearts finish whether they 
win a place or not. They always go through with it and 
any of you who have been in athletics will know how 
frequently a man actually wins or gets a second or 3 
third, who, in the early part of the race was outstripped 
and only kept plugging on because it was not in him to 
quit. 
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There’s a Big Summer Market 
for Home Ventilators 


ee 





VY OU can win $25 extra money in July universal need for home ventilation. It has all 
' selling Buffalo Breezo Fans! For your the Breezo advantages plus the convenience of 
benefit we have entered The Jobber’s 
Salesman’s Summer Sales Prize Contest—now 
go to it and see how large a volume of sales 
you can ring up for this month. 


the adjustable panel which fits into any window 
without requiring any alterations. 


Have your dealers display a Breezo Home 


0 Pay particular attention to the Buffalo Breezo Ventilator in their windows. It's priced right 


Home Ventilators—it’s a field of enormous and sells on sight. 


possibilities at this time of the year. 
All Buffalo Breezo Fans are included in your 


| The Buffalo Breezo Home Ventilator fills the “Prize Report” but push the Home Ventilator. 


Buffalo Forge Company 
201 Mortimer St. Buffalo, N. Y. 
In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


‘BUFFALO BREEZO’ 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Martin Wolf Joins Electric 
Appliance Co. 

Martin J. Wolf has been 
vice-president and general manager of 
the Electric Appliance Co., Chicago, 
the appointment becoming effective 
June 4, 1927. 

His history in the electrical busi- 
ness covers a period of at least 15 





made 





Martin Wolf 


years. For the last 5% years he has 
been general sales manager of the 
Bussman Mfg. Co. of St. Louis. For 
74 years before that he was vice- 
president of the W. N. Matthews 
Corp. of the same city. For three 
years previous he was with the Hob- 
son Electric Co., now the Southwest 
General Electric Supply Co., at 
Dallas, Tex. 

Most everyone knows Martin Wolf 
and his Chicago friends particularly 


will welcome him into their midst. 
* * * 


D. A. Hughes, Secretary and 


Treasurer 
In the June issue the members of 
the executive committee of the Elec- 
Association 


trical Jobbers 


were listed and D. A. Hughes, secre- 


Supply 


tary and treasurer of the Langdon 
& Hughes Electric Co. of Syracuse, 
N. Y., was put down with the title of 
sales manager and purchasing agent 


of his company. The error is to be 


regretted and it is hoped that this 
statement will in a measure make up 
for it. 
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Sympathy Extended to 
Curt Hawley 


While returning from the Westing- 
house Agent-Jobbers convention at 
Del Monte, Mrs. C. B. Hawley, wife 
of C. B. Hawley, vice-president and 
general manager of the Inter-Moun- 
tain Electric Co. of Salt Lake City, 
was killed, and Mr. Hawley himself 
was painfully injured in an accident 
which happened to their car. This was 
about noon, June 1, a few miles west 
of Elko, Nev. While traveling at about 
40 miles an hour on the graveled high- 
way, a puncture or blow-out in one of 
the rear tires caused the car to turn 
over completely, several times, demol- 
ishing the top and rendering both 
Mr. and Mrs. Hawley unconscious. 
Mrs. Hawley never regained con- 
sciousness, although she lived about 
12 hours after the accident. 

Mr. Hawley was badly bruised and 
shaken up, but no bones were broken 
and it is believed that in a short time, 
when the vivid memory of the whole 
affair has partially faded, he will come 
around all right. Everyone hopes that 
this will be the case and that Curt 
will be himself again. The hundreds 
of letters and telegrams that he has 
received from all over the United 
States have done much toward getting 
him back on his feet. 


* * * 


Five Minute Service in San 
Francisco 


The Electric Corp. of San Francis- 
co, is sending to its dealers an inter- 
esting series of “photographic circu- 
lars.” The first one is on “five-minute 
service’—a multigraphed letter on 
their regular letterhead in the center 
of which is an actual photograph, 
gummed on representing a clock with 
the minute hand at five minutes after 
the hour. The photograph bears the 
legend—‘‘Watch the Clock—the Elec- 
tric Corp.—5 Minute Service.” They 
guarantee to have the dealer’s man on 
his way with the merchandise he came 
for in five minutes after he arrives at 
their place of business. 








Wonderful! Say the 
W.A.-J.A.’s 

Westinghouse agent-jobbers al! re- 
port a wonderful trip to their 1. t- 
ing in Del Monte and were wni- 
mous in expressing themselves as ¢n- 
joying about the best time they «\er 
had in their lives. The meeting was 
held the week of May 23 and during 
the last three days of that week 
Pacific Coast Division of the Electri- 
cal Supply Jobbers Association !\e1d 
a joint meeting with them. 

The officers elected include: pr: si- 
dent, Walter Williamson, vice-prvsi- 
dent and general manager of {lx 
Alpha Electric Co., Inc., New York: 
vice-president, J. S. Tritle, general 
manager, merchandising department, 
Westinghouse Electric & Mfg. (»., 
Mansfield, O.; secretary, W. I. Bick- 
ford, secretary and treasurer, the Iron 
City Electric Co., Pittsburgh, /’a.: 
assistant secretary and treasurer, I. 
T. Pritchard, merchandising depart 
ment, Westinghouse Electric & Mig. 
Co., Mansfield, O.; counsel, J. J. 
Jackson, general attorney, Westing- 
house Electric & Mfg. Co., East Pitts- 
burgh, Pa. 

The executive committee elected 
includes J. C. Schmidtbauer, 
president, Julius Andrae & Sons (o., 
Milwaukee; B. E. Finucane, genera! 
manager, The Rochester Electrica! 
Supply Co., Rochester, N. Y.; Georg 


the 


vice- 














When this picture was snapped the su! 


to 


was shining on Minneapolis in a wa 
make Hollywood jealous. The subject 
J. G. Scrivner, who represents the Iccr 
less Electrical Co., in Southern Minnes0t@ 
about to start on a trip. 
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Increasing the kw. hrs. 


with RomeX 


There are literally millions of stance, only one narrow floor 
homes in this country today that board need be removed. Work is 
were wired before the convenience simplified in many ways. RomeX 
outlet reached its present-day requires but one set of holes, one 


position of importance. series of supports. 

These homes alone constitute a Give the subject of additional 
market for an increase in _the revenue from old homes serious 
residence load of central stations thought and you will see count- 
in every state—in every City. less ways in which RomeX can 


RomeX can be an important fac- help to increase that revenue. 


tor in building up this load. Its 
savings over old wiring methods 
are often greater on a rewiring job 
than in new construction work. 


The latest RomeX booklet, 
“RomeX—Where and How It Is 
Used,” will be sent with no obli- 
gations to any one interested 
In making a run through floor in the wiring of new or old 
beams in an old house, for in- residences. 


ROME WIRE CO. 
Rome, N. Y. 





NON-METALLIC 
SHEATHED CABLE 








Many central stations RomeX is invaluable 
and contractors have too in those cases where 
standardized on the _ the prospective custom- 
larger sizes of RomeX Cable for elec- _er insists upon a trial installation be- 
tric range wiring circuits because of the fore purchase, as RomeX can be quick- 
marked economy and great flexibility ly installed and as quickly removed, 
of this type of construction. without damage or loss of material. 
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Samuel Adams Chase 


Baily, assistant to general manager, 
Westinghouse Electric & Mfg. Co., 
Mansfield, O.; T. J. Pace, director 


of sales, Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa.; 
Karr Parker, treasurer, McCarthy 


Brothers & Ford, Buffalo, N. Y.; 
C. E. Stephens, Northeastern sales 


manager, Westinghouse Electric & 
Mfg. Co., New York; A. E. Allen, 
vice-president, Westinghouse Lamp 


Co.; Samuel A. Chase, special repre- 
sentative merchandising department, 
Westinghouse Elec. & Mfg. Co.; J. A. 
Duncan, Illinois Electric Co., Chica- 
go; W. W. French, Moore-Handley 
Hardware Co. and N. G. Symonds, 
Chicago district manager, Westing- 
house Elec. & Mfg. Co. 

J. S. Tritle and Walter William- 
are ex-officio members of this 
committee. 

More than 200 attended the asso- 
ciation meeting this figure including 
wives of those attending and guests. 

Nearly all the delegates to the 
meeting, except those located on the 
Pacific Coast, left Chicago, May 16, 
on a Santa Fe special whose itinerary 
was scheduled to include sight-seeing 
lay-overs at Colorado Springs; Santa 
Fe, N. M.; Grand Canyon; Riverside, 
Calif.; and Los Angeles. 


son 


The club car of the special was 
utilized for an exhibit of the Westing- 
house advertising plan for 1927-28 
under the supervision of J. C. Me- 
Quiston, manager, Westinghouse de- 
partment of publicity. 

Samuel A. Chase, 
special 


Westinghouse 


representative at Mansfield, 
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Ohio, served as Chairman of Tour Ar- 
rangements. 

The business sessions of the meet- 
ing were held in the Del Monte Ho- 
tel and were, of course, devoted to 
Westinghouse sales plans. 

En route to Del Monte the job- 
bers on the train took up a collection 
and upon reaching California bought 
a beautiful watch for Mr. Chase, 
which was presented to him during 
the joint meeting of the W.A.-J.A. 
the E.S.J.A. This watch in- 
scribed: 


was 


To 

Samuel Adams Chase 

The Original Jobbers’ Friend 
W.A.-J.A. 
Del Monte, California 
May 23-28, 1927 

The presentation was made _ by 
Judge Jackson and it is needless to 
say that the sentiments of apprecia- 
tion and love which prompted this 
act on the part of his friends pleased 
Mr. Chase beyond measure. 

Little highlights of this trip which 
will stand out in the memory of many 
were numerous. The trip up Pikes 
Peak—85 mile drive to Santa Clara 
to see the ‘““Eagle Dance’ —the Grand 
Canyon—Walter Williamson riding 
a mule down into the canyon and see- 
ing nothing but the mule’s ears— 
Merrill Morrow riding and praying 
on his mule “Parson’—trip through 
the Mission—‘“King of Kings” at the 
Hollywood Theater—Carmel—places 
where “Amie” had lived and breathed 





— 





and had her being—wonderful 
courses—Judge Jackson’s  speec};— 
Sterrett winning all the golf priz. 
plans for the future adjustment of }); 
handicap—banquet in the famous 
Copper Cup Room in the Del Mon 
Hotel—‘‘Dunc” as ___ toastmaste. 
wonderful people in California—w ,, 
derful jobbers in California—woy 
derful climate—wonderful ! 

* * * 


Black Conduit 
L. A. Bodkin, president, Electric 
Contractors Supply Co., Des Moines, 
Ia., writes as follows: 
“Tt should be the aim of the jobbing 
industry to further the use of galvan- 
ized conduit in place of black. 


t 


“The difference in cost is so little, 
that from an economic standpoint we 
could almost sell galvanized conduit 
today in small quantities at the same 
price as black. 

“We have discontinued the handling 
of black conduit in sizes over 1 in. 
with wonderful results and believe if 
the jobbers of the country would get 
behind a program of this kind, that 
within a year, we would have little or 
no call for black conduit. 

“The conduit manufacturer's cost 
would naturally rise on black conduit 
due to decrease in production, which 
would necessitate his advancing his 
prices on same. 

“This would automatically 
black conduit in the same class as 
wood cleats where it belongs.” 


put 











The Northland Electric Supply Co., Minneapolis, Minn., obliges with a few 


good subjects. 
Mike Balch, F. 


supply department and Walter Johnson, city desk. 


Left to right, Bob Jude, road man, N. K. Gulick, radio manage’, 
E. Walcott representative, W. R. (Tommy) Thompson, manag¢t 


We had a swell view of this 


gang forcibly curling Thompson’s hair, but the sun got jealous and splashed fire- 


works all over it. 
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\ Nothing Else Like It/ 


ee 





USALITE 


ELECTRIFIED 
CHRISTMAS TREE STAND 


ERE’S the livest Christmas specialty ever 

offered. Made of durable metal, artistically 
decorated in natural colors. Has deep container 
for water that keeps the tree green and fresh. 
Takes 8 electric lamps and has extra outlets for 
other connections. Stand is 13'/4y inches in dia- 
meter. 6 inches high. 


A Real Christmas Thrill! 


Dealers will find the Usalite Electrified Christmas 
Tree Stand in great demand. Will be advertised 
in Saturday Evening Post and other national pub- 
lications. Now, for the first time, homes can 
have a Tree Stand of artistic merit that is fully 
electrified, giving a beautiful effect to the tree 
and surrounding decorations. 

Ss Jobbers: Write or wire for prices. We suggest 

J immediate action to take care of your requirements. 


Li vorora ar ueosEisSEne, UNITED STATES 
cette New ELECTRIC MANUFACTURING 


b 
k ati Hyman, © ha 
| ees ea CORPORATION 
— |222-228 W. 14th Street New York, N. Y. 
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F. M. R. Fenimore has been em- 
ployed as radio sales specialist by the 
Rumsey Electric Co., Philadelphia, 
and R. A. North as counter man. 


Wm. Davis Hawk, Kingston, N. 
Y., has added two men to his sales 
force in the persons of J. C. Hummel 
and J. R. Babcock. 


Tep Werper, formerly in charge of 
the order department of the Crescent 
Electric Supply Co., Madison, Wis., 
has been given C. A. McMullen’s ter- 
ritory traveling out of that office. Mr. 
McMullen has taken a position as as- 
sistant sales manager of the Fuller & 
Johnson Mfg. Co. at Madison. 


R. E. Sanperson will travel the 
territory north and east of Mansfield 
for the P. & A. Electric Supply Co., 
Mansfield, O. 


S. C. Warrre.p, formerly with the 
West Virginia Engineering Co., has 
been employed by the Superior Sup- 
ply Co., Bluefield, W. Va., as special- 
ist on Westinghouse material and gen- 
eral road engineer. 





Tue Exectric Suppty & Egurp. 
Co., Erie, Pa., has appointed D. H. 
Cunningham to cover its southeastern 
territory. 


Tue Soutuern Indiana territory of 
the Varney Electrical Supply Co., In- 
dianapolis, has been taken over by M. 
L. Bass. This company’s city sales- 
man, Ed Rife, who has been sick for 
the past five weeks, is on the road 
to recovery—slowly but surely. 


RusseLt Barser has been employed 
as service manager on Universal elec- 
tric refrigerators by the Krich Light 
& Electric Co., Newark, N. J. 


Gro. A. Tempe has taken a posi- 
tion with the Victor Electric Supply 
Co., Detroit, as manager of its lamp 
department. 


Tue Linpitey Evectric Suppiy 
Co., Philadelphia, writes that they are 
all set for the “Summer Sales Prize 


Contest.” 


Mr. H. E. Suerman, Jr., formerly 
vice-president of the Illinois Electric 
Co.., has joined the organization of the 
Geo. J. Meyberg Co. in the capacity 
of vice-president and manager of the 
Southern California division, San 
Francisco. 


F. C. Lewis, has been moved from 
the price desk of the Pierce Electric 
Co., Jacksonville, Fla., to the city 
sales force, succeeding J. R. Thorn- 
ton, who has been transferred to the 
Tampa office. W. Z. Smith, Jr., has 
taken over the job on the price desk 
formerly held by F. C. Lewis. C. F. 
Thomas, from the shipping depart- 
ment, has been promoted to price 
clerk. 


Sands Electric Company, Wheel- 
ing, W. Va., has moved into its new 
building at 57 Eighteenth St. 


THomas McCarsBELL, better known 
to his intimates as “Mack,” has re- 
turned to his old stamping grounds, 
the Efengee Electric Supply Co., 
Chicago. “Mack” expects to do a 
bigger and better business than ever 
for the company at its new and en- 


larged quarters at 12 No. Jetfiersoy 
St. 


R. E. Foss, formerly with {he 
Central States General Electric + .)- 
ply Co., Chicago, is now in the |\| 
bing department of the Com» y- 
wealth Edison Co., Chicago. jr 
Foss looks after the south side ¢...I- 
ers in radio lines. 


Intanp Exectric Co., at 16 So. 
Wells St., Chicago, has just issued 
a new catalogue called “Sparks From 
Live Wires.”” Some new “live wires’ 
who have joined the company recently 
are: Frank Snell, covering Grand 
Rapids, Mich; J. T. Reeder, at Dan- 
ville, Ill.; Chas. J. Scheetz, Joliet 
representative; C. M. Rider and A\- 
bert H. Arnold. Rider was formerly 
with Graybar at Chicago, and Arnold 
with the Harold Taylor Co., Chicago 


E. H. Tropp is a new counter man 


with the Resco Electric Supply (o., 


Rockford, Il. 


W. J. Corrarr has been employed 
by the Graybar Electric Co., Boston, 
to travel out of their Worcester offic: 


R. G. Stocum is the new “Thor’ 
specialty man with the B. K. Sweeney 
Electric Co., Denver. 


G. E. Wane is now city salesman 
for Graybar at Salt Lake City, Utah, 













































Just another unit of the great organization of Graybar Elec. Co., Inc., part of 
the personnel of the St. Paul house. Left to right, L. T. St. John, J. J. Westgard, 
W. H. Holdorf, manager, W. F. Schiefelbein and Louise Brenning. This branch 
surely has grown since moving into larger quarters on Minnesota street. Had (0 
take it in the alley—’scuse please. 
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Heavy Duty Gas and 
Vapor Proof Fixture 





BEN/AMIN 









Glassteel Diffuser 
White Porcelain 











For installation where 
Gases and Explosive 


.. Vapors Exist 













Published in the interest of a more complete 


fellowship with Salesmen everywhere, 
by the Benjamin Electric Mfg. Co. 


Enameled Steel Re- 
fector and Totally 
Enclosing Glass Bowl 


sat 














Chicago, July 1927 








Selling Benjamin Signals—A Year 
Around Job 


In a recent issue of one of the lead- 
ing industrial magazines there appeared 
a symposium of opinions from a large 
number of industrial executives on ways 
and means for increasing the spread be- 
tween factory cost and selling price. 

Cut Down Waste Motion 

Among many suggestions, one was 
significant for its repetition. And that 
was the idea of avoiding waste motion. 
Avoiding disturbing of routine; elimi- 
nating delay in starting and stopping 
operations; cutting short necessary shut- 
down of automatic and semi-automatic 
machinery; speeding up transmission of 
information from the front office to re- 
mote departments. 

Now, of all the ways and means by 
which all of these desired ends might 
be reached there again seems to be quite 
a unanimity of opinion that the use of 
automatic signaling, calling and warning 
systems was one of the most promising 
avenues along which definite progress 
could be made. 


Benjamin Signals Adaptable to a 
Wide Range of Industries 

The Benjamin line of signals is very 
complete and in their various adaptations 
meet every industrial, commercial and 
municipal requirement for automatic, 
audible and visual communication. Thus, 
the line includes industrial horns or 
howlers for operation on both alternating 
and direct current, for the latter with 
both line and battery voltages. These 
are made in weatherproof and non- 
weatherproof types for outdoor and in- 
door installation. 


Telecode Relay 

"he Telecode Relay is for use in con- 
nection with extension telephone ring- 
ing. In factories, mines, quarries, foun- 
dries, machine shops and similar places, 
where the noise of operations or the 
distance are too great for the loud ring- 
ing telephone bell to be heard, the Tele- 


code Relay cuts in the Benjamin signal 
without impairing or affecting the talk- 
ing and ringing circuit in any way. 
Varied Uses of Benjamin Signals 
To list the uses of Benjamin signals 
would be to catalog practically every 
department in industrial and commercial 
institutions of every description. Some 
of the more familiar are factory super- 
intendents’ and foremen’s calls; signal- 
ing the opening and closing hours of 
labor; tell-tale or warning, for water 
tank levels, steam or gas pressures, 
sprinkler systems, etc.; telephone signals 
in engine rooms; industrial fire alarms; 
police call systems; burglar alarms; 
power station calls and signals; traffic 
warnings for street crossings and for 
traffic clearing in connection with police 
and fire departments; railroad crossings; 
mines; marine signaling; drawbridge 
signals; for indicating breaking of 
thread in textile operations and for sig- 
naling breaking of web in paper making. 
A number of notable installations in- 
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Signal as Tell-tale on Pressure 
System 
dicate the variety and extent of the 
application of Benjamin signals and also 
(Continued on Page 3) 








each month. 


Address all stories to 








Here’s $5.00 for You! 


The “Benjamin Reflector’? will pay $5.00 in cash to Job- 
bers’ Salesmen for each story of selling experience published 


You can tell of some selling experience of your own where 
you were called upon to use tact, think straight and act quickly 
to get your prospect’s name on the dotted line, or you may 
tell of some selling stunt put on by your customers which 
helped to sell Benjamin goods. 

The story must not exceed 200 words in length and must 
be signed with your name and company. 


The Editor, The “Benjamin Reflector” 
120 South Sangamon Street, 
Chicago, Ill. 
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The Benjamin Reflector 








A New Sign Lighting Reflector 


The employment of outdoor advertis- 
ing in practically every big merchandis- 
ing plan is growing tremendously. So 
much of this outdoor advertising is lo- 
cated along main arteries of travel and 
where both highway and city traffic is 
heavy that the illuminated or electrically 
lighted panel and bulletin is rapidly dis- 
placing the unlighted boards. 

For many years the Benjamin Fllip- 
tical Angle Reflector has been practical- 
ly the standard form of illumination for 
most of the outdoor advertising organ- 
izations and independent advertisers. 
For highly effective and efficient cover- 
age the Elliptical Angle leaves little to 
be desired but there was a pressing need 
for a form of reflector that would pos- 
sess certain advantages in ease of in- 
stallation, in adaptability for correct 
positioning and in easy wiring. 

The new reflector which is now placed 
on the market by Benjamin possesses 
all of the advantages of the Elliptical 
Angle Reflector plus a number of ex- 
clusive Benjamin features: 

(1) Easy Installation Without Con- 
duit Bending—The side outlet type of 
construction which places the neck be- 
hind the reflector, permits the conduit to 
be led straight into the reflector. By 
thus eliminating the necessity of bending 
the conduit, and the use of street ells, 
offsets, or other attachments between 
the support at the board and the reflec- 
tor, less time and skill are required. 

(2) Flexibility of Position—The light 
distribution will be the same whether 
or not the reflector is mounted in an 
exactly horizontal position, because the 
straight line cut-off always follows a 
line parallel with the conduit. 

(3) Uniform Lighting Coverage of 
Entire Board—The Benjamin Sign Re- 
flector gives a greater amount of evenly 
distributed light over the entire board 
than is obtainable with any similar sign 
lighting equipment. This is due to the 
long straight line cut-off and the Ben- 
jamin Elliptical Angle Shape. Light 
spillage over the top of board is cut to 
a minimum and shadows and scallops 
along the top of panel are eliminated. 
Lamp filament lies in a flat plane in the 
front curve of the reflector producing 
the long straight line cut-off which ex- 
tends more than half way to the next 
reflector, 

(4) Easy Wiring—The two-piece por- 
celain socket is easily accessible and 
simple to wire. 

(5) Inconspicuous on Board—The 
Benjamin Sign Reflector is inconspicu- 
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ous on board and very neat appearing 
because the neck is out of sight and 
street ells, goosenecks and similar at- 
tachments are eliminated. This compact 
construction reduces resistance to wind 
stresses. 

(6) Interchangeability of Lamps—lf 
desirable a higher intensity of light on 
sign can be had without changing re- 
flectors as either 100 or 150-watt lamp 
may be used on reflector No. 5570 and 
either-150 or 200-watt lamp with No. 
5571. This can be done without ap- 
preciably raising or lowering cut-off. 








On the opposite page is a re- 
production of a full page ad - 
vertisement featuring the new 
Benjamin Sign Lighting Reflec- 
tor that is appearing in the 
July issue of Association News 
the official organ of the Out- 
door Advertising Association 
of America, and in Signs of 
the Times. These two publi- 
cations reach practically every 
poster plant, sign contractor, 
outdoor advertiser and outdoor 
sign user in the country. 




















(7) Easy Positioning on Conduit— 
The reflector does not have to be 
screwed up to end of the conduit thread- 
ing for firm attachment. At any point 
where the reflector is properly positioned 
in relation to the board, it can be 
fastened securely in place by the large 
set screw. Set screws are made extra 
large for attachment of guy wires. 

The new reflector has already attract- 
ed a tremendous degree of interest and 
the jobbers’ salesmen will find a cordial 
reception and universal acceptance for 
this newest addition to outdoor adver- 
tising, poster and signboard illumination. 








Mr. B. T. Hare, sales manager, and 
Mr. Charles Kelley, purchasing agent of 
the Rumsey Electric Company, are start- 
ing their twenty-first year with the com- 
pany. Both of these fine fellows started 
together in May, 1907. Conscientious 
work, aggressive understanding of their 
jobs, have brought them to the front 
not only in their company but in a wide 
range of electrical and other business 
circles. They have handled a mighty 
big lot of Benjamin material and we 
certainly appreciate their friendship. 


Benjamin Signals 
(Continued from Page 1) 
offer a suggestion to the jobber’s sales- 
man as to the examples which may be 
cited in presenting this subject; for in- 
stance: 

A flour mill in South Chicago, Ill., is 
using 32 23-volt D. C. Benjamin horns 
in connection with their automatic 
sprinkler system. The circuit is so ar- 
ranged that when a sprinkler header in 
any given department goes into opera- 
tion the horn in that department and 
the horns in the engine and boiler rooms 
blow. An annunciator in the engine 
room indicates the exact location of the 
trouble. Electrical current is supplied 
by wet cell batteries. The plant fore- 
man says, “These loud horns certainly 
have increased the safety value of our 
sprinkler system. They never need any 
care and their piercing sound commands 
immediate attention. We have reduced 
spoilage and decreased fire danger by 
their use.” 

One of the big terminal railroads of 
Kansas City, Missouri, has _ installed 
Benjamin A. C. Horns on their cross- 
ings. They report complete satisfaction 
and prefer the Benjamin horns to any 
other signal equipment. They say, “We 
like Benjamin horns on our crossings be- 
cause they don’t have to be tampered 
with and give unfailing service, good 
weather or bad.” 

A Chicago manufacturer of railway 
supplies uses Cat. No. 8175 Motor-Driven 
Howler to indicate starting and stopping 
time of work. “We need an extra loud 
signal to be heard over the din of the 
heavy machinery in our shop. This 
motor-driven job is the only one we have 
found that fills the bill.” 

The Anaconda Copper Mines in Butte, 
Montana, uses hundreds of Benjamin 
Buzzers in their mines for elevator level 
indicators and_ track-clearing — signals. 

A Rubber Manufacturer in Ohio uses 
3enjamin horns and buzzers with an 
executive and foreman’s automatic code 
calling machine. Buzzers are used in 
the offices and horns are used where 
manufacturing processes are being car- 
ried on. He reports, “This signal sys- 
tem has certainly saved the company 
both in time and efficiency. No more 
effort is wasted looking for a foreman 
who might be anywhere in the plant. 
All we do now is sound his code call 
and get him in a jiffy.” 

As we said in the beginning, this is 
an all industry, every day market. The 
installations can be very easily made by 
the electrical contractor or the plant 
electrician. 
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Benjamin Protected Lighting 
Fills the Bill 


Wherein a Salesman Who ‘‘Knew His Benjamins’’ 
Surprised the Big Buyer 


“For the love of Pete, but I’m glad 
you are traveling this territory,” said the 
chief engineer. 

“This consolidation is one big job. Do 
you know there are two dozen plants 
merged into one big organization, with 
over a hundred departments. And they 
need a lot of new lighting, particularly 
in those departments where there’s al- 
ways a danger of fire and explosion.” 

“To begin at the beginning,” said the 
salesman, “wherever there is danger of 
fire and explosion, there is always a 
need for protected lighting equipment. 

“There may be some unusual condi- 
tions,” he continued, “where you may 
need some special equipment, but if there 
are, they will be most unusual. I have 
usually found that in the Benjamin line 
of protected lighting equipment there are 











Benjamin Dust and Moisture Proof 
Fixture—Cat. No. 657 


fixtures that meet practically every re- 
quirement.” 

“How about places where there is a 
lot of steam and vapors, like in the 
pickling and cleaning rooms where we 
prepare our stamped shapes for painting 
and enameling ?” 

“The necessity here,” said the salesman, 
“is for an equipment that will keep the 
vapors away from the lamp and socket 
so that they don’t both die an early 
death from corrosion. In this instance, 
your case is not unusual, for the same 
protection is needed in refrigerating 
plants, laundries, creameries, turkish 
baths, engine rooms and the like. For 
these installations we have the moisture 
proof equipment that is furnished with a 





hood of copper, regularly tapped for 
half-inch pipe and with a screw globe of 
heavy clear glass. A gasket between the 
globe and hood makes the fixture tight. 
See here in the Benjamin catalog, Nos. 
663 and 665. 

“Equipment is also furnished with a 
heavy tinned guard over the enclosing 
globe where there is a chance of moving 
objects coming in contact with the light- 
ing equipment. 

“And by the way, you may not have 
any use for them for that purpose, but 
these fixtures are dust-tight as well as 
moisture-proof.” 

“Would you recommend them for the 
fine grinding and polishing departments? 
And there is another place—I notice in 
several of the woodworking departments 
the air is full of dust when everything 
is going full blast.” 


“T certainly would—you need this dust- 
tight equipment wherever there is a 
chance of fine, gritty dust getting into 
the socket or where inflammable dust 
is present. 

“And what would you do where in- 
flammable fumes, gases and vapors were 
produced ?” 

“T would do what thousands of plants 
have done. I would find out just how 
serious the risk was and install the 
equipment to take care of the hazard. 

“You see, when you come to gases 
and vapors, the degree of protection 
required may vary. In some cases you 
may wish to seal the socket and the 
hot surface of the incandescent lamp 
away from the gas. Here you have 
Catalog Nos. 1545, 1538, 1555 and 1565. 
Where you attach the fixture direct to 
the ceiling you would use the outlet box 
type, No. 6541. 

“For very severe conditions, we have a 
heavier equipment, furnished with a two- 
piece threaded hood, enclosing glass 
globe, and gaskets which seal the inter- 
ior against the entrance of gas or vapor 
from either the surrounding atmosphere 
or the conduit line. 

“With this equipment you can get not 
only protection, but correct lighting. You 
may select the dome, bowl, shallow bowl 
or angle reflector that best suits the re- 
quirement. What is more, you can choose 
the type of reflector also with regard to 
the manufacturing process. For instance, 
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if it does happen to be a dusty concitjon 
as well as an explosion or fire hazard. 
the reflectors have a contour with no 
sharp or inward bends to catch and hold 
dirt. “These are Catalog Nos. 6501, 6506 
and 6510. 

“Here is another consideration. Yoy 
may find that you have a comparatively 
new installation of dome, bowl or angle 
reflectors some places where the accu- 
mulation of dust and dirt may not be a 
fire or explosion hazard, but because this 





Benjamin Gas and Vapor Proof 
Fixture—Cat. No. 6506 


dust or dirt quickly covers the surface 
of the lamp and the reflecting surface, 
it is a nuisance. For these places the 
Benjamin dust-tight cover is indispen- 
sable. This cover is easily attached to 
standard Benjamin dome, fluted bowl 
and angle reflectors. A felt gasket keeps 
the lamp and reflecting surface free from 
outside dust. The glass disc is easily 
wiped clean with a damp cloth.” 

“Are you dead sure these fixtures will 
fill the bill for our departments?” 

“T know they will. I know they are 
doing just what is wanted of them in 





apnea 
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Benjamin Dust-Tight Glass Cover 


many, many places. For a matter of 
fact, I believe that for every place you 
have for them I can name a dozen siml- 
lar installations and get a recommenda- 
tion you couldn’t resist from every one 
of them. 

“Now, I have just been giving you 
the high spots. Let’s take the catalog 
and check up on the details.” 

“No, don’t do that. Let’s get in a car 
and check up some of the places right 
here. Bring along the catalog and your 
pad, so we can sort of make up the 
order as we go along.” 
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taking the place of G. N. Hoffman 
who will travel the Idaho territory, 
formerly handled by Mr. Wade. 





Tue Brown & Hatt Supply Co., 
St. Louis, Mo., has four new salesmen 
and three counter men. T. F. Maher, 
Walter Cook, N. B. Elrod, and C. B. 
Hopkins are the salesmen; Edw. 
Spence, Harry C. Andrews, and H. 
McCormick, the counter men. 





Ernst J. McCuure has been added 
to the sales force of the West Phila- 
delphia Electric Supply Co., Philadel- 
phia. 





James Canritt, who has been an 
electrical salesman for some time in 
Philadelphia, has been given part of 
the Royal Electric Supply Co.’s 
Philadelphia territory. They also 
have a new counter salesman—Walter 
Greenberg. 





G. W. Aneus has been placed in 
charge of the radio department of the 
Florida Electric Supply Co., Miami. 


® .& a 


The Burmac Company 
The Burmae Co., of Quincy, IIl., 
distributes electrical merchandise in 
that part of the country and over in 
lowa. Julius A. Buerkin is the 
president-treasurer, Edwin C. Buer- 
kin is the vice-president, Richard B. 





I. G. Johnson 


Mc arl is the secretary. This photo- 
gravh, by courtesy of the Standard 
Electrie Stove Co., shows I. G. 
Jol ison, the sales manager. Mr. 
Jo! ison has been active in building 
up ‘he sales of the company, which 
has had a very rapid and healthy 
gro th. One of the features of this 
company’s activities is its monthly 





bulletin, which goes to _ dealers 
throughout the territory. The bul- 
letin consists of about eight to 12 
pages and calls attention to spec- 
ialties each month. 


One idea which they have tried 
out with success is their postcard 
prospect follow up. Each dealer 
who buys through the Burmac Co., 
is given a supply of cards for names 
of prospects. The dealer fills them 
out and sends them in to the Burmac 
Co., office for follows. These names 
are followed periodically direct from 
Quincy. 


* + 


Philadelphia Electric Club 
Annual Outing 


In a “torrential downpour” the 
Philadelphia Electric Club held its 
annual outing at Kugler’s Mohican 
Club near Camden, N. J., on the af- 
ternoon of Saturday, June 4. A 
few brave boys with web feet and 
slickers attempted to stage a ball 
game while a few others with water 
wings did a hundred yard dash. 


Being wet inside and out, the crowd 
indulged in parlor games in the club 
house most of the day. Such games 
as dominoes, checkers, jacks and crok- 
inole (or however you spell it) seemed 
to be the favorites. About 6:30 
everybody who had the price of a meal 
left, sat down to a sumptuous dinner, 
and if those who attended this ban- 
quet forget the rest of the menu there 
are some who will always remember 
that there were rolls—and buns. 


Prizes were plentiful including 
everything from waste baskets to 
bridge lamps. It was requested of 
Tue Jopper’s SALESMAN representa- 
tive to note that after three years 
trying the officials of the club fimally 
induced Dale Scarborough to donate 
a prize which he promptly proceeded 
to win back when the numbers were 
drawn. Next time Scarborough is go- 
ing to be sent home before the draw- 
ing takes place. 

Ernie Hedler, who when he isn’t 
on an entertainment committee repre- 
sents Thomas & Betts, the Wiremold 
Co., and the Columbia Metal Box Co., 
and Charlie Anthony of the Appleton 
Electric Co., ran the show and when 
last seen were in the counting house 
counting up the shekels. 


Most conspicuous among those who 
attended were the members of the Co- 
lonial Electric Co., which organization 
turned out en masse and ran away 














This is J. A. Carlisle, head of the Car- 
lisle Co., Buffalo, New York, radio and 
electrical jobbers, of western New York. 
Though an organization young in the 
field, in five years it has established a 
large business, covering a 200-mile terri- 
tory, served by three salesmen. 





with many of the prizes. Walt and 
Al Wick of the Lindley Electrical 
Supply Co., Sam Polin of the Royal 
Electric Co., and Samuel Schimmel of 
the Schimmel Electric Co. were some 
who represented the jobbing frater- 
nity in addition to Colonial. Oh, sure, 
and Nate Newman of the West Phila- 
delphia Electric Supply Co., the big 


real estate man. 


Among the manufacturers who were 
on deck were the famous team of Cun- 
ningham and Montgomery, Bill Jagoe, 
Harry Anschutz, Charlie Fryburg and 
—oh, well, you know them—they were 
all there. Harry Moyer, the big lamp 
man from Mazda, was present exhib- 
iting a beautiful pair of orchid sus- 
penders which he wears for no good 
reason at all. 

That’s all until next year. 

* * * 


Sager Finds Valuable Package 


When Joseph E. Sager, president 
of the Sager Electrical Supply Co., 
Boston, left his office one night re- 
cently, he stumbled on a _ package 
which the population of that town 
had been kicking all over the street 
during the day. Out of curiosity he 
picked it up, opened it and found it 
contained a string of pearls valued 
at $10,000. The pearls were re- 
turned to their owner before he even 


realized he had lost them. 
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Strikes and Spares 
By JOE SINES 

J. M. (Joe Jr.) Sines, who has 
been in the employ of Illinois Elec- 
tric Co. for the past 3 1-2 years has 
severed this connection and on June 
1 entered the employ of Chicago 
Fuse Mfg. Co. as salesman in the 
Southern California territory, as as- 
sistant to his father, J. A. Sines, who 
has been Chicago Fuse Mfg. Co. rep- 
resentative in this territory for the 
past six years. 





Stuart Watters who has been con- 
nected with Illinois Electric Co., Chi- 
cago, as salesman and manager of its 
Westinghouse Department for the last 
17 years has moved to Los Angeles 
and is now connected with the sales 
department of the Los Angeles branch 
of Illinois Electric Co. 





On Tue evening of June 10, H. W. 
Allen, sales manager of Graham-Rey- 
nolds Electric Co., Los Angeles, and 
his most worthy assistant for nearly 
a quarter of a century, Mrs. Allen, 
celebrated their 24th wedding anni- 
versary with a garden party having as 
their guests 12 of the sales force of 
the Graham-Reynolds Electric Co. 
with their wives and sweethearts. 





Tus INTERESTING picture was taken 
at the Mother Goose Nursery con- 
ducted at 527 N. Isabel St., Glendale, 
Calif., by Mrs. Alice R. Snow. It 
shows Mrs. Snow herself and several 
of her little charges. She is the 
widow of the late Stephen Snow who 
was connected with the Graham-Rey- 
nolds Electric Co. for more than 20 
years. She is conducting this nursery 
and also a magazine subscription 
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agency, and among her publications is 
Tue Josser’s Satesman for which 
she acts as agent in Southern Cali- 
fornia. 





Perhaps some of the readers of this 
column will get a kick out of the fol- 
lowing order recently sent in to a Los 
Angeles electrical jobber :— 

“Please send us one ventilating fan 
with 15-in. wheel, motor 1/20 H. P. 
1.6 amp., 110 volts, 50 cylinders in- 
direct current. We wish you to send 
us the motor and fan only, if possible, 
we can use the frame we now have.” 





Joun W. Brooks, secy.-treas. and 
general manager of Pass & Seymour, 
Inc., Syracuse, N. Y., has been visit- 
ing his mother in Oakland for several 
weeks. 





A. F. (Anpy) O’Rear, who has 
been manager of the Westinghouse 
motor and industrial department of 
the Illinois Electric Co., Los Angeles, 
for the past four years, resigned on 
April 15 to take the position of Pacific 
Coast sales manager for the Ilg. Elec- 
tric Ventilating Co. of Chicago. 

* * * 


Merchants Electrical Supply in 
New Quarters 


The Merchants Electrical Supply 
Co., Chicago, headed by Joseph 
Franks, and formerly located at 1121 
Roosevelt Rd., is now doing an in- 
creased business in its new quarters 
at 1402 So. Crawford Ave. The store’s 
new location, about four miles west 
of the old place, enables Mr. Franks 
to give a much better service to his 
large number of contractor customers 
out on the West Side. In addition the 





Mrs. Snow and Her Mother Goose Nursery 
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new store affords almost double the 

amount of floor space and makes sia 

sible the carrying of consider.}|y 

more stock. , 
* * * 


Louis Roseth 


Louis Roseth, treasurer, and by.t}). 
er of H. D. Roseth, president o/ |). 


Co-operative F \ec- 
trical Sup)! y 
House, Chicago, 
died Tuesday, 
May 24, at the age 
of 24. He was 


born in Hungary. 
A graduate of 
Crane Technical 
High School, Chicago, he was already 
well along in the law course of De 
Paul University night school. 





* @©& © 


Jobbers Sales Activities 


Exrectric Suppty & Eguir. Co., 
Erie, Pa.—The G-E cleaner 
paign, which was conducted by all of 
its houses, ended last month. Mr. 
Harvey of Buffalo won the first prize 
and Mr. McCormick of Erie, the sec- 
ond. 


cam- 





Krich Ligut & Execrric Co., 
Newark, N. J.—Is running an active 
campaign on Lionel electric trains and 
is also doing dealer newspaper ad- 
vertising on the “Universal Cooler.” 





Varney Exectricat Surpty Co., 
Indianapolis, Ind.—This company re- 
ports that its Westinghouse switcli 
campaign went over big. 





Superior Suppty Co., Bluefield, W. 
Va.—Has just started a Westinghouse 
safety switch campaign in conjunction 
with the Westinghouse general cam- 
paign on this line. 


Iron City Exectric Co., Pitts- 
burgh, Pa.—Safety switches and au- 
tomatic irons are being pushed by this 
company. 





Wermore-SavaGe EL vectrric SvP- 
pty Co., Providence, R. I.—Here’s 
another jobber shoving Westinghouse 
automatic irons into the limelight. 





Crescent Exectric Suppity (0. 
Dubuque, Ia.—The “Hotpoint” cam 
paign which Crescent ran the week 0! 
June 4 was extremely successful, they 


say. 
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‘SEVENTEEN YEARS 
of Fair Dealing 


| 
' 
lements 


JEWEL 
: $4475 


{Includes 8-piece 
set of attachments) 














































HE CLEMENTS- 
Jewel Electric 
Cleaner is sold under aay fe 
a definite jobber pol’ [Ig |. ““Sieeebdte 

icy. It is backed by 
17 years of fair deal- 
ing with the trade by 
a concern with a repu- 
tation for manufactur- 
ing cleaners of the 
highest quality in ma- 
terial and workman- 
ship. 


























DETAILS AND SALES 
PLANS ON REQUEST 






CLEMENTS MFG. CO. 625 Fulton St., Chicago, I11. 
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G. D. Adair, manager of the lamp department of the Carter Electric Co., Atlanta, 


Ga., sends this picture of the department managers and salesmen. 


From left to 


right they are as follows: F. J. Thagard; R. A, Clark; W. H. Brimberry; R. H. 


Hardwick; J. 


Adair; G. A. Blackwell; F. H. Dendy; H. 


J. Perry, vice-president and manager; A. H. Shirley; George D. 


H. Heine. 





Electrical Catalog Sweeteners 


“Catalog sweetener—material 
which ‘‘sweetens” the editorial con- 
tents of a catalog, by lending variety, 
furnishing interesting or helpful in- 
formation, or providing inspiration.” 

The definition is not Webster’s, but 
it is no less applicable to the catalogs 
of electrical jobbers. Two “sweeten- 
ers” found in Peabody’s Merchandiser, 
of Peabody Electric Co., Oklahoma 
City and Tulsa, Okla., illustrate the 
idea well. 

This company gets a great many 
mail orders and encourages them. A 
want list is prominently featured, 
bound as the first inner page of a 
recent issue of the catalog. On the 
reverse side of the page appear, “Im- 
portant News Items Of The Trade.” 
A list of recent visitors to the com- 
pany’s office and warehouse is given 
—customers, of course. There is a 
sick list, with the hope expressed that 
each of these two men upon it are re- 
covering nicely. A _ section of the 
page is devoted to Oklahoma’s stand- 
ing, relatively, in the Nation’s Busi- 
ness. Oklahoma is a state wherein 
boosters, only, live. 


Editorializing, The Peabody Com- 
pany declared, “It is the duty as well 
as the pleasure of every Oklahoman 
to use every effort to keep Oklahoma 
the whitest spot in our great country. 
Let’s boost for more live business con- 


cerns, more manufacturers, in our 
midst and sell Oklahoma.” 

Page 29 of the “Merchandiser” 
contains, “Valuable Information for 
Every Electrical Concern.” Here is 
motor wiring data, the national elec- 
trical code, ohms law, ete. 

Then there is a code for telegrams. 

The function of an electrical job- 
ber’s catalog is to sell merchandise, 


and portrayal of merchandise, 
descriptions, is properly the 
material therein. However, 
mighty easy, as every catalog 
piler knows, for a deadly mon. ony 
and sameness to creep in. 

The solution is judicious us. of 
“sweeteners.” The Peabody EF! 
Co. has the right idea. 


—. 


Sweeney Electric to Distribute 
Refrigerators 

The B. K. Sweeney Electric (o.. 

Denver, Colo., has been appoint: <i 

distributor of G. E. refrigerator; in 

southern Wyoming, Colorado, 


Mexico, and western Nebraska. 
* * * 


Carolina Reports Refrigeration 
Increase 

The Carolina Electric Supply (o., 

Spartanburg, S. C., reports that re- 

frigerators are becoming more popu- 


lar and that sales are on the increase. 
* @ © 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and 
through its various divisions, for May, 
1927, as compared with the same 
month the previous year. Also tliese 
figures are shown for the first five 
months’ period of 1926 and 1927. 


ric 


New 


jobbers 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
“THE ELECTRICAL CREDIT BAROMETER” 
May 31, 1927 
NUMBER OF ACCOUNTS REPORTED 











% 
Increase Increase 
Division May or 5 Months or 
1926 1927 Decrease 1926 1927 Decrease 
MW IE. ns» eSaS Es Sone oe Os 402 248 —38.3 % 1978 1815 — 8.24 ° 
Middle & Southern Atlantic... 235 144 —38.7 % 1038 818 —21.7 % 
ICH PEDNINM ss 5x :010:0:55'0cdbe 93 213 +12.9 % 458 767 +674 % 
pg ES eee ere 22 10 —54.5 % 146 84 —42.4 ° 
CRORE coors Cea ceaseie soe 950 827 —12.9 % 4761 4857 + 2.02 % 
TR RIAES oc 0 bees oie 1702 1442 —15.2 % 8381 8336 — 54 
TOTAL AMOUNTS REPORTED 
% / 
Increase Increase 
May or 5 Months or 
1926 1927 Decrease 1926 1927 Decrease 
a, eee ae $ 51,910 §$ 40,899 — 21.2 % $284,985 $289,206 + 1.48% 
Middle & Southern 82,691 19,772 — 393 % 111,401 102,216 — 8.24% 
RSME GSc6 065 cs ace eae 8,459 18,490 +118.5 % 43,061 78,796 +829 % 
New England ......... 2,972 1,924 — 35.2 % 26,793 12,002 —55.2 % 
PaemGe Coast sic. sss. 110,836 96,318 — 138 % 509,571 571,611 +122 % 
NE 755 oes ooh oo 6 0b —_—— 
ye St Pree $206,868 $177,403 — 14.2 % $975,811 $1,053,821 + 7.99% 
AVERAGE AMOUNTS 
May 5 Months 
1926 1927 1926 1927 
OO, (ROR oe ccna ss sce biuew eae $129 $165 $144 $158 
Middle & Southern Atlantic ........ 139 137 107 126 
Bert 90 86 94 102 
ee IE hos ss clos wR eens 135 192 183 143 
OS OEE RO a 117 116 107 118 
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National Advertising E00; 


is creating quick profits 
for dealers who sell the 





FOWER ITE 
» Makes Light of Night/- 





FIRST—because it is a fine, dependable, portable searchlight, and 
SECOND—because a demand has been created by consumer magazine advertising, and 
THIRD—because our sales policies are co-operative and our discounts liberal— 


The Harvard PowerLite is being sold by hundreds of electrical dealers, hardware stores, 
department stores and sporting goods dealers. They find a quick sale because of the eff 
ciency and compactness of the Harvard PowerLite—at a very moderate price. 


Write today for special propo- 

sition for jobbers. Let us send 

full details of our three dry 

battery and three wet battery 
models. 


The American 


Storage Battery Company 
312 AStreet BOSTON, MASS. 





POWERLITE PD, 1 


List (without battery), $12.50 
Complete PowerLite Dry Cell 





02 


18 

















—. 


POWERLITE LANTERN 
PD, 3 
List, $5.50 
Two-cell lantern; light weight, 
portable, handle turns at any 
angle instantly; simple in opera- 


tion; two-way switch; special 
single filament bulb; lamp and 
handle of brass full nickel plat- 
ed. Metal container baked 
black enamel—throws beam an 
eighth of a mile. Intermittent 
burning 70 hours. 





POWERLITE PD, 2 
List, $4.95 
Extremely lightweight; fits any 4-cell, 


6-volt dry battery; two-way switch; 
bulb, single filament 21 candlepower; 
lamp and handle brass—full nickel 
plated and adjustable; throws beam 
one-quarter of a mile. Intermittent 
burning 45 hours. 


Searchlight, attached to 4-cell, 
6-volt dry battery; equipped 
with shoulder strap, lens guard, 
and three-way switch. Bulb 
double filament; 21 and 6 can- 
dlepower; lamp brass; handle 
aluminum — adjustable; throws 
beam over quarter mile. Inter- 
mittent burning 45 hours. 


Vhy not send a sample order for three of each model—keep them 10 days 
and if you decide to return them, do so without obligation or expense. 
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Don’t Overlook This On 


If you are looking for an electric room heater that 
will actually produce heat and change room tempera- 
tures—the DURABLE is the heater you will want 
to supply to your customers. 
It is ready for Fall shipment and is finished in glazed 
black body with polished copper reflector. Made with 
SIX insulated nichrome heating units. Protected by 
patents. And it is sold through jobbers only. 

List Price, 12 in. 660 watts, $10.00 

List Price, 14 in. 1000 watts, $11.00 


A few Desirable Territories are open for 
Sales Representatives who visit the Jobber. 


CENTRAL FLATIRON MEG. CO. 


Main Offices and Factory 
Johnson City, New York 


Eastern Sales Agents 
Weir Smith Co., 58 Warren St., New York 





4 7a ¥ 


ec ai 
atts OO ae BS 
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W. W. Wheat, manager of the Port- 
land branch of the North Coast Electric 
Co., who reports that his company has 
just taken over the distribution of the 
“Zerozone” electrical refrigerator in the 
Pacific Northwest. 











High Powered Romance 
“Brilliant sparks of cupid have put 
incandescent lamps to shame,” says the 
Syracuse, N. Y., Herald—but let them 


tell it: 

All the sparks in the electrical world 
don’t have to do with the process of il- 
lumination. Out of the midst of cathodes 
and anodes, resistance and current, has 
been generated a high-voltage romance. 

Theodore Mausen is an electrical engi- 
neer for the U. G. I. in Philadelphia. Miss 
Mildred Horan is a stenographer for the 
Edward Joy Electrical Supply Co. in 
Syracuse. 

Mr. Mausen was sent to Syracuse to do 
some work for the Syracuse Lighting Co. 
He went several times to the Edward Joy 
Co. for supplies. He saw Miss Horan. 
The spark was ignited. His business visits 
became more and more frequent. 

Miss Horan and Mr. Mausen will be 
married June 1. Theirs is an electrical 
romance and its light is bright. 

* * * 


Independent of Muskegon 
Opens Fixture Room 
The Independent Electric Co., Mus- 
kegon, Mich., has opened a new fixture 
and appliance display room for con- 
tractor and dealer use. 
* * * 
Jobbers Active in Associations 
H. T. Lone, president of the 
Carolina Electric Supply Co., Spart- 
anburg, S. C., has been elected 4 
member of the Kiwanis Club. 





See 


1 
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gain— 
PEIRCE excels 
with a NEW 


Secondary Rack 





After years of study with the Distribu- 
tion Engineers, Superintendents and 
Lineman, Hubbard and Company have 
roduced a light weight Secondar 
ack which meets with their approval. 
This Rack has been Fa ws with 
strength and is amply strong to take 
care of all light weight secondary rack 
construction. 





The light type Secondary Racks are used by 
many construction men for making house 
service connections. The four mounting slots 
on the one-piece flanged back provide holes 
for attaching these Racks to frame buildings 
by 3%-inch Lag Screws and to brick build- 
ings by %-inch Peirce Expansion Bolts. 





Beauty 


Installation of Peirce No, 3746 Sec- 

ondary Rack on a pole. Two %-inch 

N 3746 Through Bolts are used for making 
o this installation. 


HubbDaid acomeany 





PITTS BURGH * OAKLAND, CAL.“ CHICAGO 
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Loyalty and Co-operation 

The following interesting account 
of the recent fire suffered by the W. 
T. McCullough Electric Co., of Pitts- 
burgh was furnished by Mr. McCul- 
lough himself at our request. 

“On Easter morning, April 17, at 
about six o'clock, a very disastrous 
fire broke out on our seventh floor. 
It happened that we kept our stock of 
insulated wire on this floor and as the 
fire seems to have broken out in the 
corner where this wire was stored, you 
can imagine that it would be just as 
hard to smother as an oil well. The 
fire spread to the sixth and eighth 
floors and finally went through the 
roof. The result was that what mer- 
chandise was not damaged by fire was 
thoroughly drenched with water. 

“Before the fire department had com- 
pleted their job, we had borrowed a 
neighbor’s office and with our own of- 
fice force and the assistance of several 
of our manufacturers’ representatives, 
we started writing orders in an at- 
tempt to duplicate the stock we had in 
our warehouse. By 11 o'clock on 
Easter night we had telephoned our 
orders to the factories and with the 
wonderful co-operation they gave us, 
practically every dollar’s worth of the 
material was shipped on Monday 
afternoon, by express. Monday morn- 
ing we leased a new warehouse and 
office, and with the help of our friends, 
the electrical jobbers of Pittsburgh, 
we were able to pick up enough ma- 
terial so that by 12 o’clock on Mon- 
day, we were shipping small orders 
and by Wednesday noon we were do- 
ing business in our new location just 
the same as usual. 

“Among the pleasant things we have 
to remember was the fact that the 
American Railway Express Co. gave 
us unlimited service, with the result 
that our material was not held up one 
moment, and the confidence of our 
friends was proven by the fact that 
we received not one cancellation. We 
had our inventory written and figured, 
floor by floor, by Thursday afternoon 
and our insurance was adjusted at 
two o'clock on Friday, practically five 
days after our fire. 

“We are very proud of not only 
our own organization which worked 
night and day for a couple of weeks, 
but of the fact that the representa- 
tives of the manufacturers from whom 
we buy, stepped in and gave us all 
the assistance they possibly could in 
getting our inventory into the hands 
of the insurance people. If it had 


not been for this assistance, it is a 
question how long it would have taken 
us to have our inventory priced and 
ready for adjustment. We hardly ex- 
pect to be doing business in our old 
warehouse before the first of August, 
but we are busy in our new ware- 
house and are very well satisfied with 
the way things have turned out under 
the circumstances.” 
* * * 


Pacific Wholesale, Inc. 

A company has been formed in Los 
Angeles, known as the Pacific Whole- 
sale, Inc., which has purchased the 
stock of merchandise, good will and 
territorial rights of the Los Angeles 
interests of the Pacific Wholesale Ra- 
dio, Inc. The transfer was effective 
March 1, 1927. Walter M. Fagan is 
president and principal owner. 


The new company succeeds 
cern which was one of the suceossfy} 
pioneers of radio in the southwe¢ fo, 
the past five years, and enjoy: ay 
enviable prestige for clean cut 
chandising. 

Orval Peterson, vice-presiden| 4 
general manager was for several ¥¢.;< 
vice-president and sales manage of 
the Rocky Mountain Radio Cor). of 
Denver, with a fine record of achicye- 
ment and successful merchandisi;. 

® & @ 


Franklin Joins Lake States 

Frederick Franklin has resign: as 
agent in charge of sales of the Edison 
Lamp Works of the General Electric 
Company at Louisville, Ky., to accepi 
the position of manager of the [ake 
States General Electric Supply (o., 
Cleveland. 


i con- 


mer- 
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Here you see the hustling organization of one of Chicago’s jobbers, the Kaplan 
Electrical Supply Co. The jolly-faced chap in the center is Sam Kaplan himself, 
on the left is Miss Ida Poil, his secretary, and on the right is H. Greenberg, sales 


manager of the company. 


In the large picture, reading from left to right. we 


have: Louis Vlasak, the handsome counter man; Bill Foley, the chauffeur; “. 0°y” 
Mack, who looks after the stock room and helps out the counter, and Louis ‘ior 


dello, the store manager. 








EASY TO PULL 
CONDUCTORS 


They have unobstructed cover open- 
ings; therefore, it is easy to pull 
conductors without injury to them. 





New Obrou 
CON DULET 


The Latest and Greatest Condulet Development 





For other Distinctive and Novel features and listings of the New Obround Condulets, 
see Catalog No. 2100 


CROUSE-HINDS COMPANY 


ESTABLISHED 'a97 


SYRACUSE, N.Y., U.S.A. 


Sales Offices 


NEW YORK BOSTON CHICAGO 
PHILADELPHIA OETROIT CLEVELAND sf Louis MINNEAPOLIS 
PITTSBURGH = CINCINNAT! ATLANTA SAN FRANCISCO MILWAUKEE 
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GOOD line to push in the summer is 

“Chase Shawmut.” It consists of a group 
of products that sell and are in demand at all 
times of the year. It knows no season but users 
of fuses and related products know it. As a fast 
selling line of staples that has been sold through 
electrical jobbers for 35 years you could select 
none better on which to concentrate your efforts 
in the race for prize money. 








Here is the Chase Shawmut Line 


Enclosed Fuses — Plug Fuses — Renewable Fuses 
Porcelain Cutout Bases — Slate Cutout Bases 
Clips—Contacts—Lugs—Automobile Fuses 
Fuse Wire — Fuse Links 
Ground Clamps 



























Chase Shawmut representatives are not “glad- 
hand artists”: they are on the job awaiting re- 
quests from you jobbers’ salesmen to help you 
win the prize offered by The Jobber’s Salesman 
to the man who sells the most Chase Shawmut 
products in July. Look over the list above and 
then “go get yourself a check for $25.00” with 
our assistance. 












*e CHASE SHawmuT > 


“CWBURYPORT, MASS: 


The products of this company are entered in the prize contest for this.month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Figuring Cost and Overhead 

Never will this subject be worn 
out. Judging from the way so many 
contractors and dealers run _ their 
business, it is still a new subject. 
One of the best and at the same 
time simplest discussions bearing upon 
it is contained in one of the lessons 
embodied in the new course on “‘Con- 
structive Salesmanship,’ published 
by the Electrical Supply Jobbers 
Association for the benefit of its 
members. We take the liberty of 
quoting from this book as follows: 

“It can be said without fear of 
contradiction, that the — success 
achieved by any business undertaking 
is in direct proportion to the accu- 
racy with which the cost of operating 
that business, or the so-called over- 
head expenses, are determined and 
the degree to which those factors 
are taken into consideration when 
an estimate is given or a selling 
price quoted. 

“However, there has always been 
much difference of opinion as to just 
which items should or should not be 
included when overhead is figured. 
But it stands to reason that the cost 
of all factors, whether representing 
productive or non-productive labor, 
are direct or indirect expenses of 
the business. If they are necessary 
to the proper conduct of the busi- 
ness, then they constitute part of 
the overhead expenses. 

Even though the size of a busi- 

ness will determine the number of 
divisions necessary to the proper 
allocation of all expense items, the 
fo owing list will aid in establishing 
su'able sub-divisions of overhead 
expense, 
Administrative salaries. Here 
should be charged the salaries of 
the principal, the partners or the 
officers who take an active part 
in the management of _ the 
business. 





bo 


. Non-productive salaries. Here 
should be charged salaries paid 
to salesmen, estimators; office 
workers, stock clerks, and any 
others who are non-productive 
or whose time and salary cannot 
be charged directly to a specific 
job. 

3. Rent. Here should be charged 

whatever is paid out as rent for 

space used in the business, or 
the storing of material or auto- 
mobiles. 


4. Light, heat and power. 
5. Insurance. 


6. Printing of stationery, billheads 
ayd other forms. 


7. Postage, telephone and telegraph 
expense. 

8. Freight, expressage and cartage. 

9. Delivery and hauling. 

10. Advertising and sales promotion. 


11. Taxes, federal, state and munic- 
ipal. 
12. Miscellaneous and __ incidental 


expense. 


“The above merely represents a 
comparatively general segregation of 
expenses, but none of the classes of 
expense enumerated can properly be 
disregarded or excluded from the 
item of total overhead, and a suit- 
able percentage, representing these 
items must be added to every job or 
selling price before the factor, ordi- 
narily called “profit” can have 
proper consideration. 


“If any question arises as_ to 
whether or not certain items of ex- 
penditure should be considered over- 
head, it is only necessary to visualize 
just what operation is covered by 
such expenditure in order to be able 
to readily determine whether or not 
such item should be included in the 
overhead. 

“There comes to mind the case of 
an electrical contractor who was 





considered very successful. For the 
annual meeting of the State Associa- 
tion, a request was made that each 
one attending should bring figures 
showing his particular percentage of 
overhead to volume. This prominent 
member reported an _ overhead of 
714 per cent. The next lowest 
figure reported was nearly 20 per 
cent. 


“A careful analysis of the items 
included in the respective computa- 
tions of overhead by each of the 
two concerns disclosed the fact that 
the concern reporting an overhead 
of only 7% per cent actually did not 
include administrative salaries, main- 
tenance of motor cars, rent for 
office and warehouse space nor in- 
terest on money borrowed or in- 
vested. After the figures had been 
adjusted to include all that properly 
should be included in the overhead, 
the 714 per cent actually was in- 
creased to above 20 per cent. 


“This instance is merely cited to 
show just how easily it is possible 
for a concern to deceive all in- 
terested parties when incomplete 
figures are used in the computation 
of its cost of doing business. Unless, 
therefore, at least the items shown 
above are included in the estimates 
of overhead, the cost of doing busi- 
ness cannot be accurately determined. 

“It follows that you can be of 
great assistance to your customer if 
you make sure that his percentage 
of overhead is sufficient to cover the 
cost of the items which are con- 
sidered absolutely essential to the 
conduct of his business.” 


* * * 


Conversation Starters 
A convenience outlet should be 
placed on each side of a fireplace. 
Every jobbers’ salesman should re- 
member this and make the suggestion 
to his contractor friends. 
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RIGADIER 
Tripp, chairman of the board of 
directors, Westinghouse Electric & 
Mfg. Co., died at 6:55 o'clock Tues- 
day evening, June 14, in the New 
York hospital, New York. His death 


was due to complications following an 


General Guy E. 


operation. At his bedside when death 
came were his wife and his son-in-law 
and daughter, Mr. and Mrs. Clifford 
Hemphill. 

Guy Eastman Tripp was born in 
Wells, Maine, April 22, 1865, a son of 
Alonzo K. and Abbie F. (Yeston) 
Tripp. He was educated at South 
Berwick (Maine) Academy, and at the 
age of 18 entered the employ of the 










General Tripp, 1865-1927 




















Eastern Railway Co. as a clerk, in 
which service he continued for seven 
years, being promoted to the position 
of chief clerk of the maintenance of 
way department. 

In 1890 he became storekeeper for 
the Thompson-Houston Electric Co., 
which was under contract for the elec- 
trification of the West End Railway 
of Boston. Shortly afterwards he was 
made traveling auditor for this com- 
pany in which capacity he visited and 
reported on many public utilities. 

In 1897 he became associated with 
Stone & Webster, construction engi- 
neers and operators of public utilities, 
occupying successively important posi- 





tions until he was elected vice-))..4j- 
dent of the Stone & Webster Manave- 
ment Association and also of the =) jn¢ 
& Webster Engineering Corp. 

In 1910, when Stone & Webster 
were called into consultation on the 
affairs of the Metropolitan Street 
Railway Co., of New York, which had 
passed into receivership, Mr. Tripp 
was appointed their special represent- 
ative and in this capacity met the 
requirements of the situation so ac- 
ceptably that he was selected as chair- 
man of the joint committee on re- 
organization. 

After he completed his work as 
chairman of the joint committee, he 
was selected for the position of chair- 
man of the board of directors of the 
Westinghouse Elec. & Mfg. Co., as- 
suming his duties in the latter position 
as of February 10, 1912, in which 
capacity he has continued to date. He 
brought to this company the sound f- 
nancial judgment that was its greatest 
need, and under his guidance it took 
its place among the world’s foremost 
industrial organizations. 

Shortly after the United States en- 
tered the World War, the problem 
which confronted the War Department 
was how to secure upwards of $16,- 
000,000,000 worth of war material in 
the most rapid and efficient manner. 
Because of his intimate knowledge of 
manufacturing and his broad executive 
experience, Mr. Tripp was selected as 
Chief of the Production Division of 
the Ordnance Department, U. S. A. 

Mr. Tripp entered the service in 
January, 1918, as a major in the Ord- 
Department, and within 10 
months was made a brigadier general 
and assistant to the Chief of Ordnance 
of the United States Army. Upon 
leaving the service immediately after 
the armistice, he was awarded the 
Distinguished Service Medal by the 
president of the United States for 
“particularly meritorious service.’ 


nance 


Recognizing the importance of the 
rapid production of war material as 
a factor in our national defence, Mr. 
Tripp continued his co-operation with 
the War Department in its plans for 
industrial preparedness. He was 
member of the advisory board of thi 
New York Ordnance District and has 
been unremitting in his efforts in the 
work of organizing industry on an 
adequate defence basis. For several 
years he has held the office of presi- 
dent of the New York Post-Arm) 
Ordnance Association. 

Meanwhile the Westinghouse com- 
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BUILDINGS © 


BUILDING MANAGEMENT 


and Other Leading National 
“Publications 





I n the August issue of 
Buildings and Building 
Management, our big 
advertising campaign 
on the Moe-Bridges 
Safety Holder gets un- 
der way. At the same 
time a powerful cam- 
paign on Moe-Bridges 
Lighting Equipment 
starts in Better Homes 
and Gardens, House 
and Garden, Good 
Housekeeping and The 
Ladies’ Home Journal. 


With this tremendous 
sales influence at work, 
new possibilities are 
opened up for the job- 
ber’s salesman. 


We will be glad to dis 
cuss our proposition with 
jobbers’ sales managers. 


Moe-Bripces CoMPANY 
MILWAUKEE, WISCONSIN 


BRANCHES: 
NEW YORK MINNEAPOLIS LOS ANGELES 
DETROIT KANSAS CITY SAN FRANCISCO 
ST. LOUIS DALLAS ORLANDO 
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pany had materially extended its in- 
ternational business; and, in order to 
familiarize himself with world-wide 
conditions, in 1923-24 Mr. Tripp cir- 
cumnavigated the globe, spending sev- 
eral weeks in Japan where he effected 
co-operative arrangements with the 
Mitsubishi interests, and was decorat- 
ed by the Emperor with the Second 
Class Order of the Sacred Treasure, 
which is the highest honor that can be 
conferred by that nation on’a private 
citizen. 

In the past few years Mr. Tripp 
has manifested an especially keen in- 
terest in the future of electrical devel- 
opment in America. His war-time ex- 
perience convinced him that power 
was an essential factor in our pros- 
perity and he made an exhaustive 
study of the American power situation 
in order to determine the best and 
most efficient methods of power gen- 
eration, transmission and distribution. 
His articles and addresses on power 
development attracted wide attention; 
and a compilation of the more impor- 
tant of these, published by the Knick- 
erbocker Press, New York, under the 
title of “Superpower as an aid to 
Progress,” is regarded as an authori- 
tative contribution to this subject. 

He was married on August 25, 
1887, to Mary E. O’Connell, of Salem, 
Mass. They have three children: 
Mary A. Tripp (Mrs. Clifford Hemp- 
hill), Olive A. Tripp (Mrs. Nelson B. 
Gatch) and Adah R. Tripp (Mrs. 
Arthur D. Forst, Jr.). 

* * 


* 


Judging Men for Promotion 
By H. J. TAYLOR 


Jewel Tea Co., Inc. 
T IS generally admitted that the 
biggest, finest and most produc- 
tive work in business is the building 
of men. Most of us will agree with 
this assertion and, therefore, we real- 
ize that considerable thought and at- 
tention should be given to the task 
of developing men and selecting the 
right men for promotion to positions 
of greater responsibility. Unfair 
methods of selection of men for pro- 
motion will tend to build discontent- 
ment and ill will and result in turnover 

of salesmen and executives. 

It is recognized that the good- 
will of the customers of a business 
concern is one of the most valuable 
assets that a concern can_ possess. 
We also know that good-will is largely 
built through the personal contact or 
influence of, and the good service ren- 


dered by, employees of business con- 
cerns. If these employees are not 
contented, satisfied and progressing, 
their service to customers will not be 
of assistance in building good-will. 
Fair and just treatment in connection 
with promotion, either in salary or in 
position, is essential if a contented 
and progressive group of employees 
is to be maintained. 

It is, therefore, good business and 
a good investment on the part of a 
business concern to give sufficient 
time, thought and attention to the de- 
velopment of a fair, just and compe- 
tent method of judging employees in 
connection with consideration for pro- 
motion in salary or position. There 
are many different methods of judg- 
ing and rating men used in industry 
today. In some companies, seniority 
is given the greatest weight, while in 
others judgment of men considered 
for promotion is made in a hit or miss 
fashion. Experience has shown, how- 
ever, that the best and most effective 
method is to judge men for promotion 
on a basis of, first, the individual’s 
past record and performance on the 
job with the company and, second, 
his or her qualifications, in the way 
of ability and possibilites for future 
development, for positions which lie 
ahead in the line of promotion. 

In order to give men, who are con- 
sidered for promotion, fair treatment, 
it is necessary to have the facts re- 
garding their past performance. In 
this connection, records of the man’s 
production, control of expense, de- 
pendability, and success in developing 
other employees should be made avail- 
able to assist the men judging the man 
for promotion. 

In order to. be able to judge the 
man’s qualifications for the next job 
ahead, from a standpoint of ability, 
character, personality and other quali- 
ties, it is necessary to have a clear 
understanding of the position for 
which the man is considered. Infor- 
mation regarding this position will 
give the men responsible for judging 
the man for promotion information as 
to the qualifications necessary for suc- 
cess on that particular job. The com- 
plete record of the man’s past per- 
formance and the “Job Specifica- 
tions” of the position ahead can then 
be used in judging the man for pro- 
motion. 

To assist in judging men, rating 
scales are used by a number of con- 
cerns in order that a uniform method 
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This is Arthur A. Levy, one of the 


old 
timers in the electrical supply line who 
has returned to his first love, the Inter- 
state Electric Co. of New Orleans, as 
manager of the lighting fixture depart- 
ment (wholesale only). 





of rating men for promotion may be 
used. The rating sheet states those 
qualities which are deemed most es- 
sential in a man in order for him to 
be successful on the job for which he 
is considered. Opposite is an example 
of a rating sheet: 

In order that employees may know 
the basis of and qualifications re- 
quired for promotion in the organiza- 
tion, it is well to give publicity 
throughout the organization regarding 
the lines of promotion, the basis of 
promotion and the qualifications nec- 
essary to fit the employee for each 
position in the line of promotion. 

In rating and judging men for pro- 
motion, it is best to secure the judg- 
ment of as many as possible of the 
executives who are acquainted with 
the position for which a man is con- 
sidered and who are _ experienced 
judges of men. If rating scales are 
used in this connection, it is possible 
to use the average judgment of these 
executives and compare the individ- 
ual’s average rating with ratings re- 
ceived by men previously considered 
for like positions. 

More thought and attention given 
to careful selection of men who re 
ceive promotion will result in fairer 
treatment of employees, tend to lessen 
turnover of men holding executive 
positions and will bring about a more 


contented, progressive and_ efficient 
group of employees. A conteuted 
and progressive group of empl«yets 
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Cleans Anywhere. 
Port-o-Vac 


HOSE hard-to-get-at places — dra- 

peries, moldings, walls, furniture, and 
corners—there is where the good house- 
keeper finds it difficult to clean. She has 
always been a good prospect for a machine 
that cleans them. There is not a place 
that PORT-O-VAC cannot clean. The 
telescoping tube can be extended to 32” in 
length or telescoped to 20”, and the nozzle 
is adjustable to any angle. The flexible 
hose and brush is excellent for cleaning 
long napped material. Either the 7” 
nozzle, as illustrated, or the wider floor 
nozzle may be had. 


PORT-O-VAC is entirely portable. It 
can be operated easily with one hand— 
yet it is full powered with a General Elec- 
tric motor of 4% H.P., the same as that 
used in the old style cumbersome cleaner, 
and it develops an even greater suction 
that removes every vestige of imbedded 
dirt. 


PORT-O-VAC is the first real improve- 
ment in vacuum cleaners—a radical step 
that puts it outside competition. That's 
why it is so easy to sell PORT-O-VAC 
retails at $39.50. Show this ad to your 
sales manager and suggest that he send the 
coupon. 


Port-o-Vac presents unusual sales 
possibilities. Get behind it today. 
Use the Coupon. 





nnson 


OTOR, PRODUC 


308 NORTH SHELDON ST. Fes, 








CHARG A Manic 


An “A” power charger 
built on an _ entirely 
new principle — no 
liquids — no tubes — 
nothing to burn out 
or require attention. 
CHARG - A- MATIC 
charges “A” battery 
up to 6.9 volts, then 
automatically shuts off. 
When voltage drops 
to 5.9, it automatical- 
ly starts charging 
again. 

The greatest improve- 
ment in “A” Power 
chargers—and moder- 
ately priced. 


Retails $] 3.75 
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is the ground work for a strong foun- 
dation of customer good-will. 


RATING SHEET 
Rating 
Basis 
Repre- 
sents 
Per- 
fect 
Integrity, Conduct, 
Honesty, Unselfish- 
ness, Tact, Con- 
trol of Emotions, 
Self Esteem, with- 
out Conceit 
Personality Courtesy, Manners, 
Energy, Courage, 
Health, Appear- 
ance, Sense of Hu- 
mor 
Intelligence Judgment, 
ness, Originality, 
Education 
Industry, Desire to 
Advance, Concen- 
tration 
Dependabil- Reliable 
ity worthy ) 


Qualities to 
Be Rated 


Character 


Ambition 


(Trust- 
(Always 
on the job). Will 
“Carry On” with- 
out supervision ... 
Loyalty Is Loyal to the 
Company and_ to 
His Superiors in 
the Organization 
Leadership Ability to Win Co- 
operation,. Ability 
to Maintain Dis- 
cipline, Ability to 
Encourage Indus- 
try and Ambition 
in Others 
Success in Doing 
Things in New and 
Better Ways, Abil- 
ity to Supervise, 
Has Work Well or- 
ganized, Plans His 
Work Ahead 
Efficiency Shown in 
Work He Is Do- 
ing, Amount of 
Work He Is Doing, 
Works in Conform- 
ity with Instruc- 
tions, Economy Ex- 
ercised in Work He 
Is Doing 
In Addition to Par- 
ticular Work He 
Is Doing 


Ability to 
Plan and 
Supervise 


Quality of 
Work 


Knowledge 
of Com- 
pany 
Total 
* 


Electricity Furnishes Two- 


Thirds of U. S. Horsepower 


The total capacity of prime movers, 
that is, water wheels, steam engines 
and turbines and internal combustion 
engines in public utility plants, fac- 
tories, mines and quarries in the 
United States on January 1 of this 
year was 5614 million horsepower, 
according to the Federal Power Com- 
mission. This total does not include 
railroad locomotives, motor vehicles or 
water craft. 


Approximately two-thirds of this 
entire prime mover installation is in 


Ernest Sellars, secretary-treasurer of 
Fobes Supply Co. and an important fac- 
tor in the management of the Portland, 
Ore., division. 





electric public utility plants, which 
now have a total installed capacity of 
3714 million horsepower, including 
railway as well as electric light and 
power stations. 

The prime mover capacity of the 
country had almost doubled since 1910 
and has increased more than three- 


fold in 


cording 


the last quarter century, ac- 
to the commission. 
* * 


On the Business Thug 


steps in the nation’s organized 
commercial crime will be tak- 
en by some 2,000 credit executives 
from all parts of the country at the 
thirty-second annual convention of the 
National Association of Credit Men, 
at Louisville, Ky., from June 6 to 10, 
it was announced by J. H. Tregoe, 
executive manager of the association. 


War 


New 
war on 


“The entrance of a new criminal 
element into business has made the 
commercial crook a much more serious 
problem to American business than he 
presented only a year ago,’ Mr. 
Tregoe said. 

“Commercial crime is following the 
modern trend toward organization. 
Gangs of professional thugs, evidently 
well supplied with funds and legal 
advice, have extended their operations 
into the business field and have made 
their appearance in considerable num- 
bers throughout the country. 

“The typical business crook is no 
longer the dishonest merchant practic- 
ing fraud under the guise of running 
a legitimate concern. This type, to 
a great extent, has been cleaned out 
by vigorous prosecution work and by 
the fund of $1,500,000 which was 


raised by business men of the nation 


in an endeavor to combat fraud. 

“The fund has enabled the Nativ),; 
Association of Credit Men to secre 
evidence which has resulted in 
convictions of 237 commercial crooks, 
up to April 30, and has been respo:si- 
ble for the indictments of 412 fraud 
suspects whose trials are now pend- 
ing. 

“The place of the dishonest mer 
chant in commercial crime has been 
taken, in large measure, by the gany- 
ster; and it is against him and his 
powerful organization that the credit 
fraternity will take action at the con- 
vention. 

“Business is a comparatively new 
field for the professional thug, who 
until a short time ago confined his 
operations to crime of a more violent 
nature. 

“It has taken him some time to be- 
come familiar with the loopholes of 
the law, both federal and state, and 
his methods show that he has spent 
much time and effort in perfecting 
his organization for the new work. 


“The gangster in business and the 
power behind him present an exceed- 
ingly serious problem for both busi- 
ness men and the authorities to solve. 


“The solution of the problem, as 
seen by the National Association of 
Credit Men, is the enactment of a 
federal law which will provide severe 
prison terms for second-offender crim- 
inals convicted for violation of the 
federal law, regardless of whether 
their first offenses were committed 
against federal or state law. 


“The need for such a law is partic- 
ularly vital in states which have tight- 
ened up their laws and court pro- 
cedure in criminal cases. In New 
York State, the Baumes law, which 
provides life imprisonment for fourth 
offenders against the state laws, has 
driven gangsters out of the violent 
crime field and into the practice of 
commercial fraud, which invokes far 
less drastic federal provisions. 


“The invasion of the business field 
by gangsters in New York and other 
states points out the great need for 4 
more drastic federal law against busi- 
ness criminals; and the curbing effect 
of the Baumes law and other severe 
state criminal laws shows that a fed- 
eral measure embodying similar penal 
provisions would work effectively. 

“Investigators for the National As 
sociation of Credit Men have recently 
traced the perpetration of scores o! 
fraudulent bankruptcies, fake bur 
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UTAH 


Look to Utah for the newest ideas—the fastest 
selling line—the most complete line—Utah sets 
the pace. Beside the feature speakers shown, 
the Utah line comprises the Standard Horn at 
$22.50; the Junior Horn at $12.50; the famous 
Utah Cone at $10; the Superflex at $10; Piano 
Speaker, $10; which makes a loud speaker of 
any piano; and the new sensational No. 100 Cab- 
inet speaker with 9 ft. air column and Utah unit, 
$70; also made (model No. 101) to accommodate 
standard Philco unit, $75. 


UTAH RADIO PRODUCTS CO. 
1615 So. Michigan Ave. . | CHICAGO, ILLINOIS 












































UTAH “SCREEN” SPEAKER 


An entirely new and 
really Gicontines 100. OO 


S speaker idea. 

f screen adaptable to a uses. Made of 

five ply walnut veneer. The finest cabi- 

net construction with bowed front. 10 

eC foot air column. 40” high x 28” wide x 
12” deep. 








UTAH “No. 16” DRUM 


UTAH “No. 30” SPEAKER SPEAKER 






d wi t h 

2k Bat $30.00 

re design, - ive 

}- Ply natural finish walnut veneer 
nt and back. Size: height 

al 18”. Weight, 15 Ibs. 


The new sen- 
sation. 16” _— 16. OO 
x 13” wide 


4144” deep. "Weight, 10 Ibs. 
Packed 1 to carton, 3 to crate. 
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glaries and other crimes to members 
of notorious gangs of thugs operating 
in the larger cities of the country. 

“Several known members of these 
gangs are among the fraud suspects 
awaiting trial following their indict- 
ments handed down on the strength 
of evidence secured by association in- 
vestigators. 

“The new commercial crime organ- 
izations direct their operations from 
headquarters in the large cities. To- 
day the ‘home office’ may be an ‘em- 
ployment agency, next week it will 
have become a ‘resident buying office’ 
in a new location, and next month a 
‘sweat shop’ 20 blocks away. 


? 


“Scouts working out of headquar- 
ters get most of the business for the 
gangs. They work the smaller towns, 
none of which is safe from their 
depredations. They look for mer- 
chants who are about to retire or who 
are willing to retire and turn their 
business over to the gang at a big 
profit. The crooks buy the business, 
order large quantities of merchandise ; 
using the good name of the former 
proprietor in order to get the goods 
on credit. 

“The proprietor of the store re- 
ceives about 50 per cent of the cost 
of the goods. The merchandise is 
shipped to the crooks’ fences; and 
when things become hot, they clean 
out the stock and disappear. 

“The retired merchant says to his 
creditors: ‘You can’t touch me. I 
sold out; I didn’t order any goods 
from you.’ 

“A recent fake burglary in which 
thousands of dollars worth of goods 
was said to have been stolen from a 
bankrupt concern was engineered by 
gangsters who made a serious mistake 
which led to their detection. The 
hole they drilled in the ceiling, through 
which the goods were supposed to 
have been removed, was found to be 
much too small to permit the passage 
of the merchandise. 


“Blackmail is a favorite activity of 
the gangsters. While his creditors 
are pressing him on one side, the 
bankrupt in cahoots with the gang is 
often forced to pay hush-money to its 
members. 


“One convicted ‘crooked buster’ told 
investigators that after paying his at- 
torney’s fees, settling for services of 
the gang and meeting other expenses, 
the $15,000 he made on the deal was 
gone, and he was forced to give an 
additional $10,000 to the gang.” 





A portion of the store front of the 
Sunshine Electric Shop, 1506 East St., 
North Side, Pittsburgh, one of the cus- 
tomers of the Price Electric Co., Pitts- 
burgh. Left, F. W. Brust, assistant sales 
manager of the Price Electric Co., and 
on the right A. E. Heinrichs, proprietor 
of the Sunshine Electric Shop. This 
photograph was taken onthe last day of 
business in this store. Mr. Heinrichs, 
after three successful years in this loca- 
tion, decided to cast his lot way down in 
Phoenix, Ariz., where he intends to carry 
on electric contractor dealer business. 





Goods On Consignment 

Those who ship or receive goods 
on consignment will be interested in 
the following from a New York cor- 
respondent: 

“If you can spare the space will 
you please discuss the question of 
buying on consignment. We are fre- 
quently offered goods on consign- 
ment and we would like your opin- 
ion on how the bills and forms of con- 
tracts should be worded for the re- 
tailer’s protection.” 

Goods shipped on consignment are 
of course goods that are not sold, 
but which are shipped to a distribu- 
tor, wholesale or retail, to be sold 
by the latter if possible. When sold 
the distributor deducts his part of 
the deal and remits the balance to 
the shipper. The distributor’s part 
may take the form of a mere com- 
mission on the sale, or it may repre- 
sent a profit. For instance the ship- 
per may consign goods at $1 a doz- 
en. The distributor fixes his own 
price and resells. He then remits 
to the shipper at the rate of $1 per 
dozen, the shipper having no interest 
in the resale price. 

If the goods aren’t resold by the 
distributor, they are of course re- 
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turned by him to the shipper. 

This correspondent wants to | jw 
how the bills, forms or con! cts 
should be worded. There is >. ye; 
any reason for any elaborate | ))- 
tract or billing system when © 4s 
are consigned. The only rea! re- 
quirement is to see that ther js 
something in writing which mak. _ jt 
clear that the goods aren’t sol: to 
the distributor, and that there is no 
obligation on the distributor to jay 
for them unless they are resold. If 
the consignment is arranged, a sim- 
ple letter by the shipper to the dis- 
tributor, to the effect that he is s\ip- 
ping such and such goods on con- 
signment, being particular to use 
that phrase or words equivalent to 
it, is sufficient. The distributor 
should acknowledge the receipt of 
the letter, or of the goods, taking 
pains to state that the goods are re- 
ceived on consignment. Nothing 
more than these two letters is need- 
ed to clearly reveal the transaction 
as a consignment and not a sale, 
and so protect everybody’s riglits. 
With these documents in existence, 
the shipper can’t claim that the dis- 
tributor bought the goods, nor can 
the distributor claim that they be- 
long to him. 

What liability is the distributor 
under as to the protection of thie 
consigned goods before they are 
sold? Only very limited liability. 
Where goods are shipped on con- 
signment the law calls it a_bail- 
ment, a special sort of bailment 
called a bailment for mutual benefit. 
In a bailment for mutual benefit the 
bailee, that is the distributor in cases 
of consignment, is liable for loss or 
damage to the goods only when le 
has been guilty of negligence and so 
has aided the loss or damage. If 
they are stolen, for instance, and the 
distributor hasn’t negligently helped 
the theft along, he is not respon 
sible and the law solely falls on the 
shipper. For instance, in one 
case a warehouse containing a large 
quantity of consigned goods was 
burglarized and half the consigned 
goods taken. The shipper demanded 
that the distributor make good the 
loss on the ground that had he em 
ployed a watchman the burglary 
would not have happened. The dis- 
tributor refused and the matter got 
to court. The court held that 4s 
there was no evidence that it was 
customary to employ a watchmar for 
such a storehouse as this, failure t? 
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No. 34 Horton Electric 
Washer. Copper tub; 
Submerged agitator type. 
me model with gaso- 
line engine (No. 34-64); 





Power pulley (No. 34-54). 





Cfor Half a Century and 


M 0 Ve~ certainidealshave 

identified the 
name Horton in the minds of those 
whom Horton serves. 


One unvarying ideal has been that each 
unit manufactured by Horton must be 
surpassingly fine—as perfect as human 


hands can build. 


Another, equally important ideal, per- 
mits no compromise in materials that 
enter into the making of Horton prod- 
ucts. That these ideals have lived 
—have existed in practice rather 
than merely in mind—is evi- 





denced in Horton’s constant growth 
year after year. 


It is a fact—Horton Washers and the 
Horton Ironer built upon these ideals of 
service and satisfaction areincreasing in 
demand with corresponding benefits 
to user and seller, as well as builder. 


Horton now is serving leading jobbers 
and their dealers the country over in a 
relationship that is friendly—mutually 
satisfactory. If you are interested in 
learning more of our sales policy 
—write us—we will gladly give 
you the facts. 


HORTON MANUFACTURING COMPANY 


FORT WAYNE, INDIANA 


ITO RTO 
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The 


HORTON 
LINE 


is Complete 





No. 40 Horton Electric 
Washer. Copper tub 3- 
cup suction type. 





No. 3@ Horton Peerless 
Washer. Wood tub; wa- 
ter power motor. 





No. 33 Horton Electric 
Washer. Wood tub; agi- 
tator type. 





23 Horton Motor 
Mee Speed Washer. 
Wood tub; hand power. 








Automatic 


Horton 
Ironer. Electric or gas 
heat; electrically driven; 
— ‘inch complete open end 


Washers 


lroners 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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do so was not negligence, and the 
distributor wasn’t liable. There are 
other cases in which the same ques- 
tion but in those there was 
evidence that watchmen were usually 
employed and the court therefore 
held the distributor guilty of negli- 
gence in not employing one. 

Here is the law of a distributor's 
consigned 


arose, 


responsibility for goods 
to him, condensed from a work of 
high authority :— 

When a bailment is for mutual 
benefit, the bailee (distributor), in 
the absence of a special contract, is 
held to ordinary care in relation to 
the goods which are the subject of 
the bailment, and is responsible only 
for ordinary negligence. In the ab- 
sence of special agreement the bailee 
(distributor) is not an insurer of the 
goods consigned to him, and is not 
responsible for losses resulting from 
other people’s negligence, from acci- 
dent, from fire, or storm, the perils 
of the sea, unprecedented floods, 
burglary, robbery or theft, or acts 
of God. If, however, loss by fire is 
such a danger to the property as 
should have been foreseen by a per- 
son of ordinary prudence, then it is 
the bailee’s (distributor's) duty to 
exercise such precautions to prevent 
a fire as ordinary care requires, and 
to make such provisions for the care 
of the property and for its rescue 
and preservation in case of fire as 
ordinary prudence dictates. 

In another case where goods con- 
signed for sale were lost, the dis- 
tributor had signed a contract that 
if the goods weren’t resold they 
should be returned, and that while 
he had them in his possession he 
should “‘keep the stock in good, clean 
condition and pay special attention 
to forcing the sale of the oldest 
goods on hand, thus making every 
effort to prevent the accumulation of 
old or shelf worn goods. The goods 
got damaged and shop worn and the 
shipper entered suit for their value 
on the ground that the distributor 


hadn’t kept them carefully. The 
court ruled that all that the dis- 
tributor had to do was to follow 


customary methods in the handling 
of the goods; that “he was not ex- 
pected to keep the goods covered or 
concealed, and was not liable for 
such damages to any portion of the 
goods as were naturally and _ neces- 
sarily incident to efforts to sell in 
accordance with the custom of the 


trade.” 














The Inland Electric Co. at 16 S. Wells 
Street, Chicago, now headed by Richard 
Kraft, has as its new vice-president and 
sales manager E. J. Stapleton, who is 
shown here in the doorway of his domain. 





I should say that in the usual 
case of consignment, the distributor, 
if he sells, is liable to the shipper 
for the price, even if the distribu- 
tor’s customer doesn’t pay him. 

(Copyright, Aug., 1924, by Elton 
G43 Land Title Building, Philadel- 
phia, Pa.) 


* * * 


Majority of Americans Now 
Use Electricity 


Fifty-eight per cent of the people 
of the United States have discarded 
the favor of the electric 
button as the means for lighting up 
the home. 

More than 68,500,000 persons now 
use electricity in preference to all 
other lighting systems. In the last 
decade the number of electrically 
lighted homes has tripled and now 
totals 16,000,000. 


match in 











Here we find Joe Perry, salesman for 
Carter Electric Co., Atlanta, Ga., ex- 
erting all his selling ability on three of 
his fellow co-workers—Fred Dendy, fi- 
nancial manager; Bob Clark, service man- 
ager; W. A. Lyle, auditor. It seemed Joe 
wanted to get up a fussy foursome but 
couldn’t get a majority vote. 


— 
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The rapid increase in the use of 
electricity for lighting homes jis 4, 
counted for to a considerable ext: 
by the building boom of the last {. 
years, as it is taken for granted {)) | 
new houses shall have electric equ 


ment. 
* * * 


Opening Day on Duquesne Way 

The Union Electric Co., Pittsburg). 
Pa., had an “Opening Day” with thi 
usual formalities at its new buildiny. 
420 Duquesne Way, on June 17, 1927 


* * * 


-“Lescodians” Have Summer 
Engagement 

The “Lescodians,” the Lindley 
Electric Supply Co.’s orchestra, has 
been engaged to play throughout the 
summer at the North Hills Country 
Club, Philadelphia, where most of the 
electrical industry in that city is said 
to be well represented. 


* * * 


Tel-Electric New Branch 

The Tel-Electric Co., of Houston, 
Tex., has opened a branch at Har! 
ingen which will be in 
Rubin Millerborg and will handle 
all business in the lower Rio Grande 
Valley. J. G. Gillette, 
radio specialist for this company, 
will now cover East and Central 
Texas, the territory covered by J. 
A. Wright up to the present. 


charge of 


former] 


* * * 


New Branch for Detroit Electric 

On June 10 the Detroit Electric Co. 
of Detroit, Mich., opened its fift! 
wholesale branch. This is located at 
210 Summit St., Toledo, Ohio, and 
S. K. Strull is branch manager. The 
five branches are at Kalamazoo, Lan- 
sing, Grand Rapids and Saginaw, 
Mich., and Toledo. 


* * * 


Merchants Electrical Moves 

The Merchants Electrical Supply 
Co., Chicago, has moved to 1402 S. 
Crawford Ave. 


* * * 


Jacobson Moves 
The J. S. Jacobson Co. of Chicago, 
has moved to new and larger quarters 
at 740 W. Adams St. 


* * * 


Resco in New Quarters 
The Resco Electric Supply Co., 
Rockford, Ill., has moved to larger 
quarters. The new address is 118 \. 
Winnebago St. 











July, 1927 THE JOBBER'SfAJSALESMAN 


—_———— 


\- 


57 





—_—aa 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








\9 





ere is Ilo better combination 
of panelboard features 
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The 
Best Paid 


Salesmen are the Selling Kind 


Everyone agrees that the first requirement of | and working with your customers on their 
steady and profitable sales is a good product. requirements. @ Panel-boards allow wider 
Jobbers’ salesmen have discovered that the margin of profit—they help your contractor 
® line of Panelboards are not only good asa __ friends get jobs and reduce the maintenance 
product but fast selling as labor and cost for your 














well with intelligent selling industrial friends. 
effort. Don’t Overlook It’s a 
You can step right out of & Steel Cabinet Features anit tee 
the general class and push The f& Steel Cabinet is always sold with d f h 
° the panelboard but it deserves special at- sen or the 
your sales up by learning tention for it saves time and money. l 
the & Panelboard features Thoroughly standardized to always fit, cut A cata og. 
from one-piece steel, @ ste lapped 
and heavily riveted. The Steel Front aes = ae 
DISTRICT OFFICES is one piece with door cut out leaving a , poms moriosee gaa 
Atlanta, Georgia mat without joints. Stemi, — = 
Baltimore, Maryland Miami, Florida 
Boston, Massachusetts Minneapolis, Minnesota 
Brooklyn, New York New Orleans, Louisiana 
Buffalo, New York Omaha, Nebraska 


Charlotte, North Carolina "hi Iphia, Pennsylvania 
Culeagmn ‘Illinois Cc rar wl Pennsylvania 

Cincinnati, Ohio Tan Qm San Francisco, California 
Dallas, Texas Seattle, Washington" 


Denver, Colorado Vancouver, British Columbia 
Detroit, Michigan ELECTRIC COMPANY Walkerville, Ontario 
Kansas City, Missouri ST. Louis Winnipeg, Manitoba 
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Putting Price in Its Place 
(Continued from page 10) 

by itself. Therefore, the highest di- 
vidend, is called 100% and the divi- 
dends of the other policies are rated 
on that basis. Columns three, four, 
five and six were handled in the same 
manner. Column seven required the 
exercise of a certain amount of judg- 
ment as the disability clauses are 
quite different in certain policies. 
Company “E” had the most advan- 
tageous disability clause. It paid 
$68.00 per $1,000 annually for total 
disability, and the payment of further 
premiums by the policy holder was 
waived. This I considered as 100%. 
Company “C” which was next best, 
paid one-tenth the face value of the 
policy in cash at the time of dis- 
ability. No further premiums were 
required to be paid and the residue of 
the policy was payable at death. The 
ruling of different companies varied 
considerably in regard to active war 
service. Five of the nine companies 
made no change whatever in the pro- 
visions of the policy due to war duty 
and are therefore marked 100%. 
One company specified that its policy 
would not be valid in case of active 
war duty. That one was marked 
zero. There was a similar spread in 
the policy regarding occupational re- 
strictions and special features. These 
I rated in accordance with my best 
judgment, after carefully checking 
provisions against each other. 

The percent rating which appears 
under each item in the table is an in- 
dex of that particular feature of the 
policy in terms of the same feature in 
the other policies. Obviously, there- 
fore, an average of the percentages of 
any policy gives an index of relative 
value, and this is shown at the ex- 
treme right of the diagram. It is 
rather surprising to note that in what 
is supposed to be a thoroughly stan- 
dardized and highly competitive field, 
the investigation yields a variation of 
from 61% to 96% index. 

Granted that all this is true, of 
Where does it fit 
Simply 
in this way—the system described, 
with variations to suit, may be used 
in connection with buying or selling 
almost any kind of apparatus imagin- 
able. I have applied it to the pur- 
chase of sand-blasting machinery, 
electric furnaces, electric motors, bank 
stock and automobiles. It puts price 
in its place simply because it makes 


what value is it? 
into the electrical industry? 





price one of a number of essential 
points entering into a definite transac- 
tion. 

When the high and low extremes in 
competitive bids have been established 
the interest immediately centers upon 
the spread in price. What features 
exist to justify the difference? It is 
desirable to consider this difference 
not only in dollars but in percent. 

Let us say that some article is 10% 
above the market in price. What does 
that mean in dollars, and then, are 
we justified in paying that number of 
dollars for the advantages offered? 
Go back for the moment to the dux- 
bak trowsers which started the dis- 
cussion. Was I justified in paying 
$1.50 more for real buttons properly 
put on, deeper pockets, more belt 
loops, stronger seams and general sat- 
isfaction over a period of years? I 
think there can be only one answer. 

There are a number of variations 
which may be introduced in special 
cases. If a man wants to buy a motor 
car, he will consider the price as a 
starting point. He will know at once 
whether he can actually afford a Cad- 
illac or a Whippet. He may take 
considerable pleasure in looking over 
both makes at the automobile show 
but he has a very definite idea of how 
far the family budget will permit him 
to go. 

However, after determining the 
general class of car, say the $2,000 
class if you will, it is profitable to 
list the more important features, 
methodically run them down and 
find out what make has the highest 
index, 

Finally, can a comparison of this 
kind be made by anyone or is special 
training required? On the question 
of the purchase or sale of material 
anyone can do it who will first find 
out what are the essential points and 
then take the trouble to get exact in- 
formation in regard to them. 

Every salesman or sales engineer 
who has to sell goods in a competitive 
market should personally and individ- 
ually compile information of this kind 
regarding certain key sizes of the line 
he handles, comparing them with the 
competition he has to meet. 

Such a study serves several pur- 
poses, among which are: 

1. Informing himself as to the 
actual work he has in hand. 

2. Selling his product to himself 
on an “index” basis. 

3. Development of a realization 
that price in its place is only one nec- 


essary item relating to a transac’). 
and not the predominating featu: 

Probably a purchasing agent .. , 
salesman could profit by discus. jy 
with his engineer the points to be jn- 
vestigated for a certain pro: ct. 
There is in addition a source of |). 
formation which may outrank || 
others in practical value. I refer to 
the user. If you want to find out x- 
actly what is the matter with any ) ar- 
ticular device and how it can be m .de 
better, ask the man who owns jie 
and having asked him find out whe er 
he is right or not. 





Osgar Pliers 
(Continued from page 13) 

post ofice and drop the handkerchief 
and old maid?” “With a guy which 
all he has to do,’ I says “is write 
weather reports and a lotta fiction on 
a swindle sheet every day,” I says, 
“and draw down his salary as reygu- 
lar as Pluto Water?” 

Well he sees he cant get nowheres 
with me so he goes over to Sally and 
pesters her and then goes back and 
bothers Joe and finely comes around 
to me and says, “Osgar,” 
“here’s one that nobody cant answer,’ 
he says, “let me try you,” he says. 

Well I sees there was no stopping 
this bozo just by reasoning with him 
and I sees a ax laying on the floor and 
I picked it up just as he was saying, 
“They was two Indians setting on a 
fence,” he says, but he didnt get no 
further. 

And that’s why I say, Hy, that 
while in a sence poor Eddies passing 
was axidental it was well planned. 

Hoping you are the same 
Respectively, 
Osgar Pliers. 
P. S. Don’t show this letter. 


he says, 





Weaver Heads West 

C. H. Weaver of the Treadway 
Electric Co., Little Rock, Ark., called 
at the office of THe Jopper’s Sars 
MAN June 14 on his way to the Pacific 
Coast. He is driving out there and 
will tour California, Washington and 
Oregon, dropping in on some of the 
jobbers as he goes along. C. H. has 
been an electrical salesman for |4 
years, partly in the manufacturing «nd 
partly in the jobbing end of the busi- 
ness. It is understood that the Pacitic 


Coast’s advertising has “got” him and 
that he might be persuaded to stay. 
He is looking for mountains higier 
and tougher than the Ozarks. 
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“What are the facts about the building 
situation?—just about as good as the very 
best year,” says the country’s foremost build- 
ing authority, basing his statement on actual 
contracts let in 37 states during the first four 
months of 1927. 


“GY 





- 


share of the lighting equipment business de- 
pends upon how hard you go after the busi- 
ness and what you have to go after it with. 


Your Own Exclusive Lighting Unit 


enables you to get more business at a better profit. 
The experience of our jobbers proves this. Let us 
tell you what they are doing and what they say 
about the CLG exclusive arrangement which gives 
the jobber absolute control of an exclusive lighting 
unit—full credit for all sales in your territory—and 
the maximum of practical sales, engineering and 
advertising co-operation from our factory. 


Per Kaw 


AN 


Just say to the stenographer 


“Tell these people to submit their 
Y/] nae WS 
A an mn 20 OX 
















CONSOLIDATED 





LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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CHOW THE RED SEAL IS 
POPULARIZED IN PITTSBURGH 








Coenen 











ADVERTISING 
ln many mediums 














Ketliers for 
REALTORS ~ HOME - 
OWNERS ~ BANKERS 
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MAILING 
PIECES ~ 














Specifications for 
Sichiiecis & Builders 
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Echipits — 














A Decalcamauia 


-« For Permanent Identification 
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Pittsburg, through its Electrical League, of which J. H. Van 
Aernam is manager, is making an exceptional success of the 
Red Seal Plan. In a recent booklet, telling how the plan oper- 
ates there, they have visualized the various phases of their 


activity in a clever way as shown above. 
help others who are making their plans to carry on this very 
important work in other localities, for it presents a definite basis a i 
on which to proceed. 


This may serve to 
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“Hore Rests the Reputation 
of the Contractor” 


THESE words might well be Your H&H Switches back the Con- 
engraved on the switch- plate, to tractor with a generation of switch- 
remind the Contractor of switch- making leadership. Their reliability 
importance. For his selection of goes into his work; their i pammeaper 
; : too. These are the things you sell 
the electric switches settles the fate = —_ with the switches. 
of the wiring job. “FINE SWITCHES deserve Fine Plates.” 
As the Switch goes, so goes the whole The Square Handle Tumbler in the panel 
lighting system. So goes the good- above is illustrated in an H&H Art Plate, 
will of the customer. Will this No. 8861 in “Coalport” design; Butlers 
light little mechanism give trouble Silver finish. Shall we send you the Art 
, d p Plate data-sheet (punched for your cata- 
in a few months, or give service logue), covering al/ switch and receptacle 
for forty years? needs? 





THE HART&HEGEMAN MFG.CO. 


ee ee CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1590 
ERED VT EID RRO BIOS SF PTE z 
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Yes! 
Jobber and His Salesmen- - 


“The Well 


Autovent 


« Fans 





We Are Helping The 


And how are we doing it? By telling them how to 
figure ventilation; by publishing a fact-giving book on 
ventilation that is being sent to them gratis. 


A Valuable Book That Gives Real 


Information 


The book we have produced is a well stocked store- 
house of ventilating ideas. It answers the questions 
that are apt to “trip up” the jobber’s salesman when 
out ona fan job. The book is a SERVICE offered free 
to help along the cause of BETTER VENTILATION. 


You Need A Copy 


If you are aware of the big market for Autovent Fans 
that continues to expand day after day, you need this 


book! 


Write for your copy. 


AuTOVENT FAn & Biower Co. 
730-738 W. Monroe Street 
CHICAGO 


Built Line” 








Static Eliminator 


Duke Smith now claims the »,,n,; 
rewards offered for the wiping out 
of the only skeleton in the ;ijip 
family’s closet. Like most great (js- 
coveries this one was accide tal. 
Having decided to save his ye rpj- 


form appendix (common or garden 


variety) after the operation, [uke 
hung it across his radio lead-i; to 
dry. Instantly all the horrible 
static which had been ruining the 
program died away and once jnore 


the liquid notes of O Sole 
“rolled untroubled to the 
Trembling in every leg, he removed 
the appendix. All the static came in 
again with a howl. Positive proof! 
Victory, Eureka, etc! 

Although the discovery has not 
been released for general publica- 
tion, the news leaked out and a very 
serious situation has developed in 
Minneapolis. First there is an e)i- 
demic of appendicitis operations, sur- 
geons are working day and night 
with long waiting lists ahead. People 
who have no radio are receiving of- 
fers of large sums plus all expenses 
for their appendices. The 
wily ones are offering theirs for rent 
and the Chamber of Commerce 
been asked to issue a definite scale 
of prices by the day, week and 
month. 


Vio 


more 


has 


No great boon to mankind is withi- 
out its unfortunate occurrences. One 
p‘ominent business man, a confirmed 
radio bug, shot himself because he liad 
his appendix removed before the dis- 
covery and had thrown it to the cat, 
which immediately died in convul- 
sions. Another bad feature is that 
several healthy citizens have been kid- 
napped and operated on by ghouls of 
the same type who used to steal 
glands. One pair of frends beat tlicir 
victim to death because his appendix 
had already been removed. On learn 
ing of this the chief of police warned 
all citizens lacking the precious sack 
to carry affidavits and doctors’ certif- 
icates to pacify the morons. 

In the meantime the governor /ias 
been asked to declare martial |aw. 


| President Coolidge is swamped with 
| telegrams urging the recall of the 





Marines from China before the «p- 
pendix crime wave engulfs the entire 
country. Also Mr. Andrews has 
doubled the Federal prohibition forces 
in Minnesota since he learned ‘hat 
the bootleggers are acting as fences 
for the appendix robbers. 
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LEVITON 





The Leviton Line is a Complete Line 
85 Different Wiring Devices 


Made in this Modern Daylight Plant and illustrated in an attractive, new 
Catalog compiled to suit your convenience. 


FULL PROTECTION 
GUARANTEED 
TO ALL USERS 
OF LEVITON 
WIRING DEVICES 


Find Out Today What It’s All About 
Write for Catalog 


[eviton Manufacturing (ompany 


ELECTRICAL WIRING DEVICES 
ELECTRICAL PORCELAIN 


226-242 NEWELL STREET 
BROOKLYN.N.-Y. 
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Nationally 
Advertised 





Youngstown- 
Buckeye 
Conduit 


The merits of this su- 
perior rigid steel conduit 
are kept constantly before 
the architects, contrac- 
tors, electragists 
throughout the country 
with a nation-wide pro- 
advertising in 
professional 


and 


gram of 
trade and 
journals and also by 
means of direct-mail. 


The missionary work is 
all done before you take 
to the road and the sell- 
ing is made a genuine 
pleasure instead of wor- 
ried drudgery. Remember, 
sell 
advertised 
product of real merit. 


it always pays to 


a nationally 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 














|S. 4th St. 

















Half a century of electrical jobbing ex- 
perience is represented by these three men. 
On the left is F. A. Gualano, city store- 
keeper for the American Electric Supply 
Co., Chicago. Frank is just a cub along- 
side the other two but has had about 10 
years’ experience at that. Next comes 
Bob Bourne who loaded auto trucks when 
they were wagons and is head of the 
shipping department. On the right is 

7. E. Fisher who has been a jobber’s 
salesman so long he just can’t remember 
when he started. Curiously enough, all 
three men secured their initial education 
with the Electric Appliance Co., Chicago. 





Changes in Personnel 
Mr. Youne is the Krich Light & 
Electric Co.’s new office manager at 
Newark, N. J. 


H. V. Barrow, formerly with the 
Buffalo branch of the Electric Sup- 
ply & Equip. Co., has been appointed 
manager of the Erie, Pa., branch. 


H. M. Hopkins, who was sales 
manager of the Victor Electric Sup- 
ply Co., Detroit, Mich., resigned May 
1. He is succeeded by Chester E. 
Collier, formerly with Weber Elec- 
tric Co. 


Campaigns 
VaRNEY ELectTrRIcAL Suppty Co., 
Indianapolis, Ind.—They are run- 


ning campaigns on irons and safety 
switches. 


Pierce Exvectric Co., Miami, Fla. 
—A Westinghouse Automatic Iron 
campaign was started May Ist. 

* * * 
Toledo Electric Sales Moves 
Waco Purchases New Building 

The Waco Electrical Supply Co., 
Waco, Texas, has purchased a _ two- 
story building 30 by 150 feet at 213 
It will be occupied about 


January 1, 1928. 


Cashing In On 
Advertising 


(Continued from Page *) 
complish—distribute the goods, j;.\\, 
ence the consumer to rush _pell-))|] 
to buy, arguments 
which have not been successfully oom 
bated, enable salesmen to tell so-ca!|ed 
“grouchy” buyers where they get off, 
enable them to dictate arbitrary terms, 
to say to a merchant, “My goods ar 


overcome sales 


advertised, you might as well buy now 
as you will have to sooner or later 

in short, make -selling one gloriou: 
Such impressions are 
hotel 


over 


pipe dream. 
gained from various sources 
conversation 
between 


lobby salesmen, 
heard in_ stores, customers 
and clerks, and from merchants. The 
latter play the most important rok 
in the drama. By the time 50 mer 
chants tell a salesman to “influence 
his house to advertise and then they 
will give him an order,” the salesman 
begins to believe that advertising will 
solve his selling problems. The sales- 
man does not see that this is largely 
an excuse to pass him on. He real- 
izes this, however, when, all ribbed 
up for an order, he returns with his 
advertising in portfolio form, explains 
the plan—and learns the merchant 
will buy when consumers begin to call 
for the goods. The merchant does not 
have to carry any manufacturer's 
goods. He carried a line because it 
is to his advantage. 


Remember this! If your goods 
cannot be sold without advertising, 
they cannot be sold with the aid of 
advertising. Every buyer has an ex- 
cuse for not purchasing and will strike 
at what he considers your weakest 
point. A correct understanding of 
your goods and good salesmanship 
will overcome all stock arguments. 
Advertising will not and should not 
be used in an attempt to do so. Ad- 
vertising furnishes you an additional 
tool to work with and, if properly 
used, will be of great help. 


Advertising does not lessen your 
responsibilities; it increases them. It 
demands more intensive work on your 
part—harder work because it is your 
job to make the advertising pay by 
making it convenient for consumers 
to purchase your goods. The more 
convenience afforded the purclhiaser 
the better the advertising will pay. 


After you have done your job, yor 
can rightfully expect advertising ‘ 
annihilate time. Advertising will tell 
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hundreds, thousands, millions of con- 
sumers about your goods in short or- 
der, thereby building in a few years, 
a business that would take a number 
of years, or a lifetime to build with- 
out advertising. 

Advertising will enable you to se- 
cure repeat business in larger quan- 
tities and shorter time than is pos- 
sible without it. Advertising will en- 
able you to do more work in a given 
period than would be possible with- 
out it. 

Advertising will reduce your selling 
Advertising will reduce factory 
overhead by increasing production. 
Advertising will give the trade a 
wholesome respect for the policies of 
Advertising will increase 


cost. 


your house. 
your respect for your line and your 
house. 

Advertising will do all of this and 
more, but to bring these conditions 
about, you must do your job first, last 
and all time. In selling your mer- 
chandise, sell it for what it is, then 
The 


your line and the policies of your 


sell its advertising. feature of 


The advertising can 
be made a wonderful help, but it can- 


house come first. 


not be separated from your goods by 
using it as a prime factor in selling. 

Successful selling is simply a suc- 
cessful association with other people 

just like any other social contact— 
during which association we effect an 
exchange of some sort that is profit- 


able to both. 


* * * 


Electragists Plan Big St. Louis 
Meeting 

The tentative program for the 27th 
annual convention of the Association 
of Electragists, International, has al- 
ready been prepared. This meeting 
is to be held at the Hotel Chase, St. 
Louis, August 8 to 12, 1927. 
inent men who will appear on this 
program are: Clyde L. Chamberlain, 
president of the D. 
Hayes Murphy, vice-pres. supplies 
Div, N. E. M. A.; Albert L. Salt, 
pres. Graybar Elec. Co.; E. N. 
Peak, pres., Iowa Association of 
Electragists.; C. J. Geisbush, sec. Cali- 
fornia Electragists; John Kuhlemeyer, 
sec., Illinois Chapter Association of 
Electragists; N. J. Biddle, mgr. De- 
troit Branch, Electragists; W. W. 
Freeman, pres. Society for Electrical 
Development; Earl Whitehorne, Ch. 
Industry Conference on Wiring, and 
H. H. Courtright, Valley Elec’] Sup- 
ply Co., Fresno, Calif. 


Prom- 


Association ; 





| STAR Rite Fans | 
they sell better 


Now For Quick Sales! 


STAR-Rite Fans for 1927 


New Finishes—New Sizes—Same Good Value 


Look these over—and do your stuff. The same old STAR-Rite 
quality—the same old STAR-Rite value—and new permanent lac- 
quer finishes and two new sizes, what more do you need? 


TWO NEW 
BIG FELLOWS 


12” and 16’ Oscillators 


, Pa 


—~ 6 mes @ 


+ Kx 








smooth- 
running oscillators for large 
rooms and offices. Finished 
in black lacquer with solid 


Powerful, quiet, 


brass blades. 


control. 


12” $25.00 Retail 
In Canada $32.00 
16” $30.00 Retail 


In Canada $38.00 


$6.50 Retail 


In Canada $7.95 


Three speed 





The 8’ Model 


You know the fan—here are the finishes: Sparkling all-over nickel, All-over Ivory 
Lacquer, Black Lacquer with brass finished blades. (Illustrated above.) 


$13.50 Retail 


The 10° Oscillator *yaties 


‘fhe dependable three-speed home oscillator furnished now in choice of sparkling all-over 


nickel finish; or black Lacquer with brass finished blades. 


The 10’ Straight $29.0 Retail 


In Canada $12.25 
Same as always—three speed—sparkling all-over nickel finish only. 


STAR-Rite 


ELECTRICAL NECESSITIES 


Fitzgerald Manufacturing Co., Torrington, Conn. 
Pacific Coast Branch—“The Better to Serve You in the West”— 
1211 Van Ness Avenue, San Francisco. 
Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 
Makers of the famous Never-Leak Cylinder Head Gaskets. 
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ANNOUNCEMENT 


“Summer Sales Prize Contest” for 


Jobber Salesmen 


(July Half) 


LL manufacturers whose advertisements 
appear in the following section, pages 68 
to 102, together with certain additional 

ones mentioned on the next page, are cooperat- 
ing in THE Jopper’s SALESMAN “Summer Sales 
Prize Contest.” Their products are eligible in 
the contest. 


This contest is open to jobber salesmen whose 
names have been properly entered by their sales 
manager, and to them only. 


All entries have been acknowledged by THE 
JoBBEeR’s SALESMAN, and combination instruc- 
tion and score cards sent to each contestant. 


This magazine is offering a prize of $25.00 in 
cash for the greatest gross sales, at jobber’s 
sales prices, of the products of each and every 
manufacturer in this section, and the other eli- 
gible manufacturers, outside of the section, in 
the period of July 1 to July 30, 1927, both 
inclusive. (Duplicate prizes awarded to tying 
contestants. ) 


With so many prizes offered, every salesman 
has a chance to win one or more prizes. There 
is no limit within the scope of the contest to 
the number of prizes that one man can win. 


First, examine every advertisement in the 
section. Then pick out the manufacturers 
whose lines are handled by your house. 


Second, study the messages of these manu- 
facturers. ‘They have attempted to give you the 
help which will aid you in increasing your sales. 


Third, the contest is for the whole month of 
Do not fail to “follow through” to the 


July. 


very end in your efforts. You may land an or- 
der the last hour of the last day that will win 
a prize. 


NOTE CAREFULLY 


Sales records for the month are to be kept 
by each contestant himself. At the end of the 
month he adds up the totals for each line that 
he has been competing on and enters them op- 
posite the names of the respective manufactur- 
ers on his score card. He is then to sign this 
score card and send it to his sales manager who 
checks the figures, countersigns the card and 
sends it to THE JoBBEer’s SALESMAN, to reach 
there by August 20. 


City desk men or inside employes handling 
large volumes of business coming into the house 
are not eligible in the contest. Such business. 
however, may be credited to such regular sales- 
men as would be credited in the ordinary rou- 
tine of the office. 


NO “BLANKS” IN CONTEST 


Aside from the scores of opportunities you 


have to win $25.00 cash prizes in the month of 


July, every contestant who sends in his record 
card, with sales shown for one or more manu- 
facturers, is going to be sent a “special pre- 
mium.” It makes no difference whether he 
wins a big cash prize or not. He is going to 
get something for simply following through. 
THERE ARE NO “BLANKS?” IN THIS 
CONTEST. 
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MANUFACTURERS ENTERED 


The “July Summer Sales Prize Contest” 


HE following is a list of the manufacturers who are entered in the Summer Sales Contest 
for the month of July. The numbers on the right refer to the page numbers of their ad- 
vertisements. Most of the advertisements appear in this section but some will be found in 


other locations throughout the issue. 


In each case a notation appears on the page indicating that 


the company is entered and no prizes will be awarded for sales of manufacturer’s products whose 


advertisements are not so marked. 


Aladdin Mfg. Co. ....... 


pk es ee re eee 


Beaver Machine & Tool Co. . 


Benjamin Electric Mfg. Co. ... eee sc ie 
pe ee 


Bussmann Mfg. Co. 


Bull Dog Elec. ey er on euihts ss seiner 


Bryant Electric Co, 
Chase-Shawmut Co. ......... 
Chicago Fuse Mfg. Co. ... 
Chicago Solder Co. 


Colt’s Patent Fire Arms } Mfg. Co. ae eee 


Curtis Lighting, Inc. 


Cutler Hammer Mfg. Co. ........- 


Day-Fan Electric Co. ........... 
Eastern Tube & Tool Co. .. 


Koonomay use & Mfr. Co. ....... 0.5. ccccccccccccceeuce. 
er 


The Frink Co. ...... 
Fullman Mfg. Co....... 
Grigsby-Grunow- Hinds Co. 


Wee... ce 


Hemingray Glass Co. ..... 
Hykon Mfg. Co. ........ 


Indiana Rubber & Ins. re ee ie, 


Metal Specialties Mfg. Co. .... 
Metropolitan Device Corp. ...... 
National Carbon Co. ......... 

The SIP, ba as os ee eee ees 
The Mi. Popp Co. ........... 
Reflector & Illuminating Co. ' 


Reynolds Spring Co. ........... ee etd 


Geo. Richards & Co. 


Henry D. Sears. .. a . ees ie ite mera 


The Square ee 


Standard Electric Stove Ca. See a ONE alae Ai a ol 
Ta as il ea cccetd oath 


Trumbull Electric Mfg. Co. ...... 


Trumbull-Vanderpoel Elec. Mfg. Co. Ca 


Tubular Woven Fabric Co. ...... 
V. V. Fittings Co. .......... 
The Wiremold Co. 


80 

77 

i 
. 33-36 
oT 

Ses ae 
, k Cover 
79 

46 

~ 
102A 
82 

19 
72-73 
74 

93 

oe |«=C 
.. 68-69 
98 

86 

97 

76 

94 

88 

92 

a 
— 


be Tiside rent Cover 


4 

78 

~ 
70-71 
. 84-85 
89 

95 

292 


j ; f : “ ; ; =. ve Tensile Rack C over 


. 102 
99 
90 
. 157 


. 101 
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Now 
Batteryless, 


Electric 


Radio 


Power 














Balkite 


Ladio Power Units 


Sx ~E% a 


The products of this company are entered in the prize contest for this month. A $25 


> 















prize will be awarded the salesman selling the greatest quantity during the month. 
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_ A sensational 
announcement by 


Balkite 


The new Balkite line for 1927-28 
contains the most remarkable de- 
velopments ever announced bya 
radio power unit manufacturer: 


1. BALKITE “A.” A complete, bat- 
teryless, e.ectric radio power unit replac- 
ing “A” batteries entirely, and supplying 
filament or “A” current directly from the 
light socket. Consisting of a rectifier and a 
new electrolytic filter-condenser in one 
cell, it contains no battery in any form. 
It operates only while the set is in use. Its 
constant uniform output is at all times 
equal to that of a fully charged storage bat- 
tery. It has no tubes to burn outor replace. 
It is no larger than a medium sized “A” 
storage battery. It costs no more than or- 
dinary battery equipment. 


2. BALKITE “AB.”A complete, bat- 
teryless, electric radio power unit replac- 
ing both “A” and “B” batteries, and sup- 
plying both plate and filament current 
directly from the light socket. A combina- 
tion of Balkite “A” and “B” in one hous- 
ing, it contains no battery in any form. 
It operates only while the set is in use. It is 
small and compact. It costs no more than 
ordinary battery equipment. 


3. BALKITE “B.” Prices of Balkite 
‘“*B” have been drastically reduced. The 
popular “B”-W for sets of up to 90 volts 
is now $22.50. Balkite *B”-135,a new im- 
proved model, output 40 milliamperes at 
135 volts, lists at $32.50; “B”-180, output 
55 milliamperes at 180 volts, at $39.50. 
Balkite now costs no more than the ordi- 
nary “B” eliminator. 


4. BALKITE CHARGERS. Prices of 
Balkite Chargers have also been radically 
reduced. Model “J,” the standard high- 
rate charger, is now $17.50. Model“N,” 
anew trickle charger with ratesof.5 and.8 
amperes, lists at $9.50. Model “K,” the most 
popular of all chargers, now lists at $7.50. 


a SS 4 


Balkite has long been the leader in the ra- 
dio power field. That leadership has been 
built on quality. Now to quality have been 
added developmentsmaking Balkitesensa- 
tional. To both have been added low price. 

The new Balkite line enables you to 
turn the greatest demand in radio today 
—the demand for electric radio power— 
into profit. It is one of the most desirable 
lines in the entire radio field. Fansteel 


Products Co., Inc., North Chicago, Ill. 


Balkite 


Radio Power Units 









The products of this company are entered in the prize contest for this month. A $25 
prize iw be awarded the salesman selling the greatest quantity during the month. 
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ab 





















onsistent 
Sup 


E quote from the slogan which 
Reynolite has not only adopted 
but which it has conscientiously 

followed since the day of its adoption. 








To support your efforts we have again 


Angle 3-Wey | entered the “Summer Sales Prize Contest.” 
= You are here given an opportunity to win 


one of the $25 prizes offered you. 


Our branch offices have all been advised of 
our entry and every assistance, every help, 
will be rendered by them in your interest 
during this campaign. 






Your success is our success. In striving 
together for a common aim, a definite good, 
that success will be secured. 





Appliance Cord 
Switch No. 110 





Good luck to you. 


Straight Two-Way 
Convenience Tap 
No. 220 








Convenience 
Tap No 380 











Convenience 


Straight 
3-Way Tap No. 360 






Angle Two Way 
venience Tap 
No. 240 


REYNOLD 


Jackson, 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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; orting 
Your Efforts 


RE ITE 


TRADE MARK REG. 
/ ‘HERE is nothing missing either in the Reynolite line or in the co- 


operation given you by its sales staff to detract from the popularity 
of this merchandise. 

Designed for a particular purpose, enhanced with an individual and 
distinctive appearance and backed by a sales force alive to every possibility 
for increased business, it is small wonder that Reynolite enjoys the 
enviable position which it does in the electrical industry. 

You are given the opportunity this month to show 
just how much you can accomplish under these ideal 
conditions and we know your reports will show our 
confidence in you is not misplaced. 


De Luxe 
Heater Cord 
Set No, 610 


Separ Molded Unit Duplex 
2 Gitechenent Flush Receptacle No. 
—o. 4002. 


SPRING 


Michigan 


The products of this company are entered in the prize contest for this month. A $25 





prize. will be awarded the salesman selling the greatest quantity during the month. 
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1M | 


The dzmands for electricity in 
the home are multiplying daily 
Home wiring must keep pace. 
Improve the quality of every wir- 
ing job and increase your profit 
by recommending more complete 
wiring ss before you 











Take this picture to the builder 


modern wiring needs are many—help him 
cover them all in his original specifications 


HE electrical demands of the modern home have multiplied at a 
great rate in the past few years and there’s no reason to expect 
them to stop. 


Therefore, the wiring that goes into a home today should not only 
provide adequately for immediate needs but supply additional provision 
for the possible requirements of the future. It must, if the wiring is go- 
ing to deliver convenience for a reasonable number of years. 


CUTLER 


‘Modern Wiring 


The products of this company are entered in the prize contest for this month. A $25 





V7), Lp ‘. 














prize will be awarded the salesman selling the greatest quantity during the month. 
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It is essential to your own reputation as well as the 
architect’s to see that no part of the home is neglected 
in this respect—it is especially vital to your profit on the 
job to see that everything is provided for in the origi- 
nal specifications. 


Recommend these conveniences 


Think of the bridge lamps, the fans, the toys, the 
motor-driven phonograph, the radio with a “B” battery 
substitute—the tools, the electric washer, the wringer, 
the electric iron—the toaster, the percolator, the chafing 
dish—and with them think of the receptacles the home 
will need. Recommend C-H Duplex Receptacles—they 


solve the problem quickly without additional wiring. 


For lighting the stairways recommend C-H 3-way 
Switches. They are well worth while. 


Urge the architect to specify automatic door switches 
for the closets—a modern refinement the builder will be 
glad to pay for. C-H Door Switches fit any type of box. 


Provide for drop lights wherever they might be need- 
ed. The C-H Line includes sockets of every description. 
Recommend the one best for every application. 


Profit by the C-H reputation 


Get these things into the specifications. Plenty of 
them only cost slightly more—and there’s a world of 
difference in the home’s convenience. You'll make more 
on the job, of course, if you do. 


You’re the man who knows; the architect and builder 
will appreciate your suggestions. 


And if you recommend C-H Wiring Devices, ap- 
proved by the Underwriters, you'll meet ready accept- 
ance. Architect and builder, both, know the C-H trade- 
mark stands for quality. 


Profit more by the modern wiring demands. Let the 
C-H reputation help you. Your jobber will be glad to 
supply you. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1213 St. Paul Avenue 
MILWAUKEE, WIS. 















SELL COMPLETE CONVENIENCE “™ BUILD GOOD WILL 


Typical Examples from a Complete Liane 
Approved by the Underwriters 





C-H Duplex Receptacles are of genu- 

ine moulded Thermoplax—unusually 

strongand shallow. Large binding posts 
make the wiring easy. 





C-H Toggle Switches are the ultimate 

in fine switch design. Easy and positive 

in action, they are built shallow and 

rugged for easy installation and long 

service. Supplied single-pole, double- 
bole and 3-way types. 





C-H Push-Button Switches for flush 
mounting, like the toggle typeillustrat- 
ed above, are unusually strong and shal- 
low. Large binding posts are provided. 





C-H Automatic Door Switches are un- 
usually convenient for controlling the 
lighting of closets and 
the like. The light is au- 
tomatically turned on 
when the door is opened. 
Designed for installa- 
tion in any type of box. 








































HAMMER 









CNVece sstttes 


The products of this company are entered in the prize contest for this month. A $25- 
prize will be awarded the salesman selling the greatest quantity during the month. 
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A Big Seller Makes An Easy Winner 


Day-Fan Cleaner 
Small As a Whisk Broom 
Powerful As a Spring Cleaning 


Pick an easy selling product if it’s “sales” you 
must shoot at to win a contest. 

Day-Fan Cleaner is in Jobber’s Salesman’s prize 
contest—and that means an easy $25.00 for the ; 
salesman who knows how a fast selling product 
helps get the orders for a prize like this one. 

Day-Fan Cleaner gives you the selling points 
that make a dealer know he’s taking something 
his customers will take from him. 

Day-Fan Cleaner is as handy as a whisk broom 
in size and lightness. It has a powerful suction 
that pulls all the dust from curtains, carpets, 
couches, draperies, and a host of other household 


/ ff 











hij), | articles. 
Td | /f/ bj A score of uses makes a score of sales—and 
G/T fg J ) ’ : : 

i//, , ; / that’s why you'll easily sell dozens and pin up 
iy the number that wins this $25.00. 


Jobber’s Salesman’s offer holds good for both 
July and August, so there’s $50.00 in it for the 
man who picks the Day-Fan Cleaner. 


Retails for Day-Fan 


Electric Company 
$ 1 S75 DAYTON, OHIO 












Driven by 
the famous 
Day-Fan Motor 









The Day-Fan Fan is another Day- 
Fan product in the contest, and like 
its brother, Day-Fan Cleaner, is a 
record maker when it comes to 
sales. No wonder—it’s got the 
same husky Day-Fan_ Motor driv- 
ing its big blades. This Fan has 
seven big talking >. of 
them is “Extra ir Delivery. 
Write us for the other six. 


) DAY-F 
CLEAN 


The products of this company are entered in the prize contest for this month. A $25 






















For More Than 38 
Years Manufacturers 
of High Grade Elec- 
trical Apparatus. 








prize will be awarded the salesman selling the. greatest quantity during the month. 
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Hotel Stevens 


Exhibition Hall is equipped to demon- 
strate electrical, compressed air, steam 
and water power equipment—has a 10 
ton elevator with 10}2 x30 ft. cage. 

The Hotel Stevens generates its own elec- 
tricity—enough to light a city of 
60,000 population—consumes 150 tons 
of coal daily. 

Cost $27,000,000. 


Has 3,000 rooms re dations for 
5,000 guests. 

Employs a staff of 2,500 people. 

Has largest Ballroom in the world— 
15,000 square feet in area. Pronounced 
the most beautiful in existence. 

One whole floor of private dining rooms 
— public accommodations for 5,000 
dinner guests. 











Chicago 
Fuse Mfg. Co. 
offers a prize in the 
Jobbers Salesman 
Summer Sales Con- 
test. Start working 
for that 


$25 now. 


silane 


the World’s Largest 


Hotel Selected Union Fuses 


OTEL service—composed of many accommodations, often little in 
themselves—must be maintained at all costs—through all hazards. 
Equipment must be consistently et 

Considering these facts, it is significant that the New Hotel Stevens, 
Chicago, is equipped with Union Renewable Fuses, Gem Plug Fuses, 
Union Outlet Boxes and Gem Switch Boxes—chosen after a thorough 
investigation of all makes. 

For protecting any electrical equipment—for cutting the duration of 
shutdowns and maintenance costs to a minimum—the same superi- 
orities of Union-Gem Products which made them the selection of the 
World’s Largest Hotel are equally valuable in any building or plant. 


Get into the contest! Be sure “Chi-Fuse” sheets are in your price book tabbed for quick reference. It’s also 
@ good ‘cea to carry a “Union” along—explain its features and watch the entries in the order book jump. 


CHICAGO FUSE MFG. Co. 


INCORPORATED i889 
Manufacturers of Electrical Protecting Materials 7 
and Conduit Fittings 
1519. West 15th Street, Chicago 


UNION FUSES 


Because they are worth more~they really cost less 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Mixes Cake 











Retail Price $18.50 


Denver and West $19. Kitchen 
Attachments at Slight Extra Cost. 




















Polishes 


SALESMEN! 
July, August and September are Great Home Motor Months 


Popular because it enables the house wife to make her 
own clothes economically, this litthke Motor entirely 
eliminates wearisome pedaling. The house wife simply 
guides the work. It attaches quickly to any sewing 
machine and makes it an electric without nuts, screws, 
or bolts. 





With grinder and buffer attachment, it sharpens knives 
and tools and brushes and buffs silver, with mixer at- 
tachment, it whips cream, beats eggs and mixes 





dressing and cake batter. Fan Attachment 
Home motors are sold exclusively through legitimate Only $3.00 

jobbers everywhere. See that your dealers are well ON ne OC a 
stocked. Point out to them how easy it is to sell not homie moter quliiy into én 
only the motor with attachments but to sell present efficient, reliable fan. There 
owners, not possessing all attachments, a complete set. are a million home motors 


in use today. This proves 
their rugged durability. 





Hamilton Beach Mfg. Co. Racine, Wis. 


Hamilton Beach 


Necessary Electrical Devices 





























The products of thig company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 


J 











July, 1927 


THE JOBBER’S[A)SALESMAN 


77 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE TOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Type “A” 
Rectangular Unilet with 
Three-Wire Porcelain 

Cc 


Type “Cc” 
Rectangular Unilet with 
Rectangular Porcelain 
Receptacle 


Cama 


{s 


+ 


Type “LL’’ 
Rectangular Unilet with 
Blank Metal Cover 


UNILETS / 
‘ 


} 


Type “LR”’ 
Rectangular Unilet with 
Cord Rosette 


Type “T” 
Rectangular Unilet with 
Plug Receptacle 


Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 


APPL 





cy 

















are 








$3 ad 





+ 





Unilets are standard 
equipment on all motors in 


the C. B. & Q. shops 


The great shops at Denver are 
modern, efficient, well-built. 

When it came to wiring the 
scores of motors necessary, Ap- 
pleton Unilets were chosen as a 
matter of course. Without them, 
the installation might have been 
less well done and less quickly 
completed. 

For Unilets are speedy to work 
with. Made of cold-drawn steel, 
their thin walls leave a maximum 


of space for making connections; 
they stand shipping and hand- 
ling with less breakage; their ab- 
solutely true hubs assure the least 
possible delay in obtaining good 
alignment. 

Have you the sizes, prices 
and specifications of Unilets in 
both the Standard and No- 
Thread types? The coupon will 
bring you complete information 
if you desire more material. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago, U.S. A. 


New York—150 Varick Street 


Los Angeles— 340 Azusa Street 


APPLETON ELECTRIC CO. 





IN 














1734 Wellington Ave., Chicago 
Gentlemen: Please send me the following: 
O Standard Unilet Catalogue 
0 No-Threal Unilet Catalogue 








QNILEGTS |= 





Address 





Registered U. S. Patent Office 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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TO TEST 


PROPP NO 175 








& WAY- TAP NO.30 


A jobber’s  sales- 
man is always on 
the lookout to sell 
devices that show 
a profit to his 
house and the 
Propp Line being 


so complete should not be over- 


looked by you. 
We suggest your 


heads of your Purchasing and your 
Sales. They have our latest cost 
sheet which gives you information 
showing how well rounded out the 


line is in numbers. 


Most important of all, your cost and the resale 
to dealers show a very fine. margin of profit and 
at the same time places your dealers in a posi- 
tion to sell — Devices at a good profit to 


themselves 


Propp Products Sold Only Thru the Jobber 


‘The M. PROPP COMPANY 


Manufacturers 
524-528 Broadway New York City 


Win a Prize With Propp! 


To stimulate effort on the part of the jobbers’ sales- 
men, a special prize award of $25.00 is being made by 
Tue Jopper’s SALESMAN to the salesman selling the 
greatest volume of Propp Specialties during the month 
of July. 


It is a real opportunity because there is no 
missionary work to be done. The Propp deal- 
er’s price sheet is in the hands of every dealer 
in the United States handling electrical sup- 
plies. They know the Propp line, have known 
it for years, and it is only a 
question of how large a volume 
of sales you can report during 
the month of July. 


Bear in mind that the Propp 
line is the most complete 
one a jobber’s salesman 
can handle. 








It is made up of popular 

selling numbers that the 

dealers are buying every 

day from 

someone.— 

a Wh if not 
No. 16 from you? 





TWO LITE SOCKE 
NO.1S JUNIOR 





No.44 


going to the 








SUPPORT THE MANUFACTURER WITH A JOBBER POLICY RROPP NQ I? 

















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 





Rez 


7. 
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PO ae apr, 
OR pe pre me 
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‘Att the world is a stage’, with 


the Vitaphone and not only 
people, but machines with almost 
human intelligence are actors— 
and take important parts. 


And Bryant Tumbler Switches 
take an important, though un- 
seen, part in these machines. The 
reliability of Bryant material is 
the reason why one of our 
switches is mounted in each of the 
control boxes of this wonderful 
new invention which marks the 
first successful commercial syn- 
chronization of sound with mo- 
tion pictures. 

a oP are Our 1927 catalog describes and 

SHOWER lr weap were illustrates a wiring device for 
IN OPERATION ~ every electrical need. A copy sent wiekowene atone 

promptly on request. SETTING | 


THE 
ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 


New Yorx CHICAGO 
PHILADELPHIA SAN FRANCISCO 


A SUPERIOR WIRING DEVICE /or EVERY ELECTRICAL NEED 




















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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for Startling 


Ginnouncement 
Soon to beMade 


/ 





( 


ALADDIN MFG. COMPANY, Sales Div. No. 14, MUNCIE, IND. (The Magic City) J $727 


The Magic Lamp | 
_frmtbe agic City 


\ ‘Nationally 


Y 





\ 


Advertis 


No. 74 

The most popular and 
practical all purpose 
lamp on the market. 
Backed by National 
Advertising in 1927 
this lamp will be more 
popular than ever. 
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the house by pushing 
sales on the “Aladdin” 
Desk-flex No. 74 and also 
be in line for the BIG 
PRIZE in The Jobber’s 
Salesman’s Summer Sales 


Contest. 








An announcement of unusual 
interest to the Trade will soon 
be made in this space. It will 
pay you to wait for this before 
placing any further orders for 
flexible arm lamps and to move 
your present stock. “A word 
to the wise .. .” 


ALADDIN MANUFACTURING CO. 
Sales Div. 14 Muncie, Ind. (The Magic City) 


Q@LADDIN’ 
2. LAMPS ve. 


New Permanent 






=> 4 


Gentlemen: Please list our name for advance information on startling new announcement as soon as released. 





ADDRESS 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman 


selling the greatest quantity during the month. 
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Take a crack at 
these prizes, too 











F YOUR name is entered in the Jobber’s 
Salesman Prize Contest, here’s a chance to 
pick off something extra. 


_ As you know, sales of Beaver wiring special- wi... 
ties count in your contest score. 


In addition to applying to your total score, 
all sales of Beaver products will be scored again, 
separately. Men who run up the three biggest 
July scores on Beaver productswill receive extra 


Beaver prizes. High score brings you $25 worth a a 





Cat. B-5 ‘ ° . 
Double Duty, list 0c Of Beaver merchandise, second highest brings 


you $15 worth, and third highest brings you $10 
worth. The Beaver merchandise will be as good 
as cash as your firm will undoubtedly be pleased pine 

to buy it from you. 


une You won’t find it hard to pile up sales on the 
Current Tap, in brown, Beaver line. Your customers know it, recognize 
its exclusive qualities. It’s heavily advertised to 

nit retailers. Go get those prizes, boy ! 





Fullline of flush receptacles 





Full line of sign receptacles 




















I Beaver Machine & Tool Company => 


Cat. QL-1 ~ . 
Consiiaiiiaainaiinienes Dept. j-7, 625 N. 3rd St., Newark, N. J. - 
ane in — ~~ os 
white porcelain, ol. Feed thru switches three 
types composition and 
also nickelplated metal. 
Smallest made. 














COOL 
GRIP 
_] 
"ar 
Cat. G-1 
Gripall switch Cat. K-1 d Cat. L-52 
Fa : Cat. F-6 plug, still the Quality cord set with Most complete line Full line of attach- Receptacle for 

mous Gripall Gripall heater best on the armored gripall of canopy switches Extension mentplugsarmored __ wall lighting 

eater plug plug armored market heater plug on the market candle sockets and standard fixtures 
od Qe 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Cours PATENT FIRE ARMS MFG. Co. 


Electrical Division 


N 
a HARTFORD, CONN. U.S.A. 
NEW YORK~ BOSTON ~CHICAGO ~SAN FRANCISCO 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the grea atest quantity oROl alate Mm dal-Mmeslelah dae 
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The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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In July 1927—Make \W 


RELAIS LIER SANT 











Jobbers Say HEMCC 
Co-operation Pay 


“With such co-operation, it is a pleasure to 
handle your merchandise,” thus writes The R. 
M. Laird Electric Co., Minneapolis, Minn. 
Such statements of appreciation are common— 
prove that Hemco Missionary Men accomplish 
their purpose of helping build business for the 
Jobber Salesman. Are you accepting this 
help? If not, have your sales manager get 4 
Hemco man to work with you. 


HE 


It is our aim to keep Hemco J Pe Co-operation so ¢ 
it shall be forever established as a standard of comp* 


The products of this company are entered in the prize contest for this month. A $25 
i 








prize will be awarded the salesman selling the greatest quantity during the month. PRINT IN BIND!) 
. 
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‘ows Win the HEMCO 
obber’s Salesman Contest 


HEMCO 
PRODUCTS 





” YOu— 


Hemco will offer a cash prize in The Jobber’s Sales- 
man Contest for both July and August. 





These contests couldn’t come at a better time for 
your Hemco business. Plural Plugs are selling fast be- 
cause they are needed everywhere for convenient hook- 
ing up of fans and other hot weather appliances. Hemco 
Satin Finished Bakelite Wall Plates are leaping farther 
ahead every day. Dealers, builders, home owners are 
demanding their permanent beauty. 












Thus your chance is good not only to win one of 
these cash prizes but to boost your sales, your earnings 
for July and August to a new high water mark. 







Window trims can help you do it. Note the picture 
shown here through the courtesy of the Stanley and 
Patterson Co., of New York. This display in their own 
window gives every visiting dealer definite suggestions 
—business building ideas which he can use in his own 
store. 










But don’t stop with trimming a window in your home 
store. Trim the dealers’ windows for them. Keep 
Hemco display boards in sight on every dealer's counter 
—if not in his window—so that customers can see the 
convenience, quality, beauty of Hemco Plural Plugs— 
sell themselves one. 










Don’t forget the co-operation the Hemco Missionary 
Man working in your territory is ready to give. He 
was selected because of his merchandising knowledge— 
tor his ability to help educate your dealers to the money 
making possibilities of Hemco. Initial orders he takes 







to are always yours—and the repeat business—all added to 
R. your totals for these Hemco Summer Sales Contests. 
mn. Decide right now to get in these contests—to win. 
_ You can’t lose—prizes for everybody who sends in an 
ish order, besides the extra sales. 

he 

his 


-, fe Seorge Richards & Company 
557 WEST MONROE STREET, CHICAGO 


{CO 


Say PRODUCTS 


) ie, valuable and real that 
in this industry. ....... 





N BINDING 











200 












Fan Time is Still Here-- 
Keep Selling Plural Plugs 


This backward spring will make 
summer heat even harder to stand. 
Fan sales—late to start—should be 
heavy throughout the coming months. 
And every fan sold or used means a 
prospect for a Hemco Plural Plug. 
Remind the dealers of the quality, 
convenience, unobtrusive beauty of 
Hemeco Plugs. Stock him up. It will 
pay him—and you, especially. A few 
Hemco Plugs are shown here—but 
there are others—one for every need. 







The First 
Permanently 
Beautiful 

_ Wall Plate 
Sells Faster 
Every 
Day 


Hemco is the only bakelite wall 
plate that will never finger mark or 
mar from reasonable use. Because 
of the protected, exclusive finishing 
process, the rich coloring never 
varies. All Hemco Plates are alike 
—always, for they don’t fade; har- 
monize with all fixtures; don’t warp; 
fit every standard switch or recep- 
tacle. No wonder Hemco sells. Let 
Hemco Plates help you win the con- 











\ test. f 


fn A herds 








The products of this company are entered in the prize contest for this month. A $25 


1 
prize will be awarded the salesman selling the qreatest quantity during the month 
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‘fATROBE” PRODUCTS of 


Pullman Manufaciuring Co. 


are now recognized as THE BEST because over 300 DISTRIBUTORS have 
switched to our line in LESS THAN 2 YEARS—the result of better values, 


demands of the trade and our 


T STRICTLY 100% JOBBER POLICY T 


Jobbers’ salesmen entered in the contest will find an unusually large market awaiting P 
them on Latrobe products. 














J Go over the catalog with every contractor in your territory. It means not only initial 
business but repeat business as well. 


’ Win a prize with “Latrobe.” 





























No. 300 FLOOR RECEPTACLE AND BOX 


For Residences, Show Windows, etc. 












|= 
we | 












' | eS — 
No. 100 FLOOR BOX No. 110 FLOOR BOX No. 120 FLOOR BOX No. 130 FLOOR BOX GANG FLOOR BOXES 





FISH WIRE No. 625 CONDUIT BENDER INSULATOR SUPPORTS 


Complete Data and Prices for The Jobber’s Salesman 
“Summer Sales Prize Contest” Mailed on Request 


We gratefully acknowledge the friendship, loyalty and co-operation 
accorded us by so many of the Jobbers and their Salesmen. 


Pullman Manufacturing Co. 


1209-1215 JEFFERSON STREET - - - LATROBE, PA. 
PM 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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You Can Win 
With BUSS Fuses 


Because we are entering BUSS Renewable 
Fuses in The Jobber’s Salesman Prize Contest, 
it’s going to be mighty easy for some salesman 
of a BUSS distributor to win a $25 prize. 

















* 








3 to 30 Ampere BUSS Renewable Fuse 


Parts and 
the Link 


That’s All! 





BUSS renewable fuses have stood 
the test of time. There is no sales 
resistance to overcome. Thousands 
of satisfied users know that BUSS 
Fuses can be depended upon to 
give the best obtainable electrical 
protection under even the most 
adverse conditions. These users 
will need more Fuses during July. 
You can sell them. It will be an 
easy way to boost your sales and 
win a prize. 


An Added Service 
to Help You Win 


If you are unable to close some 
buyers, drop us a line giving his 
name and connections. 

We will immediately come to your 
assistance to back up your good 
sales work. 


Just ask us for anything you feel 


will help you win a prize. 


BUSSMANN MEG. CO. 


Dept. JJ » * » UNIVERSITY at JEFFERSON 
ST. LOUIS, MO. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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FyKon 


PRODUCTS 


Win a Prize with Hykon 
Profit Makers 


The HyKon Boring Machine 
has been the standard machine for 
ten years. It is from two to four 
times as fast as any other on the 
market and much easier to oper- 
ate. One easy pull of the strap 
and the bit revolves five times. 














Here is your opportunity to show 
what you can do on the Hykon 
line and at the same time win one 
of the $25 cash prizes offered by 
The Jobber’s Salesman during 
July. 


Every contractor in your terri- 
tory is a prospect for both of 
these products. 











The latest model has fewer 
working parts; a new rollcr ratch- 
et; leather strap with web 
weather proof hand hold; positive- 
ly no slipping—no noise—and, 
square telescoping standard, ad- 
justable from 4! ft. to 13Y ft. 


Can be furnished with attach- 
ments for old house wiring, out of 
way places and saw for notching 
joists. 


You are given here sales facts 
which you can carry on to your 
customers and they will grasp 
readily the significance of these 
features. 


Do not overlook the fact that 
your contractors not only save 
time and labor by using these de- 
vices, but you and your company 
as well enjoy a splendid profit on 
every one you sell. 








Saves its cost on one job. 











Hykon Double Unit Reel is another labor saver. Pulls wires, No. 8 
and smaller, from the Reel—either off top or bottom of roll—into 
conduit or in knob and tube work without tangles or snarls—without 
the trouble and loss of time—straightening out wire. Wires pull much 
easier as there is no twisting, buckling or binding. It comes off roll 
same as it was put on, with tension desired. Not too loose, not too 
tight—but exactly right. 


Reel is light weight and with convenient handle it can be easily 
carried. 


Used by the best on all old house, radio, knob and tube, and conduit 
work. 





Eliminates wire wastes. 


“Just Ask The Men That Use Them” 


THE HYKON MANUFACTURING CO. 
Alliance, Ohio 


RyKon 


PRODUCTS Hy Kon Sez: OH 


Lindbergh went across. pet 
So do our products. " 




















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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To the— 


Salesmen t 


of 
Distributors 
of 
WEBER 
DEPENDABLE 


WIRING 
DEVICES 


Here is your chance 
to cornes a little ex- 
tra cash. It will 
come in handy this 
summer. “The Job- 
ber’s Salesman” will 
pay $25 to the sales- 
man of a Weber 
Distributor who 
sells the most 
Weber material this 
month. So peel off 
your coat, put a 
clean handkerchief 
and an order pad 
in your pocket and 
hop to it. Be sure 
that your sales 
manager has proper- 
ly entered you in 
the contest and 
keep an accurate 
record of your sales. 





Yours for more out- 
lets, 


Henry D. Sears. 








| Toggle Switches 
Have Come To Stay 


And WEBER Has The 
Only Complete Line 


FLUSH TOGGLE SWITCHES 


Sixteen different numbers, including lock switches 
and switches with luminous levers. All flush 
switches have brown levers. 








SURFACE TOGGLE SWITCHES 


Eighteen different numbers. 








SR) SURFACE TOGGLE SWITCHES 


\ — with porcelain covers, single pole and three point. 





SURFACE TOGGLE SWITCHES 


© with base for wood moulding; suitable also for use 
— Y in connection with numerous “Pipe Taplets” and 
—_ “Vv. V. Fittings.” 





“When WEBER makes a switch, it’s a switch!” 





HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 





fl Boston MASSACHUSETTS 


\eee EPEN 
IRING L/EVICES 



























prize will be aw 


The products of this company are entered in the prize contest for this month. A $25 


arded the salesman selling the greatest quantity during the month. 
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co 
Bring Home the Bacon 
ingle Wall Loom 
a OME hustling Jobber’s Salesman is going 7 
collect twenty-five berries at the end of this 
DURAFLEX month for selling the most Durabilt Products. 
The real ol’ able cable 
i It’s SAFE Why shouldn’t it be you? You won’t need any 
high-pressure arguments. These products have 
DURACORD been favorites with contractors for years. 
The heavy duty ie Twenty-five smackers aren’t to be sniffed at, and . 
Portable Cord \ . —well, it never did hurt a salesman to have his sn 
“ house know he led the country in sales. A a 
DURAX _ ~ 
— a So let’s go! You know how good Durabilt ‘> 
The New-Motelic | PN Products are. Contractors know too. Talk ’em 
Gated Cette >= up! Somebody’s going to win. Make it you. 
of Known Quality 
SS ~ 
DURAWBE PRESS SSS ONS 
Durabilt Quality Ni : (a a 
for neat work a . : Sy &S 4! 


For Wiring Jobs in Record Time! 


dup’ D URABILT:»... a 


 “DRODUCTS 222" 


4 


TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity oLU Tt tale Mt dal- Mesto) ahaa m 
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becially . for 
_ the New 100 Wate Type A’ 
INSIDE FROSTED L/ 


ANOTHER opportunity for Electrical Jobbers 
and their Salesmen to increase sales is provided in 
these new Sterling Reflectors Nos. 231 and 233. 


PHOTOMETRIC tests, as referred to in the 
charts below, show that better 
control of light and greater 
efficiency is obtained with 
Sterling Reflectors Nos. 231 
and 233 than is obtained with 
Reflectors of the fluted, corru- 
gated, or stippled types. 








THE popular preference 
being so widely and rapidly 
given to the use of INSIDE 
FROSTED LAMPS indicates 
active sales for these two new 


Sterling Reflectors. 








In order that you may take 
full advantage of this oppor- 
tunity to increase sales in July .. 
and August, we are prepared 
to make 

mpamnennernainon -DELIVERY 


LI 
S heaaee 














Representative 
1411 Jasdinen: Boulevard 


eae LUELLA 


CH ICAGO, © 


si aE a AS RN ail! an aint saints canal ais Be an 


The products of this company are entered in the prize contest for this month./ A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Backin 189 O 


— > 
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| homes 


4 ‘ 
4 . 
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ee) “ed 3a 
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wr When even the finest 


still used kerosene lamps— _ 


. g before electric lights came into general 


use; when the automobile was still a tinker- 
er’s toy; a quarter of a century before radio 
was even thought of, the Indiana Rubber 
& Insulated Wire Company began its career. 


We have literally “grown up” with the elec- 
trical industry. And we have kept pace with 
every forward move; clinging always to old- 
fashioned ideals, yet ever ready to accept 
new-fashioned ideas. 


Today PARANITE—our trade name for 
rubber covered wire—is the result of 37 years 
of experience and experiments. “You can 
depend on PARANITE” has become a 
recognized phrase in the electrical industry. 


INDIANA RUBBER & INSULATED WIRE COMPANY 
JONESBORO, INDIANA 


811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 


Western Representative 
H. F. Boardman Walter I. Fe mn & Company 
400 Hibernian Bidg., Los Angeles 208 Baltimore Bidg., Kansas City, Mo. 


Warehouse stocks Dallas, Texas; Denver, Colorado 


The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Zoom! With the soaring 
speed of a trans-Atlantic flyer, 
jobber’s salesmen everywhere 
go speeding along the “con- 


test course. 


And when you're set for the 
start, remember the products 
easiest to sell are those the 
contractor is already sold on. 


ETTCO Armored Cable and 
Flexible Steel Conduit, 


Armored Cable 


Flexible Steel Conduit 





sie 





May the best sfman win 


Non-Metallic Conduit and 
Sheathed Cable, for example. 


Pushing this well-known line 
is big help toward winning; 
ETTCO’S standing with con- 
tractors, plus our clean cut 
jobber policy, will put a 
whale of a wallop back of 
your sales work. 


Make ETTCO your pal and 
partner in the contest-—and 
you Ilsoon be saying “Excuse 
my dust” to the field. 


Non-Metallic Conduit (Loom) 
Non-Metallic Sheathed Cable 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 

























The products of this company are entered in the prize contest for this month.” A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Insulators will win 
that prize for you 





NE $25 prize is yours if you will push the sales of 
Hemingray insulators during July. 


Behind these products you will find a reputation for quality 
that is nation-wide. 


They are easy to sell. It simply rests with you to see how 
big a volume you can secure during the contest. Good luck 
and success to you. 





Their efficiency 
has been established 
over many years of 
long and satisfac- 
tory service. 


They combine 
the qualities of 
durability, uniform- 
ity and low cost. 





Hemingray insulators are particularly suitable for all low and 
medium voltage lines ranging from 2300 to 15000 volts. 


They are immediately available for prompt shipment. 


wllneneillueiatassiiasisasittialisiaiia ese is. 
HEMINGRAY GLASS COMPANY 


MUNCIE--IND. 
































OO 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Prizes Offered in Contest for 
Sale of Square D Products 
Again this. year Square D is in 

“The Jobber’s Salesman’ Summer 

Sales Contest. To the jobber’s sales- 

man who sells the most Square D 

products in July there will be a cash 

prize of $25, with a similar award for 
the leader in Square D sales in 

August. 

The entire Square D line is in- 
cluded under the terms of the contest. 
Any sale of any Square D product by 
a jobber’s salesman who is duly en- 
tered as a contestant will count to 
his credit. 

Here is an opportunity to put the 
Square D reputation to work for you, 
with a prospect of reaping a special 
reward. The Square D line is widely 
advertised, is everywhere favorably 
known—-sales concentration on it is 
sure to bring results. 

D 


switches is available to electrical job- 


A complete line of Square 
bers—not only the domestic safety 
switch, but disconnect switches and 
other types for infrequent operation; 
switches for general industrial use; 
meter service switches, ete. 

There is likewise a large and grow- 
ing market for Square D power pan- 
els, convertible for 30-, 60- or 100- 
ampere fuses—a feature that in- 
stantly appeals to those responsible 
for electrical installations. 

And in connection with industrial 
sales, don’t forget the Square D Test- 
Jack panel, a standard convertible 
power panel with special features 
which permit plugging in to any cir- 
cuit without opening the panel door, 
stopping machines or breaking the 
This Test-Jack 


feature is invaluable for current test- 


circuit in question. 


ing or for checking power factor. 

A tremendous market is also open 
for the Square-Duct wiring trough— 
the new method of carrying branch 
circuit and feeder wires. Square- 
Duct saves time and money in both 
material and labor, and has an im- 
mense variety of applications. 

Be sure to have your sales manager 
enter you for the July-August “Job- 
ber’s Salesman” Contest. Push Square 


Sell a leader— 
(Adv.) 


D and win a prize. 
be a leader. 














— 
aaee 


Better Distribution ~ 
Insures Better Service ~ 


It is the policy of the Square D Company so to build 
distribution that the same high-grade service may be 
readily available to every class of buyer in every mar- 
keting center in the country. 


Weare more concerned with the character of our jobber 
representation than with the mere number of jobber 
outlets for Square D products. For we know that in the 
electrical industry especially, the satisfaction of cus- 
tomers depends very largely on the kind of service 
they receive. 


Square D distribution everywhere is in the hands of 
responsible, experienced jobbing houses—capable of ad- 
vising intelligently on electrical problems, and organized 
and equipped to insure quick delivery on all orders. 


This sales policy, coupled with the highest standards 
of manufacture, has brought Square D unquestioned 
leadership in the Safety Switch industry, and has built 
equal confidence in a// Square D equipment—industrial 
switches, power panels, current testers and other elec- 
trical control devices. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (110) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, 


ONT. 
BRANCH OFFICES: Toronto, Montreal 








ELECTRICAL EQUIPMENT 














The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Good- Bye 

















|” Junior — 
|. (Mhisk-Broom Size] 












Come Along 
with Presto-Jr. 


Returns on our national advertis- 
ing have been pouring in now 
for several months — more and 
more all the time. And the adver- 
tising’s going right ahead, with 
active trade-cooperation on the 
follow-up. 


Our cooperation with the Dealer 
is through the Wholesaler who 
supplies the merchandise. Every 
dealer selling Presto-Jr. must buy 
his stock through his regular 
wholesale source. 


Pe than ar 


wide-awake Whole- 
salers have joined 
the money making 
Presto-Jr. sales army 
since January first. If 
you are not ina po- 
sition tosupply your 
dealers write today 
for a complete out- 
line of our advertis- 
ing scheduleand 
details of various 
sales helps we are 


i to give JS 


Alone in its Field— 


The small, light, ““Whisk-Broom Size” Cleaner. Handiest and 
most efficient little vacuum cleaner in the world iscleaning up 
areal recordin sales. The public has been quick to appreciate 
its real value in getting at the out-of-way, hard-to-reach dirt 
spots. This year’s motorist has found a magic“‘whisk-broom” 
for the upholstery of his closed car. Dealers everywhere, are 
enjoying fast turnover on this sensational item. Jobbers’ 
Salesmen are making money. 


METAL SPECIALTIES MANUFACTURING CoO. 
338-352 North Kedzie Avenue, Chicago, U. S. A. 


ii Junior 
a em “Whisk-Broom 


Presto-Jr. 


sea.  Blectric Vacuum Cleaner 


The products of this company are entered in the prize contest for this month. A $25 


a 


We'll be with you every step of 
the way. 


x 









































prize will be awarded the salesman selling the greatest; quantity during the month. 
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New Line Up of 


Majestic “B” Current Supply Units 
and Majestic’s Own Tubes 


> Rating 50 mills. at 180 Volts. 

Majestic Super- B The ahen Standard by which 

other B-eliminators are compared. Will deliver current for loads up 

to twelve type 201-A tubes or equivalent. Will deliver 180 volts for 

the new type 171 power tubes. Two variable output voltage controls 

make a simple adjustment and insures tone quality vastly superior to 
that obtainable from batteries. 


Retail price, complete with the Majestic Super Power B $2,950 


PUAN URN ce oor ar Bhdtis, beaaa ch draedime ek wie ees Gan eee 


Majestic Master-B— Rating 60 mills. at 200 volts. 


The precision B-Power unit 
for the critical radio enthusiast. Control of all output voltages in- 
sures the best possible results. The maximum voltage output is suffi- 
ciently high to operate not only UX-112 and UX-120 power tubes 
(135-150 V.) but also the latest super-power tube 


UX-171 (180 V.). Retail price, complete with Majes- $3 20 


tic Super Power B Nectifier Tube: ....<.6cccsccceess 





Rating 60 
Majestic Special Master-B— Bit! %é oto 
volts. i, wer to meet the demand for units having taps 
for 22% V., 67% V., 90 V. and 135 V., which are required on such 


sets as certain models a the Kolster, A. C. Dayton 
and Fada, etc. Retail price, complete with Majestic $ 50 
Sumer rower Bb Rectther Dube... ....occacciivecicckeccs 

66 99 Is equivalent to Majestic Master-B in output rat- 
Maj estic A % E Model R ing and all-round efficiency of operation, but is 
caine with step-down transformer and output terminals for filament connections for supplying current 
for A. C. tubes. Majestic ACE, Model “R,” for use on sets operating with McCullough 


A. C. Tubes. = $ OO 
Retail price, Model “R” complete with Majestic Super Power B Rectifier.................. 


66 99 ~ ‘99 Designed for use with the newest AC 
Majestic Ace Models R and Tubes—Specifications exactly the same 
as for Model “R” except that Model “S” is especially q for sets which operate with $3 5 





R-C-A or Cunningham AC Tubes. Retail price, Model “S,” complete with Majestic Super 
ips CEE Pe REI St olare oho ct sa hoo oie aco wee ROMS e aeloe eal aad selec ud sers side EL MOOT EEE ETO U eNO. 


Write for detailed specifications 


Now is the time to win the prize 
on Majestics with the new models 
complete with tubes at lower prices 


GRIGSBY-GRUNOW-HINDS CO. 


4546 ARMITAGE AVENUE CHICAGO, ILLINOIS 




















The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Three FRINK Products 


Marketed through legitimate jobbers only. Each embraces the high qualities 
of illumination and workmanship for which Frink has been noted since 1857. 
Gives a complete window lighting service. 








‘ 


SILVERLITE SPOT-O-FLOD 














Silverlite 


AY all-metal reflector susceptible to adjustment for filament foci for three different size lamps. This 
adjustment is made instantly because of the collapsible neck, and exclusive feature in Silverlite 
reflectors. No special holders are required. The reflectors fit the standard 31/,” holders used everywhere. 
Color screens can be attached without extra clamps, hooks, etc. Described in our circular No. 77. 


Multilite 
A CONTINUOUS trough reflector using reflectors built on the Silverlite principle, adaptable from 
60-watt to 200-watt lamps. Multilite reflectors come in units of 2 to 10 individual reflectors. 


They are wired and ready to install, eliminating cost of individual outlets. The unit construction gives 
far greater flexibility of light and color control and results in neater, more economical illumination. 


Described in our circular No. 79. 
Spot-o-Flod 


COMBINATION spot and flood light admitting of instant adjustment, without the use of tools, 

to any angle. The beam is controlled from a spot of 24 inches to flood of ten feet at a distance of 
10 ft. Color frame and screens come with each unit permit of individual color spot or flood of entire 
window. Described in circular No. 84. 


THE FRINK CO., Inc. 


Branches in All Principal Cities 10th Ave. and 24th St., New York 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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THE MASON SAFETY SWITCH 
One of a Series 





This is the switch Jed sold. It is 
furnished for fuse connections or 
thermal cutouts. 





“JED” 
QUOTA STANDING 

Jed $35,000 70% 

Al $32,000 647, 

Hank $20,000 40% 
Pretty close this timee If I*°d known it was 
coming out this way, could have worked a <i Sle ly 3 Prom a ok ee 
little harder. Don't hurt anybody to do oil burners. Made for fuses or ther- 
thate mal cutouts. 
Well Jed pulled a new onee He called on a 
bunch of factories, and sold a lot of T-V THE CURRENT BREAKER 


Safety Switches for mechine usey, and then he 
got a good idea and lined up a lethe menufac- 
turer for a years supply. 

I went efter the refrigerator fellers cuz this 
is just the time to hit them and also the oil 
burners for next wintere They all liked "77" 
end the rest of this linee 

The more I see of T-V Switches the more I 
realize whet a complete line we got. Can't 
beat "eme 





Pe Se Hank was took sick for a weeke He'll 
beck This switch has broken all records for 
come DeCKe electric and endurance tests. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO 
BANTAM, CONN. 


W SAFETY SWITCHES ® 














Semnomene 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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MURRAY 


METER SERVICE SWITCHES 


EASY WIRING IS CHARACTERISTIC OF EVERY 
SWITCH WE MAKE 














. No. 235B 
pre AFTY” There’s Nothing 
> Wi 30 i‘ Tricky About 
wil = Making These 
125 Volt . 
: Connections. 
Single Fuse 


Nothing Covered 
Up or Hard to 
Reach. 


Main Service 


and 





2 Branch Circuits 






































Murray Switches are entered in the Job- 
ber’s Salesman contest. 


“A A Rotary” It is easy to sell switches which save the “Sonat” 
Accessible Main contractor time. You have just as good eee 
Fuses a chance as the next man to win the prize. Main Puses 


Complete information on Murray Switches 
sent on request. 


— METROPSLIIAR... 
sor DEVICE GORPORATION 222... 


DETROIT 1250 ATLANTIC AVENUE MINNEAPOLIS 
BROOKLYN +~+. NEW YORK 




















The products of this company are entered in the prize contest for this month. A &25 
prize will be awarded the salesman selling the greatest quantity COLO Tt tale Mun dal-Maalelah aah 
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BOSTON, MASS. 


Entered in the 


JULY and AUGUST SALES CONTESTS 
WIREM 
WIREDUCT 
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owe ser rat tom ete 
tala Tos Bice 


OLD 
NIREFLEX 





with well planned help behind you and them 


There will be a lot of interest awakened 
during the next few months by a well 
directed sales promotion campaign on 
these three products. 


25,000 reprints of an article on Surface Wiring 
which appeared in a well-known journal recently 
has been sent to a selected list of prospective 
users. 

100,000 circulars for jobbers to distribute among 
their trade will be sent out. 

40,000 Wiremold Catalogs and Wiring Guides are 
available for Jobber and Contractor distribution. 
A Direct Mail campaign, coupled with our trade 
paper advertising, will be working for you. 
Ample stocks are available for immediate ship- 
ment. 

Ten District Sales Offices are geared to swing 


Edward Rigby, 10 High Street 


NEW YORK CITY 
The ‘aun Co., 
sea, © 


PHILADELPHIA 






ee ay 









58 W. 15th Street 
M, Scho, 935 Ackerman Avenue 


Tue WiremordD ¢ 


E. E. we 250 N. 11th Street 
ri. 1112 Keystone Building 





"> The products of this company are}*entered in the-.prize contest for this month. 





HARTFORDO,CONN. 


right into your selling campaign. Call on them. 
They will go out into the field with you to help 
you ‘‘close the hard cases.”’ 


Don’t overlook this fact. When you say 
Wiremold—Wireduct—Wireflex 


to a prospect and put samples in his 
hand your sales resistance has been re- 
duced to the vanishing point. 


The Wiremold Company is working to 
make your selling easier, and in addition 
we have entered our products in the 
Jobbers’ Salesman’s Prize Selling Con- 
test. There are both increased sales and 
prizes waiting for you. 
—, GA. 
C. BIGLIN, 138 Marietta Street 
CHICAGO. ILL. 
Austin & Co., 108-116 So. Desplaines St. 
DETROIT, MICH. 
R. J. THORNE, 4325 Commonwealth Avenue 
DALLAS, TEXAS 
& Sate. Santa Fe Building 


Jenkins 
SAN — CAL 
Geo. A. Gray Co.. 910 Howard Street 


ee 2) 


prize will be awarded the salesman selling—the*greatest quantity during the month. 
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Circle T 


is in the contest again this year. 





There is a prize for all those who turn in a record. 

The cash prize augmented by @ to $50.00 will be awarded to the Jobber’s salesman 
who turns in the largest amount of orders in dollars and cents for Trumbull products 
during the month of July and a similar award for the month of August. 

Just as a suggestion, why not hit hard on some of the fast moving material which is 
in demand by those who know it. It is up to you to make these products known to 
those who have never had them brought to their attention. 


Here are a few suggestions! 








1. The old reliable, 4. Tumbler Switches. Page 27, 
but constantly im- Bulletin No. 7. 
proved type “A” line 2 Pole, 250 Volts, Flush or Sur- 
of Safety Switches, face mounting. 
having “quick make” 3 Pole, 600 Volts, Surface Type. 
and “quick break” For starting small motors or con- 
mechanism with inter- trolling heavy duty lighting cir- 
locking feature, listed cuits. 


and illustrated on pages 
18,13) 14 and 15 of 
Bulletin No. 7. 

Do not forget the 
“Snuf-Arc” is an exclu- 


sive feature and a won- 5. “E.W.” Switch. No. 
derful sales help on 600 5790. New Page 32, 
Volt Switches. Bulletin No. 7. 


: a yi Blade, 

oe ae Single Fuse, Midget size, 

2. Type Cc’ low in price. 

Switches, punched clip 

construction, “Quick 

Break.” See pages 46 - 

and 47 of Bulletin 

No. 7. 

Can be furnished with 

neutral strap—now in 

wide demand. _ 6. Kappa Motor Start- 
ing Switch. No. 13644. 
New Page 52, Bulletin 





| 3. “R.M.” Type No. 7. 
™ ; “eu Motor Starting 2 Pole, for use with pro- 
yee Switches. Pages tective cutout for starting 
22 and 23 of Bul- single phase motors. 


letin No. 7. 
Three Types 
1. Fusible (and 





No-Fuse). 
2. Short circuits 

fuses whe “ 7. Residence Panel 
: startimg motor. Boards. Page 97 of Bulle- 
3. For use with ~~ 

Protective Cut- peace Pagel 2 

aa 4 to 12 Circuits. Single 
BY Fe = and Double Fusing. No. 
Note: The Two 3104—4 Circuit and No. 
Position Type is 3206—6 Circuit Panels are 
now made for of new design. 

“R. M.”’ Type 600 Volts. No. 3104 





If you will drop us a card we will be glad to send you information supplementing 
that given in Bulletin No. 7 on Switches in which you are interested. 


The Trumbull Electric Mfg. Co. 





New York Plainville, Conn. Chicago 
Boston San Francisco Philadelphia 
Jacksonville Atlanta Cincinnati 

















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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adio SOLDER 


ROSIN-CORE 
















bboy <MESTER 


Radchin SOL DER 


an 


VERY day in the week—not only in a Kester Radio Solder 
contest—Kester Radio Solder starts an Display Carton 

order on the books. Why—because this 

year Kester is backed by the largest adver- Ten cans about % Ib. 

tising campaign the world has ever seen run each containing rosin- 


core solder flat or rib- 


on solder! It'll be easier than ever before bon type are packed in 
to sell Kester this year, and we’re doing the display carton. Ten 
more than our share to let Kester help you cartons (100 cans) to 


the case. Advertising 
leaflets enclosed in each 
carton. 


win the prize. Besides; Kester Radio 
Solder, being that of Rosin-Core, has the 
approval of the leading radio engineers and 
manufacturers. 


Kester Solder with either rosin or acid flux 
can be furnished in several different gauges. 
Rosin Core standard No. 5 is about 3/32” 
in diameter. 


Acid Core standard No. 3 is about 1/8” in 
diameter. Kester Rosin Core Solder, rec- 
ommended for delicate electrical and radio 
work, comes on 1, 5, 10, and 20 pound 
spools and 18” sticks in 5 pound boxes. 
Kester Acid Core Solder, used extensively 
in house wiring and general work, is put up 
on 1, 5, 10, and 20 pound spools. Kester 
Metal Mender, the small package of Kester 
Acid Core Wire Solder, is put up the 
same as Kester RADIO Solder. 


Let Kester help you win this contest. 
Send coupon for sales dope. 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Avenue 
CHICAGO, ILLINOIS 234 4 “WJ OC 





J. S. 7-27 
Chicago Solder Co. 
4251 Wrightwood Ave. 
Chicago, Illinois 


Gentlemen: Sure I want 
to win this contest—send 
me your sales helps (cat- 
alog sheets, leaflets, etc.) 
on Kester Solder. 











The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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so QQ 


GERARD SWOPE 





Ny 


The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 


dependable products. 

























ba HE interpretation of the ethics and ideals of business 
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BUSINESS PAPERS 


—spokesmen for industry 














and industry to the public,” said Gerard Swope, 
president of the General Electric Company, at the last 
Associated Business Papers Convention, ‘‘can have no 
better mouthpiece, can have no better spokesman, than the 


technical and business press.” 


This publication you hold in your hand is a business paper. 
The publisher and his editors and advertising men are a 
part of the industry which they serve intimately, acquainted 
with the technical, professional, or trade practices and 
methods of that industry, or business or vocation. 

The editors pick out of the many phases of the flow of 
trade, news and policy trend in methods or machinery which 
will best serve the reader’s needs. The advertising pages 
are a huge many-leaved coupon on the editorial section. 
And above all, the paper as a whole seeks to express the 
higher purposes and objectives of the small and large busi- 


ness men it serves. 
For as Mr. Swope further said in his fine analysis of in- 


dustry responsibility in this same address: 
“Tt isn’t necessary to be big to be successful, but it is 


absolutely essential to be successful to be big. You can’t 


grow without that.” 
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A. D. Peabody 


(Continued from page 25) 
that we could develop methods and 
policies of serving him in a way to 
merit our share of the jobbing busi- 
ness in our logical territory. 


“Our idea of logical territory is up 
to the point where transportation rates 
equal those of competitors. We be- 
lieve a jobbing house should figure to 
serve only where it can economically 
serve ; where it gets expensive to serve, 
it should leave the field to others bet- 
ter located to serve it. 


“This has been our consistent pol- 
icy.” 

A. D. Peabody, on his record, al- 
ways has been able to plan thoroughly 
and well. An incident, fundamental in 
its application, illustrating the man’s 
personal characteristics, only recently 
was concluded—when Peabody threw 
away a list, made nearly seven years 
ago. During the intervening years, 
this list reposed beneath the glass of 
his office desk. 


Making his plans for the jobbing 


business, Peabody drew up a list of | 


17 lines he wanted to have as a job- 
ber. They were quality lines. The 
extent to which he possessed them 
would govern, considerably, the qual- 
ity of the service he could give cus- 
tomers. He set systematically about 
the task of acquiring them—the whole 
Be 

Some were acquired readily—others 
had to be waited for. Only a few 
months ago was the 17th line acquired. 

Peabody kept the list before him 
all through the years, until every line 
upon it was possessed. 

The territory, which, January 1, 
1921, The Peabody Electric Co. (its 
capital increased to $50,000 out of 
earnings) started to work in was al- 
ready cultivated by houses, some of 
them established for many years, of 
St. Louis, Kansas City, Dallas. Yes, 
there was plenty of competition! 


During the first few months, Pea- 
body relates, the company lost money 
at the rate of $1,000 a month! The 
turn did not come until September, 
1922, in any very definite way. 

Building years were necessary— 
that was all. Dealers and contractors 
and industrial buyers had to get ac- 
quainted with Peabody Electric Co., 
and its particular brand of service. 
An interesting check on the hold of 
its customers is shown by the propor- 
tion of mail orders. During the first 
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The 
ALABAX 
LINE 


54 Genuine P&S Porce- 
lain Devices—for Side 


Wall and Ceiling Outlets. 
5 Colors 


4 Decorations 


P&S ALABAX 
Stripe Decoration 


Manufactured by the most modern 
methods known today. 


P&S Quality is inherent in every 
piece. 


Fast Moving—Popular Devices. 


Specify P&S 
ALABAX 
devices when 
ordering. 





Write us for 
prices and 
information. 


P&S 875 ALABAX 
Glass is not included 


PASS & SEYMOUR, Inc. 
Solvay Station Syracuse, N. Y. 


West Coast Representatives 
Cc. R. BACH CO. 
252 Fifth St. 

SAN FRANCISCO 


CHICAGO 
730-32 W. Monroe St. 


NEW YORK 
71-73 Murray St. 




















INDUSTRY.” 
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Announcing— 


THE 
NEW DUREX 
SOCKET 





DUREX R.L.M. STANDARD 
DOME REFLECTOR 


With New Durex Socket 


The easiest 
wiring socket 
ever made! 


Only Three Simple 
Operations Required 


Socket base is fastened to canopy 

*by screws fitting into bayonet 

holes. A twist of the wrist removes 
or replaces it in a moment. 


2 Porcelain socket shell screws on 
*and off easily, exposing contact 
screws for ready wiring. 


Reflector screws in and out of 
*canopy quickly, easily. 


Write for Folder 10-B on 
New Durex Socket 


Wheeler Reflector Co. 


275 Congress St. Boston, Mass. 





months, only about one order in four 
were mail orders. Now, about three 
orders out of four are mail orders. 
There were two salesmen the first 
year. 

Now, the company has five men 
working out of Oklahoma City, and 
a radio specialist. There are three 
working out of Tulsa. 

The slogan of the business is, “The 
House of Superior Service.” 

Peabody told Tue Jospper’s Sa.es- 
MAN some of the things his company 
did, genuinely giving better service. 
Anticipating the seasonable require- 
ments of the customer, (having what 
he wants when he needs it and wants 
it) is something the company feels it 
does unusually well, because of the 
background of dealer and contractor 
| experience. 
| “I am against red tape!” Peabody 
remarked. When a Peabody salesman 
writes out an order, he gives a copy 
| to the customer. The original order, 
arriving, goes first to the credit man- 
|ager. Approved, it is registered, and 
goes to the inventory clerk, who makes 
deduction from the perpetual inven- 
|tory. In a few minutes it is on its 
| way to the warehouse shipping clerk, 
for filling. It is at the warehouse for 
attention within an hour, ordinarily, 
after the mail has brought it. 





Fast work on new accounts is given, 
in investigation of references. 

| A triple checking system is fol- 
‘lowed to insure the customer getting 
| just what he orders. The employee 
gathering, checks, one man reviews 
and checks. A third checks when the 
| merchandise is packed. 

Fast service in shipment is given, 
orders for parcel post or express dis- 
patch béing received any hour up to 
six o'clock, for immediate shipment. 





City office are men trained in long 
distance telephone selling. 

The company leases for interchange 
of information between Tulsa and 
Oklahoma City houses a special tele- 
phone wire, used daily between two 
/and two-thirty. 
| In 1925, the capital of the company 
_was increased to $150,000. 

In the events here chronicled, much 
_concerning Peabody, the man, is ap- 
| parent. His business aggressiveness, 
| thoroughness, integrity, are written 
large by the story of his accomplish- 
| ments, 





There is more which a mere telling 
| of events does not convey. A. D. Pea- 


Both in the Tulsa and Oklahoma | 











Sell These 
Important Tools 


Tamping Bars 


Jobbers’ salesmen call- 
ing on central stations 
and public utilities 
will always find 
a demand ex- 
isting for 
tamping 
bars. 











Oshkosh 
Tamping Bars are 
furnished in two 
styles, the Light and the 
Heavy Shoe Tamping Bars. 
Both have selected Wisconsin 
rock maple handles and a steel 
shoe securely riveted to the handle. 


There is not a central station or 
public utility in the country that is 
not familiar with Oshkosh Tamping 
Bars. You should experience no 
difficulty in selling at least one 
order on each trip around your 
territory. 


Pike Poles 


The Pike Pole is an- 
other transmission line 
tool for which a 


market is always O sh- 
open. k .o-s hh 
Le’ | i ear 
6 Poles are 


made of old 

growth straight 

grained yellow 

Washington Fir, free 

from all defects. The 

pike is of crucible steel with 

upset shoulder, and is set in 

oil. Ferrule of malleable iron with 
rivet complete through ferrule, pole 
and pike. Made in 2” straight 
diameter size; also 2%” tapered. 


You know of course that we 
manufacture a complete line of 
Transmission Tools. If you do 
not have our latest catalog write 
for it today. 


LEACH COMPANY 
OSHKOSH, WISCONSIN 
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RT-41 “B” Power 


for Radiolas and sets using up to 5 large 
tubes. “a at 25 mils. is 130 volts. De- 
tector, Medium and High Voltages adjust- 
able within wide limits. List Price: in- 
cluding UX 213 tube, $27.00. 





RT-81 “B” Power 


for 3 to 6 tube sets including power tube. 
Output at 35 mils. is 135 volts. All three 
voltages Detector, Medium and High are 
adjustable within wide limits. On and Off 
switch. List Price: including Raytheon 
B Tube, $28.50. 





R-98 “B-C” Power 


A “Universal” “B-C” model for high class 
sets. Output at 35 mils. is 180 volts. Has 
four “‘B” terminals, two of which are in- 
dependently variable. All four voltages 
are variable through primary control. 
Variable High “C”’ voltage. On and 
Off switch. List Price: including BH 
Raytheon Tube, $39.50. 





R-97 “B-C” Power 


“Heavy-duty” model for exceptionally 
high-powered sets and power tube com- 
binations. Output at 50 mils. is 180 volts 
and 50 volts of “C.” Low, High and Off 
switch. List Price: with BH Raytheon 
Tube, $55.00. 













ave your dealers the right 
— “B” POWER 
for each of these men é 


Help them to sell every customer the 
right power unit at the right price with- 
out an elaborate assortment of stock. 


Bro Sterling range of quality Power Units consists of four 
units priced from $27.00 to $55.00. Each unit is designed 
to operate a sufficiently wide range of sets to make it unneces- 
sary to carry the entire four units. More than likely two 
models will meet the power requirements and the pocket 
books of 90% of their trade. 


Dealers know their customers. They know the sets their cus- 
tomers own or are likely to buy. They know how much their 
customers will pay for a quality socket power. With these 
facts in mind they can readily choose the Sterling models 
that will meet their customers’ needs. 


Sterling Power Units have proved themselves in service. Three 
models are Raytheon-equipped and have satisfied the Ray- 
theon’s rigid requirements. 


Salesmen: Here is your opportunity to carry the “B” Power 
Units, which, perhaps for the first time, will assure your dealers 
of a clean, satisfactory profit, free from comebacks, free from 
profit-cutting after sales servicing. 


THE STERLING MANUFACTURING COMPANY 
2831 PROSPECT AVENUE CLEVELAND, OHIO 


terling 











“B” POWER UNITS 
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Buyers should bear in mind that 
Multi products are distributed strictly 
through electrical jobbers. No dealer 
can purchase directly from us. 


This policy gives the jobbers’ sales- 
men one hundred per cent co-opera- 
tion on the business available in the 
Multi line. Buyers everywhere appre- 
ciate this policy, as is evidenced by 
the ever-growing demand for Multi 
products. 





In addition to the Newgard 
Weatherproof receptacles, we have a 
complete “Multi” line comprising the 
N. E. C. Slate and Porcelain Cart- 
ridge Fuse Cutout Bases, Wire Lugs 
and Fuse Clips, and Porcelain Bush- 
ings. 

Send for our catalog and distribu- 
tors arrangements. It will prove a 
profitable transaction to you. 


~MULTI ELECTRICAL 


MEG. CO. 
210 North Ogden Ave. 
Chicago 








body is a westerner in the best that 
the term implies. He has the enter- 
prise, the striving energy, the direct- 
ness of approach, which are character- 
istically western—and with them 
qualities of personal charm which 
have made him a world of friends 
throughout the electrical trade—in- 
cluding competitors—and in the com- 
munities where he has lived. He is a 
past district governor of Lions. 


Does Peabody think well of the op- 
portunities of the electrical jobber? 
A remark thereon is superfluous. “Of 
jobbers, manufacturers, and_ retail 
dealers in all lines of merchandise,”’ 
Peabody remarked, “jobbers stand at 
the top in the rating. I don’t mind 
being one of them!” 





Protection of the Jobber 
(Continued from page 14) 


service is to be definitely included as 
a part of the new central station mer- 
chandising policy, was one of the most 
significant incidents of this great con- 
vention. 


G. E. Cullinan of the Graybar 
Electric Company emphasized and en- 
dorsed the wisdom of the central sta- 
tion men’s new viewpoint when he 
said in the course of a noteworthy ad- 
dress before the convention: “One 
way to get merchandise into the hands 
of the consumer at lower cost is to 
make sure that there is no duplication 
of selling effort. The function per- 
formed by the jobber must be per- 
formed by some one. If we all more 
clearly recognize the function of each 
branch of the industry and make sure 
that each branch is allowed to perform 
its function, we will get lower selling 
costs and consequent wider distribu- 
tion.” 


In his opening paragraphs, this 
writer presumed to suggest that con- 
gealed and outworn ideas are danger- 
ous in business. The idea that the 
central station was an incurable bully 
has prevailed for a long, long time 
among those who have suffered, actu- 
ally or vicariously, from the rough- 
shod methods of the utilities. In the 
minds of some of us that idea has con- 
gealed—it has become a fixed belief 
upon which business policies and plans 
are based. We urge you jobbers to 
get this idea thawed out. 








Switch Rod 


Protection 
up to 


66,000 Volts 


For extremely high voltage 
service this new 5 skirt switch 
rod insulator has been de- 
signed. Wet flashover value 
70,000 volts. Dry flashover 
value 105,000 volts. Mechan- 
ical strength is ample—Ten- 
sion 10,000 Ibs., Torsion 
3,500 ft. pounds. Wherever 
switches are operated at volt- 
ages of 33,000 or over this 
protection should be fur- 
nished men. Send for new 
catalog—samples. Learn more 
about this new item in the 
Illinois Electric Porcelain 
Company’s line. Write. 


ILLINOIS ELECTRIC PORCELAIN CO. 
MACOMB, ILLINOIS 


ILLINOTS 
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Meet the new central station policy 
half way. Give it a chance to take 
root and grow. Not every utility com- 
pany will at once reform and adopt 
this liberal, constructive policy which 
was so clearly voiced at the N.E.L.A. 
convention, but its adoption is inevi- 
table and will come very soon. It is 
the part of business wisdom to antici- 
pate change. 

* * * 


Howard Sands Heads N.E.L.A. 


It gets a little tiresome, year after 
year to say over again “the biggest 
and best ever” in connection with the 
Annual Convention of the National 
Electric Light Association. The one 
at Atlantic City June 6 to 10, never- 
theless calls for the same comment. 
Think of it, over 10,000 delegates and 
guests ! 

Retiring President R. F. Pack of 
Minneapolis said in his address that 
the first convention was held in the 
old Grand Pacific Hotel in Chicago, 
February 25, 1885. At this meeting, 
the National Electric Light Associa- 
tion was organized as a permanent 
body. Six months later the second 
convention was held in the Union 
Square Hotel, New York, and the 
third meeting, marking the end of the 
first year, was held at the Carrollton 
Hotel in Baltimore. Quoting further: 

“We have an enthusiastic delegate 
‘o the Grand Pacific Hotel conventio: 
to thank for the fact that we have a 
printed record of that meeting. He 


moved that the proceedings be print- | 


ed. Another delegate protested that 
there was no money in sight to pay 


the printer but the first delegate in- | 
sisted that history was being made | 








and that a record should be kept for | 


posterity. His motion was carried. 


“It is not revealed how this momen- | 


tous financial problem was solved but 
in the proceedings of the second con- 
vention held six months later, Mr. 
Summerfield Baldwin, treasurer, re- 
ported that $500 had been raised and 
that the total expenditures, including 
the printer’s bill, amounted to only 
$416.17, leaving $83.88 in the treas- 
ury.” 

“In the flowery language of that 
day, Carter Harrison, Sr., later the 
victim of an assassin, welcomed the 
delegates of the first convention to 
Chicago. I quote his words: 

“*No man knows what electricity 
is but that it is everywhere and seems 
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| 
| 
| 
| 


to pervade all things. You rub your | 








| 














an 








a 












































For Small a - Reflector 
Lamps i — 

FLEXCO (Non- : a. FLEXCO and 
Locking) and FLEX- \ FL EXE LOK R 
CO- LOK (Key Lock- Ki \ / flector Guards sees 
ing) Guards for small | half metal shell. For 
lamps of not more aT AA , any lamps up to 60- 
than 4 inches total watt—5% inch total 
length. AGL length. 








FLEXCO and FLE XCO-LOK Regu- 
lar Guards are supplied in four sizes; 
for lamps to 60-watt up to 5%” total 
length ; for nigh: to 100-watt up to 
6%” total Jen t for lamps to 150- 
watt up to 7! F total length ; for lamps 
to 200-watt up to 8% total length. 








Portable 
Reflector 


| rt one ape tes 3 Split handle and 
Cay! wie “ations 16 na hook. Half guard 
tenga to 4” \ is metal shell re- 
total length and 
up to 55” total 

length, 


flector; for lamps 
up to 60-watt. 


All guards for standard brass or weatherproof sockets. 


Users are enabled to standardize on 
this line for all of their lamps. Orders 
obtained by our eleven salesmen in the 


U.S. A. are placed with our jobbers who 


carry stocks. 
















Flexible Steel Lacing Company 


4698 LEXINGTON STREET, CHICAGO, ILLINOIS 


(PATI f 


FLEXCO- LOK 
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Instant Approval Everywhere! | 


of the 
“‘Quad’’ Swivel Hanger 


Means Increased Sales For You 

Push this simple, practical time-sav- 

ing Swivel Hanger, approved without 
hesitation by all contractors. 


Your customers will buy readily— 
they will see its advantages immediately. 
“Quad” Swivel Hangers bring rows of 
fixtures into perfect alignment on any 
ceiling, flat or sloping up to 45 degrees. 


“QUAD” 
REFLECTOR S$ 





This Shallow Bowl 
Reflector added re- 
cently to the pop- 
ular ‘‘Quad”’ line. 


Well made of steel Write for selling 
porcelain enameled, 
green outside and quest. 


white inside. Made 
in fitter type, sizes 
10” to 16” diameter. 
This low - priced 
“Quad” B H reflec- 
tor is most efficient 
for factory lighting. 





Exclusive ball and socket joint makes 
stem hang straight. and swing free, elimi- 
nating hand cut shims to level up. These 
Swivel Hangers cost no more than stud, tagon outlet 
hickey and canopy—three parts replaced 
when a “Quad” Swivel Hanger is used. 


\ information. A sample 
Swivel Hanger will be sent FREE upon re- 


QUADRANGLE MFG. CO. 
553 W. Monroe Street 
Chicago, Ill. 


WAP | 






PORES pe 


Cover. section 
made of pressed 
14 gauge steel, to 
fit both 3” and 
4” round or oc- 


boxes. Ball sec- 
tion is iron, 
threaded to take 
%” conduit 
stem. All parts 
fully galvanized. 











SWIVEL HANGER > éi 































Johnson 
Propeller Fans 


are 


Quiet running 
Sturdily constructed 
Generously rated 
(wheel size not rim size) 
Lowest in cost-per-foot- 
of-air and 
Profitable to handle 


Write for our 
Jobber’s propositon 




























Johnson Fan 
and Blower Co. 
1327 W. Lake St., Chicago 


Branches in Principal Cities 
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sweetheart’s glossy locks and, lo, a 
spark springs out.’ 

“To an electrical man who 
charged that Chicago was a city of 
darkness and its mayor unfriendly to 
the advent of electric street lighting, 
I replied that Chicago people are like 
a glow-worm in that we carry our 
lights always on our foreheads. Some 
have thought I have not been very 
friendly to electricity. That is not 
true but as the father of over 600,- 
000 people all looking to me for pro- 
tection I say we want electricity but 
we do not want death dashing like 
a horrid monster through our 
streets.’ ”’ 

And now :— 

“This year will see fuel burning 
stations of upwards of one million 
KVA ultimate capacity in operation 
at around 16,000 B.T.U. per K.W.H. 
or less. Some smaller plants are 
even now operating on 13,500 B.T.U. 
over long periods. As the size and 
efficiency of these steam units and sta- 
tions increase the amount of coal per 
K.W.H. decreases. In 1885 at least 
10 lbs. of coal were necessary to pro- 
duce a K.W.H. Ina few modern and 
highly efficient plants today a K.W.H. 
is produced with .9 of a lb. of coal 
and the average throughout the nation 
is only 1.91 lbs.” 

This year’s activities seemed to 
center quite largely around the re- 
fixturing campaign inaugurated by the 
N.E.L.A. And much is expected of 
it as a long-time if not continuous 
activity. And beyond that, merchan- 
dising and the commercial aspects of 
the great central station industry. 

Following long established prece- 
dent, the first vice-president was 
elected president of the N.E.L.A. for 
the coming term—Howard T. Sands 
of the Electric Bond and Share Co., 
New York. He has been in the elec- 
tric light and power industry since 
1896. In that year he went to Me- 
chanic Falls, Me., to take charge 
of the construction crew building a 
dam and power house for a new elec- 
tric light plant, although at that time 
he had no knowledge of electricity or 
of the public utility business. During 
construction he became interested in 
the future of the electrical industry, 
and when the construction work was 
completed he took charge of the plant, 
acting in the multiple capacity of su- 
perintendent, bookkeeper, meterman, 
wireman and general utility man. He 
remained in Mechanic Falls until 
1901, when he was appointed super- 
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Howard T. Sands 






Electric Light Co., the second largest 
electric plant in Maine, and spent 
four years there unifying the systems 
of that company and of the American 
Power & Light Co., which it had 
purchased. He also supervised the 
construction of a hydro-electric plant, 
one of the largest in the state at that 
time. 

In 1905 Mr. Sands joined the Ten- 
ney Service Organization of Bosto 
as manager of the Haverhill Electric 
Co. and in 1909 he was appointed as- 
sistant general manager of all the 
Tenney properties, having his head- 
quarters at Malden. 
appointed general 
Tenney Service 


manager 
Organization 
headquarters at Boston. Four years 


that position until March, 1926, when 
he resigned to accept his present po- 
sition with the Electric Bond and 
Share Company of New York. 

Mr. Sands was born in _ Saco, 
Maine, September 12, 1867 and re- 
ceived his education in public schools 
of that city. 

* * # 


Flashes from the N. E. L. A. 
Convention 

Santa Claus has been good to the 
electric light industry. For he has 
stimulated Christmas tree illumination 
to such a degree that the last Yule- 
tide sales of miniature lamps for that 
purpose reached 47,030,000, accord- 
ing to the report of the lamp com- 
mittee. 





Through its committee on inductive 


intendent of the Lewiston & Auburn 





In 1910 he was | 
of the | 
with | 


later he became a vice-president of | 
Charles H. Tenney & Co., retaining | 
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Sales 
Opportunity 


in the electric range 
field is for a popu- 
lar-priced, low-op- 
erating-cost, small- 
family - capacity 


stove. 


Th POPULAR PRICED 


FRUGAL 


ELECTRIC STOVE 


meets this demand with a limited line of fast sellers 
in which are incorporated heating elements equal to 
the best, electrical construction which withstands break- 
down tests twice as severe as Underwriters’ require 
ments, and structural design of such neatness, strength, 
and permanence of finish that the units literally sell 
themselves off the dealer’s floor. 


The FRUGAL line is sold under a 


Strict Jobber Policy 


Write us today for distributors’ arrangement 


The 


Frugal Electric Mfg. Co. 


2249-51-53 Beechmont Ave., Cincinnati, O. 


“s 










Al 











110 





THE JOBBER'Sff|SALESMAN 











| Always a Market for $1] (\50 
Emerson Junior 10 


(9-inch non-oscillator) 





The Emerson Junior 9-inch non-oscillator 
listing at $10.50 is the lowest priced member 
of the family of fans with the 5-Year guarantee. 


Here your dealer has a guaranteed induc- 
tion fan with Emerson quality built into it all 
through. The famous Emerson oil-tight bearing 
of hardened steel makes this fan almost immune 
from bearing or lubrication troubles. No brush 
troubles are possible—it has no brushes. 


Here is a popular-priced fan a dealer 
can stand behind with full confidence in its 
performance. 


Push Emerson Junior for July hot weather 
sales which will bring your dealers the 
business. 


MERSON FANS 


with the 5 year guarantee 









































1. The Jobber’s Salesman is the only newspaper of the 
jobbing branch of the industry. 


2. It is the only clearing house for ideas and sales suggestions 
of those engaged in the jobbing branch of the industry. 


3. It is the only publication that is devoted exclusively to 
the business in which you are engaged. 


Why not take advantage of this helpful, interesting service? 


A dollar a year brings it. Subscribe now. 
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coordination, the N. E. L. A. has been 
able to cooperate with radio, telephone 
and telegraph interests during the 
past year in solving some of the in- 
terference problems that have caused 
constant irritation in many sections of 
the country, reported the chairman, 
J.C. Martin. The public and the in- 
dustries concerned are benefitting 
from the information compiled as to 
the best methods of preventing induc- 
tive interference when power lines 
interfere with nearby communication 
systems. 





The exhibit filled every available 
foot of space on Young’s Million Dol- 
lar Pier except for the ballroom, 
theater and two meeting rooms, in 
which sessions of the convention 
proper were held during the week. 
Many new and unusual applications 
of electricity were included in the ex- 
hibits, which ranged from tiny motors 
and small household appliances, to 
huge electrically-operated piece of 
machinery. 


G. C. Neff, chairman of the ual 
electric service committee, announced 
that in the past year a total of 227,- 
500 farms in 27 states were supplied 
with electricity and that 175 uses for 
electricity on the farm were found. 
The number of farms now served rep- 
resents an increase of almost 87% in 
three years in the states for which the 
total was reported. 








One of the circumstances of Ameri- 
can households difficult to understand 
is the comparatively small number of 
women who have taken advantages of 
the remarkable contrivances afforded 
for elimination of household drudgery. 
American housewives adhere to drudg- 
ery through habit, reported Mrs. John 
D. Sherman, president of the General 
Federation of Women’s Clubs. 

“Although 28 in every 100 farms 
have electric service, less than seven 
use the power to pump water into the 
house; in only nine is electricity used 
to sweep the floors or mix the dough; 
in only two are there electrically- 
driven sewing machines. 





Recalling that in 1885, Mayor Car- 
ter Harrison, Sr, of Chicago, spoke 
apprehensively of electric cars as 
“horrid monsters” threatening death 
as they dashed through the streets 
and that the running of an electric 
car the entire length of Coney Island 


pier then was a sensational exploit, 
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President Pack produced figures| 
showing that electricity has become an 
indispensable factor with tremendous 
industries and has entered many mil- 
lions of homes for lighting and for 
elimination of many forms of house- 


hold drudgery. 





Chairman W. S. Vivian of the pub- 
lic speaking committee reported that 
in the past year 18,423 talks were 
given. This contact with the public 
has developed a broader understand- 
ing by consumers of the economic 
value of the industry as related to 
them. 





Periodic physical examination of 
employees with a view of conserva- 
tion of their health was urged 
on the electric light and power in- 
dustry in a report of the industrial 
relations committee, presented by 
Chairman Homer E. Niesz. 

The committee also strongly stressed 
the importance of training employees 
to a better understanding of their 
work and to a real preparation for 
promotion. Another progressive step 
advocated was the general education 
of employees toward their more ef- 
fective fitness for their duties and for 
their contact with the public. 





Renewed efforts were launched dur- 
ing the last year to formulate prin- 
ciples and practices for the further- 
ance of codes and standards in the 
electric light and power industry. A 
report of the national committee of 
the association presented by Chairman 
Irvin W. Day, indicates that progress 
has been made in co-ordinating the 
work of the electrical industry with 
others interested. 

* * a 


Northwest Meter School. 

As members of the North Central 
Electric Association, the jobbers 
around the Twin Cities are very much 
interested in the Meter School at the 
University of Minnesota. The second 
annual session was held late in March, 
this year. The cost is only $5.00 per 
man and anyone is eligible whose 
work requires advanced knowledge 
of meters. The actual classwork is 
handled by Prof. M. E. Todd of the 
University, in association with W. L. 
Wadsworth, Meter Chief of the 
Northern States Power Co. Factory 
representatives also are invited to tell 





of their particular products. 
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Radio Manufacturers’ Trade Show 


(Continued From Page 6) 


A most surprising feature of the 
trade show was the business actually 
accomplished. On every hand, job- 
bers and dealers were signing con- 
tracts arranging for. stocks and 
placing actual orders for their re- 
quirements. While this is, of course, 
the fundamental purpose of a trade 
show, it was hardly expected that the 
business done would amount to what 
it actually did. This is due in no 
small measure to the show being given 
Jobbers 
are preparing their catalogs, dealers 
are right after the jobbers’ salesmen 
for news on the latest developments 
for the year, and it is not too early 
to say that the date of the show has 


at a most opportune time. 


succeeded in moving the radio season 
at least a month ahead of what it has 
been in former years. 
Arthur T. Haugh, the 
president, urged the establishment of 
a radio industries committee to study 


retiring 


the problems of the industry as a 
This committee to be 
posed of members of the National 
the 
Radio Manufacturers’ Association, and 


whole. com- 


Association of Broadcasters, 
the Federated Radio Trades Associa- 
tion. Among other benefits resulting 
from such a committee, Mr. Haugh 
pointed out, was the fact. that in deal- 
ing with other interests such as the 
Federated Radio Commission, a hear- 
ing was more likely to be secured 
when a combined committee of this 
character requested it. 

Mr. Haugh feels that radio has 
ceased to be a seller’s market, that 
salesmanship now enters into it in no 
small measure, a conclusion quite 
sound when the number of manufac- 
turers are considered, all of whom are 
in keen competition for a share in 
the public’s dollar. 


A most flattering tribute to the 


radio industry.-was.the number of 
newspaper men who attended. A few 


lines of copy is all that the average 
trade convention can pry loose from 
the average editor. Yet it was found 
that during the week not only were 
representatives present from every 
New York and Chicago newspaper, 
but also from every other large city 
in the United States as well. 

Seven officers and 19 members of 
the board of directors were elected 
for the 1927-28 year. They are: 

President, C. C, Colby, president, 
Samson Electric Co., Canton, Mass. ; 





St. Louis Show in September 

Everybody who is anybody in Radio 
is invited to the third annual South- 
west National Radio Exposition to be 
held at the New Coliseum, St. Louis, 
Mo., the week of September 19 to 24, 
1927. It is to be under the auspices 
of the St. Louis Radio Trades Associ- 
ation. The Radio Show committee 
consists of E. J. Straus, chairman, 
Julian Sampson, Dan Hyland, E. A. 
Reutner and William P. Mackle, ex- 
ecutive secretary. Headquarters are 
at 1207 Syndicate Trust Bldg. 


Bill Mackle, whose past experience 
proves he can put over a Radio Show 
to the well-known queen’s taste, was 
doing his stuff up around the R. M. A. 
Trade Show in Chicago, and reported 
that the St. Louis show is going over 
even bigger than it did last year. They 
have sold a raft of space already. 


St. Louis is another of those things 
called Meccas—thirty railroads, great 
central market, million visitors month- 
ly from within 150 miles, city of one 
million people, 250,000 families, high 
average family purchasing power and 
all that. To not be represented at the 
St. Louis show is getting to be pretty 
serious business. Bill has the yellow 
application blanks and the blue con- 
tract blanks. 





Treasurer, D. MacGregor, vice-presi- 
dent, All-American Radio Corp., Chi- 
cago; Executive Vice-President, L. S. 
Baker, and Executive Secretary, M. 
F. Flannagan. 

Regional vice-presidents are: T. K. 
Webster, Jr., president Ekko Co., 
Chicago; V. W. Collamore, general 


manager, Atwater Kent Mfg. Co., 
Philadelphia, and J. B. Hawley, 
treasurer, Newcombe-Hawley, Inc., 


St. Charles, III. 


The new Board of Directors is as 
follows—Three year term: A. T. 
Haugh, general manager, United 
Radio Corp., Rochester, N. Y.; H. H. 
Frost, general sales manager, E. T. 
Cunningham, Inc., New York, N. Y., 
and A. J. Carter, president, Carter 
Radio Co., Chicago, III. 


Two year term: H. T. Melhuish, 
manager sales administration, Radio 
Corporation of America, New York; 
H. B. Richmond, treasurer, General 
Radio Co., Cambridge, Mass.; Alex- 
ander Ejisemann, treasurer, Freed- 
Eisemann Radio Corp., Brooklyn, N. 
Y.; H. H. Eby, president, H. H. 
Eby Mfg. Co., Philadelphia, Pa.; L. 
E. Parker, manager radio division, 
Stewart-Warner Speedometer Corp., 
Chicago; L. G. Baldwin, manager, 
Willard Storage Battery Co., Cleve- 
land; H. C. Forster, manager, Utah 
Radio Products Co., Chicago, and W. 
L. Jacoby, president, Kellogg Switch- 
board & Supply Co., Chicago, Il. 


One year term: P. C. Lenz, Jr., 
general manager, Runzel-Lenz Elec. 
Mfg. Co., Chicago; C. D. Boyd, vice- 
president, Apex Elec. Mfg. Co., Chi- 
cago; Lester E. Noble, president, 
Federal Radio Co., Buffalo, N. Y.; L. 
K. Marshall, president, Raytheon 


Mfg. Co., Cambridge, Mass.; Morris 
Metcalf, vice-president, American 
Bosch Magneto Corp., Springfield, 


secretary, 


Mass.; 


Ronald Webster, 
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Y 


g A 


RADIO Z TUBES 


Round out the circle 
of vacation joys--- 


Capitalize on the demand for Cunningham Radio 
Tubes for use in portable radio sets for camping 
and boating trips. Help protect the consumer con- 
fidence of your dealers by suggesting that customers 
need one or two “spares’’ for emergency use where 
tubes are difficult to replace. 

Only radio can supply the need for entertainment 
in many a hamlet or mountain retreat. 

Now more than ever, vacationists are realizing the 
ability of radio to add to their summer enjoyment. 
Radio sets are being taken along as absolutely nec- 


essary equipment. Mark our words—this summer 
will be a Radio Summer. 


E. T. CUNNINGHAM, Inc. 


New York Chicago San Francisco 











(UNNINGHAN 
“¥ 340 
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Fansteel Products Co., Inc., North 
Chicago; F. B. Ward, president, 
Radio Master Corp. of America, Bay 
City, Mich., and Wm. Sparks, presi- 
dent, Sparks-Withington Co., Jack- 
son, Mich. 





Convention Gossip 


The R. M. A. does things up right 
when it starts. At the banquet, to 
which there were 1700 guests, all on 
the main floor and balcony of the 
Grand Ball Room of the Stevens, 
booklets were printed giving the num- 
bers of each table and as far as reser- 
vations up to a certain time had been 
made, the names of the companies and 
individuals at each table. This was 
cross indexed by having a separate list 
in the back giving the individuals’ 
names alphabetically followed by the 
table number of each. 





It was easy, by the above arrange- 
ment to locate any of your friends dur- 
ing the general pow wow that was held 
before the regular program of speak- 
ing started. The one Pittsburgher 
who made his way up from the main 
floor, mounted the stage, took the 
soprano in his uncertain arms and at- 
tempted to kiss her, did not, however, 
locate her by this numbering system. 
It is suspected that he used the new 
inductor compass, employed on air- 
planes. It is certain he flew off that 
stage. 





A. J. Cole, vice-president and gen- 
eral manager of the McGraw Electric 
Co., Omaha, H. R. Edwards, manager 
Radio Dept., also A. C. Ruble, vice- 
president and sales manager of the 
McGraw Electric Co., Sioux City, and 
Carl Price, manager radio department 
at Sioux City were making the rounds. 
Radio interests all of them like 
well, like cheese interests mice. 
eat it up. 





They 





Carl P. Damm, general manager of 
the Independent Elec. Co., Muskegon, 
Mich. was introduced to different peo- 
ple, the introducer as usual always 
saying that he wasn’t swearing. If 
the initials were Carl B. Damm it 
would be more appropriate. 





N. C. Foster, purchasing agent of 
the Ohio Public Service Co., Cleve- 
land, and O. K. Morgan of the radio 
department of the Ohio Public Service 
Co., Reliance, Ohio, were much im- 





Suppose you analyze these swings. Em- 
ma Hurley left, who answers when you 
call Walker 6000, Stanley & Patterson, 
New York. Right; Miss A. B. Hurley, 
formerly with Stanley & Patterson but A. 
De Veau’s secretary at the New York 
office of the Frank E. Wolcott Mfg. Co. 





pressed with the show after giving it 
a thorough going over. 





F. W. McNeely, representing the 
Boetticher-Kellogg Co. of Evansville, 
Ind. was in attendance with Oscar 
Boetticher. 





B. B. (Daddy) Downs came all the 
way down from St. Paul and left his 
manufacturing agency business for a 
week in the capable hands of “& 
Sons.” 





A. J. Selzer and Bonn Clarke of the 
Westinghouse Commercial Investment 
Co., and assistants to John Gibson 
were at the show for several days. 
Art to all appearances is just as much 
of a jobber as ever and at his best in 
a pro-jobber atmosphere such as pre- 
vailed. 





G.-Q. Electric Co. of Milwaukee 
was well represented by Frank Greu- 
sel and Perry Boole who were there 
on successive days. 





The “Gold Dust Twins” of Zanes- 
ville, Ohio, meaning Adolph Golden- 
berg and his partner Goldstein of the 
American Light Co. were at the show 
giving things the once over. They’re 
jobbers—lamp and fixture principally. 





H. C. Downing of the House of 
Downing, Des Moines, Ia., looked 
around for two or three days. Harry 
pronounced it a good show and as he 


is not given to fatuitous statements, 
fulsome flattery, innuendo or any of 
those things the management can 
take his pronouncement as the best 
kind of a testimonial. 





There was a certain kind of a wind- 
shield given out at the show by 
Mohawk that “fills a long felt want.” 
Space will not permit of a technical 
description. For dealers handling 
radio lines and who wish to get a good 
filler for holding up summer sales, it 
has possibilities. 





Robert Beller, president of the 
Beller Electric Supply Co. of New- 
ark, N. J., came on and stayed 
throughout the greater part of the 
show. The R. M. A. meeting and 
trade show accomplished this—gave 
the Chicago and middle west jobbers 
a chance to give the glad hand to 
“Bob.” The lord knows when he 
would ever have got out there other- 
wise. 





Harold Wrape, president of the St. 
Louis Radio Trades Association ad- 
dressed the recently organized Mid- 
west Radio Trades Association at the 
Electric Club of Chicago on June 10. 
This association which comprises the 
wholesale and retail interests in the 
midwest is expected to become one of 
the strongest members of the Fede- 
rated group. 





Norman S. Brown and F. A. Wiebe 
of the Brown & Hall Supply Co., St. 
Louis, Mo., attended the show. They 
also were present at the Atwater-Kent 
distributors annual convention held in 
Atlantic City the middle of May. 
They both are looking forward to a 
big year. 





With a final shriek of the motor- 
cycle sirens, the Pacific coast group 
arrived at the Stevens. A five-car ag- 
gregation of jobbers, dealers, and 
manufacturers came to Chicago in a 
special section of the “Gold Coast 
Limited.” 





Los Angeles had two sleepers, San 
Francisco one, Denver and Salt Lake 
City the fourth and Portland, Seattle 
and Spokane the fifth. Sombreros was 
the order of the day. 





J. C, Hanson, formerly of the Elec- 
tric Appliance Co., Chicago and his 
wife attended the show. John’s 


friends in the jobbing business will 
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Supplying Every Power 
Requirement of Radio 


The Sentinel A-B-C Completely Auto- 
matic Unit, shown at the right, is the 
complete and modern answer to the radio 
power problem. In this unit Sentinel 
engineers have scientifically combined the 
Sentinel Automatic “A” battery and the 
Sentinel Automatic B-C Power Unit into 
one compact, efficient master unit answer- 
ing completely the power requirements 
of any set. The price, as shown, is $79.50 
complete (Note the Beverly Model below). 


entinel 


= DET) dd be Radio Socket Power 


[he First and Only Completely Automatic Power-Unit Lin 
The Sentinel B-C 











Power Unit furnishes 
both B and C voltage 
for any set, regardless 
ofthe numberof tubes, 
—80 mil. at 180 volts 
—approximately 50% 
reserve current for the 
average receiver. A 
never failing power 
supply. Price com- 
plete—$44.50. (See 
Beverly Model below.) 


For those already 
equipped with “A” 
Battery and Charger 
(otherthantheTrickle 
type), the Sentinel 
Control Unit, illus- 
trated at the righr, 
makes the A power 
supply completely 
automatic without the 
purchase of additional 
power unit equip- 


ment. Price $15.00. 


The Sentinel Beverly 
models, pictured at 
the right, combine 
completely automatic 
units with meters 
which give absolute 
and accurate control 
of all plate voltages. 
The price of the 
Beverly A-B-C- Unit, 
shown at the extreme 
right, is $98.50. The 
price of the Beverly 
B-C Unit, adjacent, is 
$65.00. 











The Sentinel Com- 
pletely Automatic“A” 
Power Unit, at the 
right, provides con- 
trol, charger and a 4 
or 6-volt battery all in 
one handsome com- 
pact case. This is not 
a Trickle Charger, 
butacompletely Auto- 
matic Socket Power 


Unit. Price $40.00. 


va ( 

Me 
The Sentinel Auto- 
matic Control and 
Charger is designed 
for those already own- 
ing a good “A” bat- 
tery, but not possessed 
of a charger. This 
unit also makes the A 
power supply perma- 
nent and completely 
automatic. Price 


$29.50. 


entinel Beverly Models—Units De Luxe 
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SENTINEL MFG. CO. -- 4256 N. Western Ave. -- Chicago, II 
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be interested in hearing that he now 
owns the “Bernice” Radio Shop in 
Detroit. 


C. A. Rice, general sales manager 
of De Forest had a bridal suite in the 
Stevens, but Charlie left his bride in 
New York. The De Forest jobbers 
and dealers kept him and his assistant 
Harold Lloyd busy explaining the new 
tubes. “Jimmy” Ehrhardt, city sales 
manager of the Electric Appliance 
Co., Chicago, together with “Bill” 
Paschen of the same company were 
among those who dropped into the De 
Forest rooms for a little information. 


Van N. Marker of the Revere Elec- 
tric Co., Chicago found time to take 
in the show on Wednesday. 


Most of the 250 wholesale Crosley 
distributors who attended the Crosley 
convention in Cincinnati came on to 
Chicago for the show in a special 
train. 


Not to be outdone, the Sparks-With- 
ington Co., after entertaining 146 of 
its distributors in Jackson, Mich. 
brought the gang to Chicago on June 
1d. 


There are now 15 local associations 
comprising the federated group. The 
total membership is composed of 300 
jobbers, 200 manufacturers’ agents 
and 900 dealers, according to figures 
given by Mr. Wrape the president. 


The Woman’s Division of The 
Electric Association of Chicago gave 
a special dinner on June 17 in honor 
of the visiting ladies to the radio 
show. The affair was held at the 
Electric Club. 


An advertising “stunt” of merit was 
used by the Algonquin Electric Co., 
New York, at the show. As the visi- 
tors entered, a legal “summons” was 
handed them “demanding” their pres- 
ence at a demonstration of ““Thermio- 
dyne.” It proved quite effective. 
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It’s Automatic 


The new Handy “A” Type Charger operates entirely auto- 
matically. This is the feature your customers want. This 
is the latest radio development. The Handy forecasts the 

Fall demand. » No switches to throw; no fuss and bother 
of connecting and disconnecting; no care required; noth- 
ing to be remembered or forgotten. You install the 
Handy — then forget it except for the occasional 
addition of water to the battery. * » Automatically, 
when the set is turned off the Handy gets busy at 
a 2 to2!4ampere rate to bring the A” battery 
back to full strength. « » And automatically, 
when the full “A” battery strength is reached, 

a relay operates and shuts off the charger. Sim- 
ple. Dependable. A Fully charged“ A*’ battery 
every time you turn on the radio. * » The 
Handy — a Raytheon type rectifier or a Tungar 
type rectifier combined with two relays. The series 
automatic relay which is a part of the Handy, takes 
care of the B power supply, turning the eliminator 
on or off depending upon whether the radio set 
is in use or idle. The Handy is a beautifully fin- 
ished accessory in its new green Krakle case. 

It offers a solution to the “A™ battery charg- 
ing problem that thousands of radio owners 
are looking for. ’7 Investigate. 7”Get a jump 
on the early Fall business. 7 7 Write 
for descriptive literature today. 7 ** 





communes 


the HANDY 


AUTOMATIC 
CHARGER 


For those who have a charger, 
battery, “B” power unit and set 
this Separate Potential and Ser- 
ies Relay gives complete auto- 
matic control. Automatically 
connects charger to battery and 
shuts off when battery is full— 
$ R00 it automatically turns “B™ pow- 

°~ er unit “on™ and “off” as theset 
is turned “on” or “off.” A big seller to nearly all set own- 
ers. Ask jobber or write. 


INTERSTATE ELECTRIC COMPANY 
4353 Duncan Ave. St. Louis, Mo. 
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1927-28 Radio Market 


(SECOND ANNUAL) 


Condensed Information on New and Improved Radio Products 
Available to Jobbers During the 1927-28 Season 


(Continued From June Issue) 


The Abox Co. 


Chicago. 


The Abox “A” eliminator is a 
rectifier and an Abox filter cir- 
cuit in one compact unit. It 
changes A. C. from the light 
socket to D. C. for operating 
eight or less large tubes at six 
volts. It is connected to the 
radio set without any change in 
wiring being necessary. Size: 
9% in. long; 81, in. high; 55% in. 
wide. Through an error this 
eliminator was incorrectly de- 
scribed in the June issue. 








Acme Apparatus Co. 
Cambridge, Mass. 





The Acme power amplifier PA-1 with power tube consists 
of a stage of resistance coupled amplification with impedance 
leak, a socket, automatic “C” supply and transformer. The 
automatic “C” insures correct “C” voltage no matter whether 
“B” supply on this tube is 90 or 180 v. List, $12.50. 


F. A. D. Andrea, Inc. 


New York 


The “Fada Special,” the 
new model being brought out 
by F. A. D. Andrea, Inc, 
is a shielded set with six 
tubes—three stages of radio 
frequency, detector and two 
stages of audio frequency 
amplification. One radio 

= frequency stage is of new 
design and acts as an amplification equalizer which stabilizes the 
sensitivity of the entire range of 200 to 550 meters. The three 
point suspension solid pressed-steel chassis shields the circuit 
wiring beneath it. The coils are heavily shielded in brass. The 
cabinet is of mahogany with bronze front plate and recessed 
windows with inclined vision for the two dials marked in meters. 
The over-all size is 20144 by 14 by 10 in. List, $95. 








| 





Audiola Radio Co. 


Chicago 


The “Baby Grand” 
may be had in either 
the stage shielded six 
or stage _ shielded 
eight types which the 
company manufac- 
tures. Special atten- 
tion has been given to 
designing the cabinet 
to accommodate the 
special, long air 
column loud speaker. 
It is made of burled 
walnut. List (six 
tube) $225. List 
(eight tube) $275. 











Birnbach Radio Co. 


New York, N. Y. 


Flexible stranded conductors for A, B and C batteries as- 
sembled with soldered Ing. terminals. 


List 
No. 110, 5-cond. 54 in. ...... $ .50 
No. 111, 6-cond. 54-in. ...... 65 
No. 112, 7-cond. 54 in. ...... 80 
No. 113, 8-cond. 54 in. ...... 1.00 
No. 114, 5-cond. 10 ft. ...... 1.25 





Flexible stranded conductors for A, B and C batteries, as- 
sembled with soldered Ing. terminals. 


List 
No. 100, 5-cond. cable ...... $1.00 
No. 150, 5-cond. cable ...... 1.60 





Loud speaker extension 
with connector. 


cord unit, packed in single carton, 





List 

EOS BOs areas ro he bere $1.00 

PEO RRR TP ove Sean tesloan 1.40 

BIRNBACH Ma. BO PME, nek nnv ene ce 1.80 
‘ OG Ee NREE Sie ose e.cdoerwis 24:9 2.20 
ING. 2 POO ER acs es cess 4.20 

No. 101, 20-ft. (mo-con.)....  .65 
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Drum me: aa te heard ~ 











Thousands of radio listeners will now realize 
for the first time that radio orchestras have 
drums when they hook up this new, im- 
proved Crosley Musicone. 







As originally produced the Musicone startled 
the radio world, eclipsing the old type horn 
and squeaky speaker. 














Today, the new Musicone with its latest re- 
finements and improvements correspondingly 
leads its host of imitators. 


Prepare for a real surprise when you hear this 
amazing device with its beauty and fidelity of 
treble reproduction—clarity and __ breathless 
C raeil reality in middle tones—richness and resonance 

as of bass. Today—infinitely bettered and su- 
perlatively developed, the Musicone is the 


; Vi world’s finest loud speaker—and, at such ex- 
: l mM O CZ tremely low prices, it’s the world’s greatest 
: radio value. 


The Crosley patented actuat- 
ing unit (and NOT the cone 
is the secret. There’s noth- 
ing else like it. 
Write Dept. 64 for 
descriptive literature 


| MUSICONE 


SUPER-MUSICONE The Crosley Radio Corporation ULTRA: MUSICONE 


16 inch Powel Crosley, Jr. CINCINNATI, 2 inch Cone 
] 4 ¥ 75 Pres. OHIO. { ) / 1S 


Prices slightly higher west of the Rocky Mountains 
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Replacement loud speaker and head set phone cords. 


No. 102 5-ft. pin tips ....... $ .85 

















No. 103 5-ft. spade tip ...... B5 
No. 104 5-ft. pin tips ....... 50 
No. 105 5-ft. spade tips ..... 50 











Battery connectors made with loops on both ends. 




















List 

ee Pe ee oe $ .05 

BIRNBACH Ma. B00 Gees. oo. <bss cen 05 
nn No. 141 S-in. .........0 000s ee 06 
No. 168 100 .....c00ceeuees 07 


















Borkman Radio Corp. 
Salt Lake City, Utah 
(General Sales Offices, Chicago) 







The “Jewel 
Case’’ No 21, 
“Velvet” loud 
speaker is in ap- 
pearance like an 
old antique ma- 
hogany “secre- 
toire.” It has 65 
in. of orthophonic 
horn. List, $40. 














































The “Lantern” No. 9, “Velvet” 
loud speaker has a 33 in. horn. It 
has volume without distortion 
even on power amplication. List, 
$12.50. 








The “Velvet” horn type loud 
speaker is made in two sizes. The No. 
15 has a bell diam. of 1414 in. The 
No. 12 has a bell diam. of 1214 in. 
Finish is of satin black. Horn of 
“Bormanite.” List, No. 15, $20; No. 
12, $15. 





The “Velvet” phonograph attachment 
No. 6 is designed similarly to the No. 
3 unit in next column. It has a satin 
black finish. List, $10. 




















The “Velvet” re- 
producing unit No. 
8 has a_ double 
stylus bar which 
prevents harmful 
outer end move- 
ment of armature 
and eliminates unit 
noise. The dia- 
phragm is rolled 
to extreme thin- 
ness to accomplish 
sensitivity. Finish, 
polished aluminum. 
List, $9. 
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"The Chinese Cone-Flex No. 18 “Velvet” 
loud speaker is a cone type containing 
a 33 in. horn concealed within the cone. 
It has a rich graceful design and finish. 








Brown & Caine, Inc. 


e:: $2». 


manner that the electric 


The “Bee Cee” car- 


tridge type by-pass con- 
densers have metal ends 


mounting brackets 


which are nickel plated 
and are _ electrically 
soldered to the exposed 
foil ends of the con- 
denser proper in such a 
al contact is efficient. In mounting 


the connections can be soldered to the mounting bracket or 
drawn tight under the fastening bolt or screw. 
Furnished in capacities from .1 mfd. to 2. mfd. and for 180 


or 360 D. C. working voltages. 


The “Bee Cee” 
condenser compacts 
are for filament rec- 
tifier, gaseous recti- 
fier, electrolytic recti- 
fier, 300 and 400 mill. 
A, B, and C power 
rectifiers and power 
amplifiers. For the 
jobber-dealer _—_ trade 
these compacts are 
assembled in  hand- 
some black embossed 
boxes, each one in a 
separate shipping con- 
tainer. 




















The “Bee Cee” 
filter condensers are 
designed for all forms 
of filter work, high 
voltage tube filters, 
and high voltage by- 
pass work. They are 
hermetically sealed in 
metal cases—black 
Japan finish. 

Furnished in capac- 
ities from .1 mfd. to 
4. mfd. and for 180, 
3860 or 750 D. C. 
working voltages. 
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ADLER-ROYAL 
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An exquisite Spanish 
creation at a surprisingly 
moderate price. Write 
today for photographs 
and particulars on the 
complete Adler-Royal 
line. 
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RADIO 
CABINETS 


perience in the designing 
and fashioning of fine 
pianos, organs and phono- 
graphs enable us to put 
into Adler-Royal Radio 
Cabinets a distinction and 
visible value that becomes 
a noticeable sales-advan- 
tage for you. A new line 
of beautiful stock models 
now available to distribu- 
tors. Write today for 
photographs. 


7 IFTY-SEVEN years’ ex- 


Special 
to Radio 
Manufacturers 


We specialize in 


designing and ex- 
ecuting exclusive 
cabinets for 


Radio Set Manu- 
facturers. Write 


Manufacturing Co. us about your 


Incorporated 


THE HOME OF 


LOUISVILLE | apisrRovaL 
RADIO 





needs. 


KENTUCKY Gist 
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Cannon & Miller Co., Inc. 


Springwater, N. Y. 


“Cannon-Ball” cone speaker, model No. 3, is table or wall 
type. Mahogany frame. Enclosed mahogany back. Paper cone 
is copper color sprinkled with gold with gold braid edge. Com- 
plete with 5 ft. gold cord. Cone diam., 16 in. Height, 21 in. 
Width, 204, in. Weight, 5 lbs. 


The “Blue and Gold Can- 
non-Ball” cone speaker. Extra 
heavy “Marvellum” dark blue 
paper, sprinkled with gold. 
Cone diam., 16 in. Height, 18 
in. Width, 16 in. Weight, 
3 Ibs. 





Fansteel Products Co. 
North Chicago, Ill. 


The Balkite “A” supplies “A” cur- 
rent from the light socket. It em- 
ploys no batteries, but consists of a 
rectifier and_ electrolytic _ filter-con- 
denser combined in one cell. Replaces 


either storage or dry “A” batteries. 
Will serve practically all standard sets 
battery. 
amp. 


Rated 
List, 


now using six volt 
output: six volts; 
$32.50. 


two 





“AB” re- 
“A” and 


Balkite 

both the 
“B” batteries and supplies { 
“A” and “B” current from 


The 


places 


the light socket. It consists 
of a Balkite “A” and Bal- 
kite “B” in one housing. 
Made in two models: type 6-135 has an output of six volts, 


two amperes; 40 milliamperes at 135 volts “B” current; List 





$59.50; type 6-180 has an output of six volts, two amperes; 
55 milliamperes at 180 volts “B” current; list $67.50. 






The Balkite “B” replaces “B” batteries, 
supplying plate current from the light 
socket. Has no tubes. The “B”-W is 
recommended for sets having five tubes 


or less and requiring 67 to 90 volts. 
Separate tap for detecter tube. List, 
$22.50. 
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The Balkite “B”-135 is a new improved 
model for practically any set, including 
those using 112 type tubes. Improve- 
ments include a great condenser capacity. 
It has sufficient volume for hall use. Out- 
put, 55 milliamperes at 180 volts. List, 
$39.50, 



















The Balkite “B”-180 is a new im- 
proved universal model for all sets us- 
ing any type of tube including 112 and 
171. Meets the needs of very large sets. 
Output same as above. List, $39.50. 


























The model “J” is a full rate and 
trickle charger for four or six volt 
“A” batteries. Has a low and high 
charging rate. Will serve the largest 
battery or set. Charging rates: 2.5 
amp., and .56 amp. List, $17.50. 




















The model “N” is a trickle charger 
designed to serve large sets and power 
tubes. Has a rate of .5 amp. for sets 
up to five tubes and a rate of .8 amp. 
for sets up to eight tubes, including 
power tubes. List, $9.50. 








































The France Mfg. Co. 


Cleveland, O. 


The magnesium _ trickle 
charger uses magnesium and 
nickel as_ rectifying ele- 
ments. The electrolyte em- 
ployed is non-acid, odorless 
and harmless. The above 
model delivers two charging 
rates: low 4% amp., high % 
amp., a range adaptable to 
batteries of all capacities 
and sets of any number of 
tubes. It is finished in cry- 
stalline black Japan. Size 
314x5x6 inches. Made _ in 
25-60 cycles, 110-115 volt 
current. 








Globe Technolian Corporation 
Reading, Mass. 


Phonograph loud 
speaker unit. Converts 
any standard phono- 
graph. Case highly pol- 
ished. 5 ft. cord and 
standard tips. No ex- 
tra batteries required. 
List, $5. 
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What Kind of Voice 
Has YOU Loud Speaker? 















er 


- | Register hei Natural Thame Tones 


‘| The Muteyr Clarifier 


. (New Output Transformer) 


will astonish and delight you by immediate, almost unbelievable improvement in re- 
ception. In nine cases out of ten that weak, distorted voice issuing from the speak-we 
Unit is suffering paralysis from high “B” voltage. The Clarifier protects Speaker coils 


nd from this shattering current, assuring longer life as well as strong, full tone, clarity and 
e- volume. If your speaker is one of the great majority that fail to respond properly to the 
of output of the set—you need a Muter Clarifier. It’s the only thing that will remedy the 
ve cause. Easily attached in a few seconds without disturbing set. Try out to your own 
3. satisfaction on our liberal guarantee—you won't recognize your set! 

to 

ies * 

of 

: ens ton Cv.rer 
ize 

in Beginning next month with the above ad- the enthusiastic reception of the Clarifier 

olt vertisement a unique campaign will be amply forecasts sensational sales. This 






launched in all the leading consumer and _ great little instrument is only one item in 
dealer Radio Publications. This campaign the Muter complete Quality Popular Priced 
brings out in a different and sensational Line—all backed by consistent and exten- 
way the real appeal of a device that fills sive advertising. Send coupon today for 
an order-pulling need. The device is sen- comprehensive Muter Catalog and _attrac- 



















City 


sational—the campaign is sensational and tive prices to Jobbers. ‘ LESLIE F. MUTER CO 
H 76th & Greenwood Ave 
1’ Dept. 6047-K, Chicag: ia 
L li F M t Cc | Send at once catz alo x of complete 
ud MUTER es e e u er 0. a Muter Line and _ attractive Jobber’s 
rts 76th and Greenwood Ave., Dept. 6047-K ee: 
ol Chicago, Iil., U. S. A. | Firm Name 
4 rare 
ind Dependable Products g Buyer's Name 
x- 
od Send coupon for complete catalog. B Address .... 
ed. a 
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A. H. Grebe & Co. 


Richmond Hill, N. Y. 


The “Synchrophase Seven” has tube isolated circuits and 
space wound binocular coils in the five tubed stages. It is 
single control. All component parts are shielded. A figured 
walnut panel with old French Marquetry designs in metal 
is used. The cabinet is of two tone walnut and mahogany. 





The type 671 socket power unit supplies “B” and “C” 
voltages sufficient to operate standard radio receiving sets 
ranging from five to seven tubes. A cable with six leads 
gives: 180 volts for power tubes; 90 volts for intermediate 
audio and radio frequency stages; 22 volts for the detector; 
40 and 4 volts for negative “C” battery and a common lead 
which is a terminal for the “C” plus, “A” and “B” minus. 
Container is of marble finish. 





The type 20-20 speaker is a 20-in. cone shaped in a 20 
degree angle, has a motor equipped with short light weight 
driving rods; a new type armature, and a large permanent 
magnet. Finish is dark bronze with slightly lighter colored 
design as a centerpiece. 








Grigsby-Grunow-Hinds Co. 
Chicago. 


This company made several announcements of importance at 
the R. M. A. trade show. The “Majestic” super “B” battery 
eliminator will hereafter be priced at $29.50 list complete with 
100 mill. tube. The tube to be used in all models of “Majestic” 
eliminators is a Majestic tube. There will be two types, one 
for the new models, and one for replacement purposes on pre- 
vious models. The “Standard” “B” model will be discontinued, 
and besides the “Super” the other two “Majestic” “B” models 
are now the “Master” and the “Special Master.” 








International Resistance Co. 
Philadelphia, Pa. 


The “Durham” metallized powerohm resistors are made in two 
sizes, 2.5 watts and 5 watts. The latter has an over-all length 
of 3 in., the former is of the standard approved resistor length. 





‘They are made of metallized filament and will stand up under 
heavy loads of an indefinite length of time without deterioration 
or appreciable change of resistance. 








Jefferson Electric Mfg. Co. 


Chicago 


The “Concertone” audio trans- 
former is now assembled in a black 
enameled upright case. The wind- 
ings of this transformer are vacuum 
impregnated and the whole assem- 
bly sealed into the case. This pro- 
tection makes the “Concertone” im- 
pervious to moisture even in humid 
climates. The extra heavy insula- 
tion throughout causes less _ resist- 
ance between the primary and the 
core, which lessens the possibility 
of electrolytic action. List, $6. 





















Metal Devices Corp. 
Chicago 









The _ two-use 
“Fiat” cone 
speaker is fin- 
ished in blue and 
gold with walnut 
frame. By de- 
taching the base 
the “Fiat” is con- 
verted from a 
console type to a 
wall model. List, 
$12.50. 





































The “Fiat” type “C” console loop is 
bank wound and made of solid walnut 
with natural lacquer finish, hand rubbed. 
It turns on a seven in. radius. List, $12.50. 























Readrite Meter Works 


Bluffton, O. 


The Readrite voltmeter No. 346 
has a range of 0-300 volts and is de- 
signed for “B” eliminator testing. It 
is of the high resistance type. It also 
is used for testing “B” battery cir- 
cuits. List, $5. 





The Readrite tube checker No. 
210 has connections for the “A” 
and “B” battery. The tube is 
inserted in the Bakelite socket 
and the rheostat adjusted until 
the correct filament voltage is 
shown in the volt meter which 
is 0-6. The plate emission is 
shown on the 0-10 milliameter. 
A switch with indicating lever 
connects the grid to either nega- 
tive or positive filament. List, 
$7.50. 
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Your Dealers Will Welcome 
These Sales-Producing Ideas 

















The Selling Plan for Kleartone Batteries, embodied in this new book, contains real 
meat for jobbers’ salesmen. By using this book you can show your dealers over your 
own name how profitably and attractive the Kleartone franchise is. Every dealer in 
your territory, by putting Kleartone sales helps to work, can build up a big business in 
batteries. 


Kleartone Batteries outlast ordinary “B” 
Batteries by months. Offered under a controlled 
territory arrangement, Kleartones insure the 
dealer his full profit margin, and give the con- 
sumer stronger, clearer radio reception. The 
Selling Plan book will show you why so many 
leading jobbers and dealers are cashing in on 
Kleartones. Write for a copy today. 
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General Dry Batteries 
Incorporated 
13100 Athens Avenue 
CLEVELAND OHIO 
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The Packard Electric Co. 


Warren, O. 


The aerial ground 
kit illustrated is one 
of two types being 
placed on the mar- 
ket by this company. 
The “Standard” kit 
is designed to pro- 
vide an assembly of 
all necessary mate- 
rial for an approved 
aerial ground = sys- 
a —sa tem at a moderate 

price. The “De 

Luxe” kit is recom- 
mended for those desiring a higher quality of parts. Both kits 
are complete in all details and provide all necessary material 
and parts in accordance with latest practice in the construction 
of aerials. 











Radio Corp. of America 
New York 





The 1927-1928 RCA line of Radiolas and loud speakers has 
been announced. The new models include dry battery, storage 
battery and complete AC and DC operation. 


The leaders of the RCA line continue to be represented by 
the RCA eight-tube, loop operated, superheterodyne receiver 
and the Radiola 104, a socket-power loudspeaker together with 
complete rectifier supply for the A, B, and C requirements of 
the Radiola with which it is used in combination. 

In the Radiola 32, certain improvements in design have per- 
mitted the inclusion of the No. 104 loud speaker in one cabinet. 


The Radiola 30-A is a lower-priced model but one which has 
entirely self-contained equipment and the period-style cabinet. 
It comprises the eight-tube receiver with the new 100-A loud- 
speaker, and is operated by socket power. Both the 32 and 
30-A may be had for AC or DC operation. 

The Radiola 17 is a receiver completely AC operated with 
a minimum of operating controls. It has three stages of R. F. 
amplification, a detector, and two stages of audio-frequency 
amplification. The “B” and “C”. voltages are obtained from a 
power supply unit built into the set. The Radiotron full wave 
rectifier is employed. Three controls are used, one tuning, one 
volume, and one power control. 

The Radiola 16 is a new uni-control, six-tube receiver for 
battery operation. 

The Radiola 104 in addition to the AC model is now pre- 
sented in a DC model as well. 


The Loudspeaker 100-A is an enclosed cone of attractive de- 
sign suggestive of a mantel-piece clock with a screen bezel the 
whole finished in dull bronze. 


Attractive appearance has been sought in the RCA line, the 
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Utah Radio Products Co. 


Chicago 


The No. 100. speaker is 
equipped with nine foot air 
column and “De Luxe” unit. It 
is finished in walnut. Dimen- 
sions: 36 in. high; 2714 in. wide; 
17 in. deep. Weight, 100 Ibs. 
List, $70. This model is also 
made in a No. 101 type made 
especially to take standard 
“Philco” power unit. Dimen- 
— 86x2714x19Y4 in. List, 
75. 








The “Superflex” model speaker 
is equipped with the Utah “De 
Luxe Unit.” It is likewise fin- 
ished in walnut. Dimensions: 
84 in. high; 6 in. wide. List, 
$10. 





The Utah “Junior” cone 
speaker lists at $10. It is 1514 
in. high and weighs seven 
pounds. 











Western Coil & Electrical Co. 


Racine, Wis. 





The WC-21 Super ‘“‘Radiodyne” is a single control set. Seven 
tubes are employed (four stages of R. F. amplification.) The 
chassis is of metal and the coils are shielded. The cabinet is 
two-toned walnut with inlaid carvings. List: WC-21 chassis, 





design in furniture being given particular attention. 


$125; WC-21 G, $150. 
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CGROSADER 


RADIO TUBES 
Sold on Your Word of Honor 








This 
Significant 
UARANTEE 


e292 2a Ae 29S 2Ye 2Ye LN 
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WE HAVE FaiTH 4 Our aNGE AND FAITH IN YOU 
A DEFECTIVE TUB E WILL G LY 
LACE IMMEDIATE LY 
THE SUNLIGHT LAMP CO. ~ 
BM) cuncuase NEWTON FALLS, OHIO 
Oo VAT CR ORG CRO CRO S. 














gives Salesmen 
a Real story to tell— 


CRUSADER Radio Tubes are the most effective selling item in the 
radio field today! 

Guaranteed without reservation. No arguments or orders contested 
because of tubes injured in transit or customers displeased. No red tape. 

And, by virtue of the special design and reinforced construction that 
makes this guarantee a commercial success, the tube gives better tone 
quality because microphonic noises are eliminated. 

For the protection of the dealer’s good-will alone, the Crusader line is 
very valuable. You can give your trade beautiful Crusader Selling Helps 
and nation-wide advertising support. 

Ask your Sales Manager to investigate this proposition. 


The Sunlight Lamp Co. 





Better Tone Quality 


Listen to Crusader Tubes and you 
will be impressed with their clean- 
cut reproduction. 











Established (Si 1922 
Newton Falls, Lim ie) 
rat lu Sip 
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The Van Horne Co. 
Franklin, O. 


The new A.C. tube. The filament is both 
the heating element and the emitter. It op- 
erates at one volt and two amperes. With 
some changes in the circuit, this tube can be 
used in ordinary receiving sets and circuits. 
Various types will be made: detectors; am- 
plifiers, and power amplifiers. 


























































The Mogul 5VCX adapted 
power tube for the last audio 
stage of storage battery sets 
is shown on the right. It is 
equipped with a double fila- 
ment to increase signal and 
current carrying capacity. It 
can be applied to any set 
without change in wiring. 

On the left is the 5VD de- 
tector. It is rated at five 
volts, .25 amp., has large x 
cushion base, and is a non- 
microphonic detector for stor- 
age battery sets. 











Workrite Mfg. Company 
Cleveland, O. (The Zinke Co., Chicago, Distributors) 





The Workrite No. 
16, licensed neutro- 
dyne is a 6 tube set 
of remarkable tone, 
fine range and selec- 
tivity and low priced. 
Special features em- 
body a three way 
switch which turns 
off set, turns on five tubes and then six, thus giving volume 
control without distortion. Can be used with conventional older 
style tubes, or new power types. Will work on regulation bat- 
teries, or battery eliminator power units. High grade work- 
manship and material; rigidly tested; housed in attractive cab- 
inet; sloping dial with wavelengths engraved for aid in finding 
stations quickly. Dimensions of set 22” long, 12” wide, 9” 
high. List, $80. 








The Workrite No. 26 operates on the same principle as the 
No. 16; especially attractive cabinet of console type, including 
cone speaker. Dimensions of console 32” long, 15” wide, 38” 
high. List, $160. 








Walbert Mfg. Co. 


Chicago, Ill. 













The model 47-T is a four dial, seven tube receiver operating 
on the Isofarad circuit, Its four dials give a precision and 
sureness of tuning, without complicated tuning. Three stages 
of R. F. detector and three stages of double impedance coupled 
audio amplification are employed. It is a battery operated 
set. List, $180. 


















The model 26-PT has no batteries and requires no upkeep 
attention. It is designed to operate on 110/125 volts, 50/60 
cycles. It takes 6 a. c. tubes, one 210 power tube, and the 
216-B rectifier tube. There are two tuning knobs on the panel 
with a small one to regulate volume. The cabinet is of burled 
walnut. May be had with or without table stand. Cabinet 
30x11x17 in. List, (less tubes) $250. 

A new six tube set similar to model 26-PT is also announced 
by the company. 








The Webster Co. 
Chicago, Ill. 


The “Little Giant B C” power unit has five voltages under 
variable control. It is especially designed for the super-power 
receivers with extremely sensitive detector and power tubes. It 
is equipped with the Raytheon B. H. tube which has a capacity 
up to 85 milliamperes at 200 volts. List, $50. 

The “Popular B”—open type—shielded transformer, “Duo- 
Choke,” condenser block, tube socket and variable controls are 
mounted on a raised metal base. All connecting wires are con- 
cealed in the base. The detector supply may be varied from 
5 to 75 volts; the intermediate amplifier from 20 to 120 volts, 
and the power tube tap delivers up to 180 volts. List, $31. 

The “Super-B” has three voltages with positive variable con- 
trols. It is designed to meet the “B” requirements of any 
receiver drawing up to 60 milliamperes with from five to 10 
tubes or more with power tube in the last audio stage. List, 
$37.50. 

The “DC” socket power unit is designed for operation in 
100-125 volts direct current supply. It is equipped with 
shielded chokes, condenser block, etc., for furnishing a smooth, 
steady current from the DC lighting circuit, and is provided 
with a proper fuse plug. Detector supply varies from five to 
75 volts. Amplifier delivers up to 90-100 volts. List, $25. 

The “Economy B” is a neat, economical “B” battery elimina- 
tor. Has two variable controls. Extra power tap supplies up 
to 135-180 volts. List, $33.50. 

The company will also make the “Bone-Dri” line of automatic 
“A,” “A and B,” and charger. Also, an automatic switch. 
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ehind the Beautiful 
19 27 Royal Series 
LD A 
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NEUTRODYNE 


A powerful advertising campaign in the Saturday Evening Post, and 
other magazines, in daily newspapers and direct-by-mail, will introduce 
the Royal Series AMRAD Neutrodyne to twenty million consumers. This 
intensifies the value of the AMRAD franchise to every jobber and 
dealer, for in addition to unquestionable quality in construction, and in 
performance, the power of Amrad’s consumer advertising will render 
assistance to every dealer that handles the Amrad line. 


All Amrad sets are 
also furnished elec- 
trically equipped 
for A.C. operation. 


THE BERWICK 
6-tube Console, dark 
selected walnut, 
built-in cone speak- 
er. Pure tone qual- 
ity, very selective, 
loop or antenna op- 
erated; single dial 
control; fully shield- 
ed. $195.00 





THE WARWICK 
6tube Compact, 
completely shielded, 
single dial control, 
in fine walnut cabi- 
ne t, operated on 
loop or antenna. 








Amazingly _ selective THE 
and has excellent THE WINDSOR HASTINGS 
tone quality. 7-tube Compact, pure one-dial control, 7-tube Console, 
$138.00 extremely selective, operated on loop or single dial con- 
antenna, all parts completely shielded, trol, loop or antenna; fully copper- 
handsome hand sarke walnut cabinet shielded; richly beautiful cabinet 


Built-in speaker mounted on special 
baffle board. $295.00. 


B-Eliminator 


This dependable, compact “B” Battery Eliminator employs the famous Mer- 
shon Condenser with tremendous capacity, for instantly supplying the energy 
required. The Mershon Condenser eliminates voltage serges and will not 
get noisy. There are no variable adjustments to get out of order, and all 
parts are readily accessible. Mounted on metal base and encased in steel 
box with black enamel finish. List, $45.00. 











For full information regarding open Amrad *‘B’’ power unit, con- 
{y Amrad territory and complete Amrad taining the famous Mershon 
sales policies, address Sales Department. Condenser. 


All Amrad sets manu- 
factured under full li- 


rar Has The Amrad Corporation 


Crosley Radio Corp.) . ; 
Medford Hillside, Mass. 
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Nothingness of the Vacuum 
By DR. ALFRED N. GOLDSMITH 
7 UCH ado about nothing” was 

the title given by Shake- 
speare to one of his famous plays. 
Yet the venerable Bard of Avon, had 
he lived today, could have found no 
better title with which to label the 
modern vacuum tube. The very noth- 
ingness of the vacuum tube is its most 
important feature; for without the 
vacuum, this device could not be; and 
without a high degree of vacuum, or 
virtually nothing, a good vacuum tube 
is, in general, quite impossible. 

Now in order to get a true picture 
of the vacuum tube and its work let 
us start with an analogy. Consider, 
if you will, a dam, impounding mil- 
lions of gallons of water. At one 
side there is a spillway, together with 
a system of flood gates. A man, 
through the agency of a lever, can 
readily control the flow of water over 
the spillway, from a mere trickle to 
a competitor of Niagara. 


In the vacuum tube we have pre- 
cisely the same state of affairs, al- 
though in electrical rather than 
mechanical form. There is a vast 
quantity of electricity impounded in 
the tube filament and ready to pour 
forth when the filament is heated. 
The flow of electricity is from the 
heated filament over to a cold surface 
of metal called the plate. However, 
this electrical spillway is controlled 
by a flood gate in the form of a screen 
or mesh of wire placed between the 
filament and plate and known as the 
grid. The slightest variation in elec- 
trical charge on the grid immediately 
controls the flow of electricity from 
filament to plate. 

Just how the vacuum tube accom- 
plishes all this is a much longer story. 
Everybody knows, first of all, that 
water can be boiled. What happens? 
Well, the water is converted into an 
invisible vapor and disappears in the 
air. Likewise, almost everybody 
knows that camphor, left about the 


THE INDUSTRY.’ 


house at ordinary temperatures, will 
eventually disappear. Why?  Be- 
cause the camphor has evaporated— 
tiny particles of camphor have been 
flung into the air to permeate it with 
the strong odor which drives off 
moths. 

Few persons, however, know that 
electricity can be boiled out of hot 
metals. Yet such is the case. A 
metal wire, such as tungsten, when 
heated to incandescence will liberate 
tremendous quantities of tiny elec- 
trical charges, forming a veritable 
fog or mist of infinitesimal projectiles, 
called electrons, which leave the wire 
in all directions. 

So here, then, we have an electrical 
reservoir, a spillway, floodgates and 
the operating lever. Just as water 
flows over the spillway and down the 
valley, so electrical charges or elec- 
trons can flow out of the hot filament 
and over the cold plate in the vacuum 
tube, provided two things occur: 
First, that the space between con- 














——— 





A robbery was planned, committed and detected, all within 
an hour at a recent meeting of the New York Elec- 
trical Society. Individuals selected from the audience were 
sent from the room with sealed instructions. These instructions 
required one of the individuals to commit a robbery in another 
room in the building. On the return of the group, Dr. A. P. 
Link, instructor in psychological at the New York University, 
subjected all of them to a modern electrical third degree. 


Emotions aroused by the guilt of the “robber” were detected 
by use of electrical devices now employed for psychological 
tests. When the guilty person was questioned touching on the 
robbery, the quickened thumping of his heart was evident in- 
stantly. This reaction, Dr. Link explained, is entirely outside 
the control of the person being examined. Photo shows Dr. 
Link applying the apparatus on Miss Lucile Burton.—“P & A” 
Photo. 
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Socket wer Units 





HE phenomenal advance of the 
radio art is nowhere better ex- 
emplified than in the new Tower 








Socket Power Units. NOW—for the first 


time—you can obtain from your house a 
lighting current that steady, uniform flow (Axe B , 
of radio energy—long sought but never be- mbination 
fore accomplished in a wholly satisfactory $5 7-50 


manner. 


Socket “Power You Can SELL 


Here—at last—is a radio socket power that is FOOL- 
PROOF—as easy to operate as an electric fan,—that sells 
and STAYS SOLD! 


“A $2().00 
SOME OUTSTANDING FEATURES ADower 30 


Futy Power under all loads. Costs Less to operate than average 
ABSOLUTELY NOISELEss. light bulb. Economical — Fool-proof. 


No Distortion. No loss in vol- OpeERATES all sets using from 3 to Delivers full power 
ume. 10 (6 volt) tubes, including under all loads. 


Set SwitcH controls everything. poner calle. 


AMAZINGLY Low PRICE. 
Works AUTOMATICALLY. 
Seinen dard ; Mape by a manufacturer of recog- 
any standard receiver nized standing—over 2,000,000 
without re-wiring. 


Tower Radio Products now in 
No Tuses to replace. use throughout the world. 
Again Tower achieves the unusual! Now— —a 
Radio Socket Power is available for all. B $37.50 
Write for money-making opportunity. ower 





Most Powerful “B” Supply 


TOWER MEG. CORP. 124 Brookline Ave. on the masivat. Automatically 
BOSTON, MASS. controlled by set switch. 
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This oversize variable resistor 
is used as standard equipment 
for accurate plate voltage con- 
trol by leading B-Eliminator 
manufacturers. The scientifi- 
cally-treated discs in Bradley- 
ohm-E provide stepless, noise- 
less plate voltage control, and 
the setting will be maintained 
indefinitely. Order a stock of 
Bradleyohm-E,—today! 


Bradleyunit:A 


PERFECT FIXED RESISTOR 





This solid,molded fixed resistor 
has no glass or hermetic seal- 
ing in its construction. It is a 
solid unit, molded and heat- 
treated under high pressure, that 
is not affected by temperature, 
moisture and age. The end caps 
are silver-plated, and can be 
soldered without affecting the 
accuracy of the Bradleyunit. By 
all means, sell Bradleyunit-A 
when you have a call for a 
fixed resistor in radio hookups. 


SEND FOR BULLETINS 
TODAY! 


Allen-Bradley Co. 


ELECTRIC CONTROLLING APPARATUS 


Sales Offeces Seles Offices: 
Balomore Qucage Knoeville Pisburgh 
nn ay Mee York = bey 
Denver ary, a SS Francisco 
492 Clinton Street Milwaukee, Wis. 





tains only almost infinitesimal quan- 
tities of gas; otherwise stated, it must 
be a high vacuum, for otherwise the 
electrical particles or electrons will 
collide with the remaining particles 
of gas and cause a serious deterrent 
action. Secondly, that the plate of 
metal be in proper electrical condi- 
tion to attract the electrical charges 
to itself. We keep the plate in this 
proper condition by shaping and plac- 
ing it properly and by connecting it 
to one side of an electrical source in 
the form of a B-battery or B-elimin- 
ator (socket power device.) The fila- 
ment, on the other hand, is heated by 
means of current from the A-battery 
or A-eliminator. 


Thus we have established a con- 
stant stream of electrical particles, 
quite invisible yet very real, across 
the vacuum, or from the heated fila- 
ment to the cold plate, while from 
the latter the electrical particles in 
the form of electric current can flow 
out of the tube. We have, therefore, 
an electrical Niagara. 


But how are we to control this elec- 
trical Niagara? What is to corres- 
pond to the system of flood gates and 
the control lever of the dam. The 
solution is offered by the grid. It 
was discovered some years ago that 
an open-work structure of metal could 
be placed between the filament and 
the plate, so that very trifling changes 
in its electrical condition would 
greatly change the stream of electrons 
passing from the filament to the plate. 
Here, then, we have a potent, in- 
stantly responsive electrical control 
mechanism. The most minute elec- 
trical charges impressed upon the 
grid, even at a tremendous rate of 
speed such as radio frequencies with 
millions of changes per second, cause 
much greater yet substantially iden- 
tical changes in the electronic stream. 





A vacuum tube, therefore, com- 
prises (1) a filament; (2) a plate; 
(8) a grid; (4) a glass envelope or 
bulb; (5) a base with prongs or con- 
tact pins for external connections. 
The functions of these members are 
obvious from what has gone before. 


In a general way, then, what are 
the requirements of each of these 
members? Well, taking the filament 
first, here is a member which must 
_be a copious emitter of electrons at 
/reasonable temperatures to ensure 
‘long and economical life. The lower 











| 
| the operating temperature of the fila- 
ment, the less the cost of maintain- 
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PERFECT evo RESISTOR 





ing the filament lighted, because of 
the lowered battery drain. Origin- 
ally, chemically pure tungsten was 
considered an ideal filament material, 
but, as will appear later in this series, 
a brilliant scientific inspiration led to 
a better substance for tube filaments. 

The plate and the grid must be 
precise in dimensions and most care- 
fully mounted in exact relation to 
each other and the filament. The 
necessarily delicate filament—it can 
hardly be seen except when lighted— 
must be delicately mounted so as not 
to vibrate or shake from powerful 
sound waves of a nearby loudspeaker. 
Otherwise, the tube is “microphonic.”’ 
The plate and the grid must be 
scrupulously clean, so that they can- 
not give off gas or impurities to in- 
terfere with the operation of the tube. 

The leading-in wires passing 
through the glass must be of a kind 
that will not expand or contract at a 
different rate from that of the sur- 
rounding glass. If the expansion 
should be too rapid, the surrounding 
glass will crack; if slower, a leak 
will be formed and the vacuum 
jeopardized. A cleverly conceived 
bi-metallic wire, known as dumet, is 
used for the best vacuum tubes, en- 
suring a tight seal at all times. 

The glass employed in the making 
of tubes must be of a special kind to 
permit of ready working in automatic 
machines, yet sufficiently tough to 
withstand hard usage. Every piece 
of glass is rigidly inspected before it 
is admitted to the manufacturing pro- 
cess. 

The base must be of strong 
moulded insulating material, so as to 
hold the contact pins or prongs in 
exact relative position. Even so 
humble a factor as the contact pin 
must be held to within thousandths of 
an inch, so as to guarantee inter- 
changeability in any socket. 


To get the air out of the tube, 
unique methods have had to be 
evolved. Pumping alone could not 
achieve the high vacuum in a suffici- 
ently thorough and rapid manner to 
meet the demand for millions upon 
millions of vacuum tubes. Here 
again, a clever inspiration has pro- 
vided what is in reality a vapor 
broom. Now the housewife would 
hesitate to sweep a room with a me- 
tallic fog. Certainly a husky broom 
would be preferred. Yet vacua are 
swept with a metallic fog. A small 
quantity of suitable chemical, called 





| the “getter,” is placed in the tube at 
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Borkman Velvet Radio Speakers 


The Last Word in Sound Reproduction 


Not merely rare beauty, but 
new acoustic principles distin- 
guish this startling departure. 















The spell of radio magic is 
unbroken when carried to the 
ears by Velvet speakers. 


The Jewel Case 
No. 21 is prob- 
ably the finest 
speaker ever pro- 
duced — certain- 
ly it is the best 
ever placed on the 
market for public 
acceptance. Radio 
is transformed in- 
to living breath- 
ing reproduction 
satisfying to the 
keenest musical 
critic, and _ soul 
delighting to the 
layman. 


When the “Jewel 
Case” top is lifted 
the volume is be- 
yond belief. There 
is the feeling that 
the artist who is 
singing or playing 
is very near. 
When the lid is 
closed the music 
comes through as 
though the orches- 
tras of Fairyland 
were playing. 





The Jewel Case No. 21. 


List Price, $40.00 


No line of speakers can be included in your 
books which will produce such a volume and 
profit as the Borkman Velvet speakers, and there 
will be no “service” comebacks. 

Dealers everywhere know the Borkman Vel- 
vet speaker. The jobbers’ salesmen handling 
them will find a large field awaiting them. 





Discounts quoted to established and 








No. 9 Reflex Lantern recognized jobbers only. No. 18 Coniform Speaker 
List Price $12.50 List Price $25.00 
Radio department man- 
GENERAL agers should write the gen- Manufactured by 
SALES OFFICE -— see oe The BORKMAN RADIO 
>. T 
230 E. Ohio St. Wri odz th ime is get- CORPORATION 
te today, the time g , 
CHICAGO ting short Salt Lake City, Utah 
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the time of assembly. Following the 
sealing operation, when the vacuum 
pumps have done their best in the 
time allotted to them in quantity pro- 
duction, this “getter” is vaporized, in 
which form it combines with the re- 
maining gas atoms and finally con- 
denses on the cool glass wall. And 
so the bright silvery coating we see 
on the vacuum tube is the sign of 
good housekeeping conducted on a 
minute scale. 

It signifies that the tube has been 
swept clean. 

All of which means that the vacuum 
tube, apparently so simple, is really a 
highly complicated device. Mechani- 
cally, it involves a whole series of 
problems, from the making of the 
parts to their assembly into the most 
intricate groups, covering them with 
a glass envelope, and securing a high 
vacuum and perfect seal, together 
with basing. From the electrical 
standpoint, the vacuum tube involves 
delicate values which must be met and 
maintained despite the call for volume 
production. From the production 
standpoint, the vacuum tube takes its 
place with the finest kind of preci- 
sion work found in any other field, 
together with a volume that is truly 
stupendous. r 

* * * 


A Radio Menu 

A June bride asked her husband to 
copy the radio menu one morning. He 
did his best and got two stations at 
once. One was broadcasting the 
morning exercises, and the other one 
the menu. This is what he copied 
for the menu: 

Hands on hips, place one cup of 
flour on shoulders, raise knees and de- 
press toes and wash thoroughly in 
one-half cup of milk. In four counts 
raise and lower legs and mash two 
hard boiled eggs in a sieve. Repeat 
six times. Inhale one-half teaspoon- 
ful baking powder and one cup of 
flour, breathe naturally and exhale 
and sift. Jump to squatting position 
and bend white of an egg backward 
and forward overhead and in four 
counts make a stiff dough that will 
stretch to the waist. Lie flat on the 
floor and roll into a marble about the 
size of a walnut. Hop to a straddle 
in boiling water, but do not boil into 
a gallop after. In ten minutes re- 
move and dry with a towel. Breathe 
naturally and dress in warm flannels, 
and serve with crackers.—Northwest 
Radio News. 


Pleased to Meet Yuh, Queen 


The search for the Queen of 
American Radio, 1927-8, has begun. 
She will be the official representative 
of the women radio fans of the United 
States for the term of one year, and 
will be a guest of honor at the Radio 
World’s Fair in New Madison Square 
Garden, New York, Sept. 19-24, 1927. 


Her predecessors as Queens are 
Miss Rena Jane Frew, of Beaver, Pa., 
for 1925-6, and Mrs. Lotta Harrauff, 
Princeton, Ill., 1926-7. 

They were chosen because of their 
knowledge of radio and their ability 
to interpret its usefulness, in spoken 
and written word, and they have 
drawn ever-increasing attention to the 
fact that radio is now a necessity in 
every home. They emphasized the 
value of radio as an educator and 
moulder of public opinion. 


This year the title of Radio Queen 
will go to the woman who writes the 
best essay on the topic: “What Radio 
is Doing for the Women of the World.” 


* * * 


“Now, tell me, do Frenchmen un- 
derstand American slang?” 

“I guess some of them do. 
ask?” 

“Well, you see, my youngest daugh- 
ter is to be married in Paris, and the 
Count has cabled me to come across.” 


Why 


Simplicity of Operation 
Demanded in Radio 

Following the March meeting of its 
board of directors at which Herbert 
Elder was elected president of the 
company to succeed S. A. Whitten, 
the Valley Electric Co., St. Louis, an- 
nounced a policy of intensive develop- 
ment of the radio division. 

Speaking of the company’s policy 
for the future, Mr. Elder made the 
following statement at the company’s 
local offices, “As one of the pioneer 
battery charger concerns in the coun- 
try, the Valley Electric Co. was natu- 
rally interested in radio from the be- 
ginning, and has played an active 
part in its development. 

“The trend in radio indicates that 
the buying public will demand sim- 
plicity of operation in any set they 
may choose. We are convinced of 
that fact because of the unusual sales 
reception which has been accorded the 
advance announcement of our new 
single control seven tube set. 

‘“The sales situation,’ continued 
Mr. Elder, “is in sharp contrast to 
the conditions that prevailed in the 
industry five years ago when February 
was the end of the heavy buying 
season. 

“Valley distributors and dealers 
have carefully regulated their stocks 
during the present season by co-oper- 
ation with the factory sales depart- 

















These pictures were snapped on the afternoon of May 21 at the opening of 


the new building of the Harry Alter Co., 18th and Michigan, Chicago. 


About 


100,000 sq. ft. of space is available there, including a sales room of 5,500 sq. ft. 
The insert at the top is Harry Alter, president, at the left, Irving Alter, treasurer, 


right Irwin Ritter, auto accessory merchandising. 


In the group reading left to 


right: Meyer Sachs, radio buyer; Ben Cohen, electrical buyer; Max Geister, radic 


merchandising. 


The business was started 


June 1, 1919. There are now four 


brothers connected with it—Harry, Leo, Arthur and Irving. 
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“_ with Cone Speakerand 
Loop, . Price, $295.00 
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= Apex Minstrel—7-tube 
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# Model—Antenna oper- 
ated. Complete, with 
Cone Speaker, 
Price . . $225.00 
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a wee There’s No Other 
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Radio Like It . 
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—scientifically—artistically. In 


R A DIO for 1927-28 is a distinct victory 
\ 4 


appearance and in performance it is super- 
\, latively fine. 


The APEX RADIO RECEIVERS comprising the 1927-28 line 
are decidedly a step ahead in sales appeal. 


The Apex Technidyne Circuit is unlike any other Radio circuit 
of today. Those who heard Apex Reproduction at the R. M. A. 
Show will tell you it’s the circuit of the future. Couple that with 
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Uniformity in Apex adver- 
tisingand selling cooperation 
will continue to be a secret 
of Apex Success. Ask us about 
our zone consumer advertis- 


the finest cabinet craftsmanship—! 


J UNIFORMITY 
fp \, is one of the most talked 
Wa | of—the most highly com- 
| f \. mended—records in the 
Le = Radio Industry today. 
Uniformity of production standards have 
given APEX a selling record better than 
99 44/100% pure. 


Of all the APEX setssoldin 1926 less than 
4% of 1 % were returned—and the majority 
of these were mechanically faultless! 








Uniformity in personnel and policy, and in 
adherence to ideals, have earned this com- 
pany a trade relationship which is a chal- 
lengetoevery other manufacturerin the field. 


Records show that 91% of all business 
relationships established during our radio 
life are active today! 


The uniform increase of business, and of net 
profit, which APEX can show is the sort cf 
sound, healthy growth the jobber and dealer 
likes to tie up to. 


ALES Po LIC Y for 1927-28 is built 


Apex Radio Record. 

We will not deviate from the policy of selling 
through the legitimate jobber-dealer trade 
= channels. 


upon this uniform 


Are you re- 
ceiving the 
Apex Bul- 
letins regu- 
larly? 










ing for the coming season. \. . Pon w, — Glad to 

tf, Mo any put you on 

our mail- 

Write today for complete ote ing list — 

descriptive literature and a= Just drop a 
price information on this [ etek line. 


unusually profitable line. 


Apex Electric Mfg. Company 


1410 West 59th Street 3 $3 Chicago, U.S.A. 
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One of 
the a 


Bi g Radio 


RCA DISTRIBUTORS are particu- 

larly interested in the Stand- 
ard No. 100-A designed to accommodate 
the new RCA Model No. 100-A Speaker, 


and also the Standard No. 100 for the 
RCA Model No. 100 Speaker. 


F<) fe ( ’ 


semanas | | 


x Wie tv 


The “Universal” Standard is designed 
for the Western Electric, the New At- 
water-Kent, the Pathe, the Farrand and 
the majority of other Cone Speakers now 
on the market. 


List Price—all Models, $10.50 
Distributors of these lines should com- 
municate with us at once. 


¥ 
8 
rs 


No. 100-A Standard 
ALBERT WAHLE CoO., 


Incorporated 
Metropolitan & Morgan Aves. 
BROOKLYN, N. Y. 


WORKS 
Robt. Findlay Mfg. Co. 




















Announcing 
the New 





Gas Filled Rectifier 


“The Tube That Is Radically Different’’ 


RATING: 
Maximum: volts. ..... <6. slcs« 300 
Maximum current...85 M. A. 


Assuring long life without de- 
crease in output. 


Easy filtration—less strain on 
filter condensers and smoother 
output with less hum or ripple. 





C. E. Mfg. Co., Inc. Providence, R.I., U.S.A. 

















ment so that not a single distributor is 
at present over-stocked. This situa- 
tion indicates a healthy condition and 
makes dumping of radio products un- 
necessary. The outlook is bright for 
the industry in 1927, and the coming 
year will be the greatest in the history 


of radio.” 
* * * 


What’s Behind the Tube? 
By WILLIAM E. DUFF, 
Sec’y.-Treas. 

Gold Seal Electrical Co., Inc. 

Recently a certain distributor of 
radio goods lost 3,000 tubes—defec- 
tives which could not be replaced. 
The company from which the tubes 
had been bought had gone into bank- 
ruptcy. 

The monetary loss to this distribu- 
tor was, of course, considerable. It 
wiped out the profrts on many thou- 
sands of tubes previously sold. But 
this was not the worst part of the loss 
by far. 

For the distributor lost customers. 
He lost the time, energy and expense 
that he had put into establishing a 
certain tube throughout his trade. He 
lost prestige and the confidence of his 
dealers. What was the final net price 
he paid for those tubes? 

The distributor had been induced to 
handle the line by the offer of an ad- 
ditional 10 per cent discount. That 
should have been a danger signal. 
They proved to be the most expensive 
tubes that this distributor ever bought. 

The radio industry—baby giant of 
business—is slowly learning the les- 
son which has been painfully codi- 
fied by the older trades. Radio mer- 
chants are beginning to understand 
that technical tests of a product are 
not the only requisite for sound buy- 
ing. The shrewd buyer looks deeper 
—who is behind this tube? 

Of course, in every line of business 
there are ignorant, inexperienced and 
unsophisticated merchants. And there 
are always people to prey on them. 
But there is more and more disposi- 
tion on the part of business leaders 
to protect these hapless buyers 
against their own folly. 

One of the most common deceptions 
is that of the seller who pretends to be 
a manufacturer. Now, “manufactur- 
er” implies a certain degree of re- 
sponsibility at least, for a manufac- 
turer must invest money in a plant, in 
machinery, materials and labor before 
he receives any return. And his suc- 
cess depends upon the creation and 
maintenance of a reputation for fair 
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Known from coast t 
extreme reliability 
Pesigned and but ; 
the highest standing 









Acme Trickle Charse* 
*  ywith Automatic Relay 





iy 
Acme Universe 
Charger, T¥P® sat 
evi 





















Coast to Coast, with its sales tripling over last year. 


You can cash it on its great popularity. 


+ Socket Pawex Umit 


+ Socket Pow 
y  qaittiamperes 


Radio Owners and the Trade know that 
ACME RADIO EQUIPMENT 


means better performance for any Radio Set made. 


It is laboratory tested and universally approved—sold from 
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in the June 


4 RADIO 
- - RETAILING 


It is one of a series of simi- 
lar advertisements read by 
every Dealer handling Radio 
throughout the United States 
and Canada. 


oan at 190 volt 


Similar advertising is also 
unk 3 | being done in consumer publi- 
cations, 










all telling the merits of the 
new line of Acme Charging 
Equipment. 


This includes the 


Acme “A & B” Socket Power 
Unit in two types, 
















re = | Acme Universal “B” Supply Unit 
it Ss. jan 90 | in two types, 
‘ at lt : : ry - ° 
ae Acme “A” Power Unit—sold with 
} ‘ Charger prices. gies aa we 4 te ever? ‘ 
eee TE rem | or without battery and tube, 
2 ocee way satin cece je aational'y cer or Wi at reuy, Chevelaml ‘nate : : 
Over | eg ae ae a mere fate eae cages 2, Westen to ep TI Acme Automatic Control Switch, 
30,000 || Ge a uy tee anew $84.00 Satie, B.S TURING COMPANY: & Acme Two Rate Trickle Charger, 
Dealers tot ely eS da MANUFAC Clevetand. onic Bi ° 5 
; ScME ELECTRIC am Acme Trickle Charger with Auto- 
Read eS ee Avene matic Relay, 
This and the Acme Universal Charger. 
Ad 


If you are not thoroughly in- 
formed on the line and its new 
1927 features see the June 
issue of Jobber’s Salesman and 
then write us for further de- 
tails. 





CLIP and MAIL COUPON—TODAY 
The Acme Electric & Mfg. Co. 
1446 Hamilton Avenue, 
Cleveland, Ohio 








“THE ACME ELECTRIC 
1446 Hamilton Avenue 


Send us the details at once of your special Jobbers’ Sales Plan. 


Sold through leading 


Jobbers everywhere. 












Factory Representatives in Boston, New 
York City, Cleveland, Chicago, Miéil- 
waukee, St ouis, Des Moines, San 
ececccceecece Francisco, Los Angeles, Dallas, and 


Toronto, Canada 








and MANUFACTURING COMPANY. 


Cleveland, Ohio 
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“Buy the Chassis and you 


Buy All!” 














Audiola sets, both six and eight tube 
models, are of the single control type 
with all tuned _ circuits individually 
shielded. Two knobs on the front panel 
comprise all the controls—a Steering 
Wheel and a Throttle—the Steering 
Wheel to select the station you want 
and the Throttle to control the volume. 
[hordarson transformer audio amplifica- 
tion is used in all models. 












Jobbers are still being appointed. 







430 S. GREEN ST. 





That is the 
message the job- 
ber’s salesman 
selling the Audio- 
la Line should 
carry to his deal- 
ers, and they in 
turn to their cus- 
tomers. 


Of course, we do not stop at the 
chassis. You are offered cabinet models, 
console models and the beautiful ‘‘Baby 
Grand” models into which these reliable 
chassis are placed. 

Made of the finest burled walnut, the 
Audiola complete sets are not only most 
attractive, but also are so priced that 
there is a unit within the range of any 
purse. 


Write today for territorial 


arrangements. 


AUDIOLA RADIO CO. 


CHICAGO 










































month. 


The Jobber’s Salesman. 














| | fr VERY person connected with the selling 
| end of the electrical industry will find 
| something of interest, something worth read- 
| ing, in every issue of The Jobber’s Salesman. 


| The sales experiences of some of the leading 
men in the industry will prove interesting 


and instructive to many. Various other 
features will be well worth reading each 


We want you to become a regular reader of 


Send a dollar for a year’s subscription. 




















dealing as well as a name for good 
products. 

On the other hand, the pretended 
manufacturer makes no investment 
other than in the merchandise he sells 
—no responsibility, no permanence. 
He may, in fact, become a “manufac- 
turer” only long enough to dispose of 
a certain lot of goods. He is “here 
today and gone tomorrow’—without 
penalty. Of what value is the “guar- 
antee” or attractive contract agree- 
ments of such a concern? 

In many lines, this particular form 
of deception is forbidden. Dealers in 
textiles, for example, are not allowed 
to use such names as “The Blank 
Mills” unless they actually operate 
mills. 


Unfortunately, conditions in the 
radio industry have not yet become 
settled enough to wipe out this evil. 
Our attention was directed recently to 
a concern representing itself to be the 
largest manufacturer of radio tubes in 
existence. 


As a matter of fact, this concern 
has no factory. It merely buys tubes 
wherever and whenever they are avail- 
able at a low price. Obviously, it is 
utterly impossible to maintain a 
standard of quality under such condi- 
tions, and purchasers of their tubes 
are apt to criticise all tube manufac- 
turers for lack of uniform quality. 


Furthermore, this concern is not 
rated and never has been rated. What 
is its responsibility? What is the 
value of its “guarantee”? 

Strangely enough, many distribu- 
tors seem to pay no attention to such 
matters. They make no investigations 
before taking on a line, although they 
could easily ascertain the facts 
through the commercial agencies. 
| Sham “manufacturers” frequently 
have no financial support and often 
ignore all business ethics. 





| The sooner such evils are wiped out, 
the sooner will the radio industry be- 
| come more stable and profitable. In 
| the radio tube field, distributors can 
| protect themselves against loss and 
| insure more permanent profits by 


|| handling only the products of reputa- 


' ble manufacturers. 


| Thus they are assured not only of 
/uniformly high grade merchandise but 
also of protection against price de- 
clines, of prompt replacement of de- 
fective tubes, of courteous dealings, 
and of real sales cooperation in the 
form of advertising, displays and 
dealer helps. It pays—well. 
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All Standard Types 


Type GSX-213 
Rectifier tube, designed 
to accomplish full wave 
rectification of alternat- 
ing current (a. c.) to 
direct current (d.c.) 

List price $5.00 


Type GSX-216B 

For use in battery elimi- 
natorstorectifyalternat- 
ing current — advanta- 
geous in supplying the 
higher current required 
by power tube equipped 
sets. List price $7.50 


>. 


The Trade Mark of 


Type GSX-20la 
and Gs-20la 
The populargeneral pur- 


posetype, for amplifieror 
detector. Long life and 


—the profit-power of these superior quality high efficiency. 


List price $1.75 


tubes—the quick selling power of aggressive 
national advertising and merchandising— Sate roncems 
the business-building power of uniform 5S aeninet ear ar 
reliability backed by a worth-while guar- ee 
antee. Gold Seal Radio Tubes are made in 
our own plant, the largest American factory 
devoted exclusively to radio tubé manufac- 
ture. You can bank on their reputation— 


it means permanent profits for you. 


GOLD SEAL ELECTRICAL COQ. in ay 
1 aeaaiaanaa All Standard Types a moe tps el en 


250 PARK AVE. NEW YORK volume. List price $4.50 
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MANUFACTURERS 


NEWS 














A-C Dayton Deal 


A deal involving a total investment 
of approximately $1,000,000 was com- 
pleted May 14 when Albert Emanuel, 
pioneer developer of public utility in- 
terests, purchased the assets of the 
A. C. Electrical Co., from M. J. 
Burke, receiver. 

The deal includes the purchase of 
the assets of the A-C Manufacturing 
Co. involving a transfer of property 
valued at $280,899 and the proposed 
consolidation of the Dayton industry 
with an eastern concern now owned 
by C. R. Strassner, son-in-law of Mr. 
Emanuel, which later will be moved to 
Dayton. 


*# #2 @ 


Tom Grier Returns from 
Riverside 

Thomas G. Grier has returned to 
Chicago after spending the winter in 
and about Riverside, Calif. While out 
there he drove 10,000 miles in Arizona 
and New Mexico. Shortly after his 
return he attended the opening of the 
Electric Club of Chicago and The 
Electric Association when the two or- 
ganizations threw their adjoining 
quarters together to form more com- 
modious quarters for the electrical in- 
terests of Chicago. 








Walbert Represented by J. P. 
Rainbault 

Announcement is made of the ap- 
pointment of The John P. Rainbault 
Co., 50 Church St., New York, as 
eastern representative of the Walbert 
Manufacturing Co. of Chicago. 

In addition to the Walbert line of 
batteryless receivers, The John P. 
Rainbault Co. is also eastern repre- 
sentative of the “Balkite’” products 
and the ‘““Magnovox” speakers. 


Oo: i 


Death of Anton T. Kliegl 

Anton T. Kliegl, president of Kliegl 
Bros, Universal Electric Stage Light- 
ing Co., Inc., New York City, died 
suddenly in Bad Kissingen, Germany, 
on May 19, while on a business trip. 
His death occurred far from the field 
of his life’s activities and achieve- 
ments, and by a strange coincidence, 
he passed from this life in the same 
place where he was born fifty-four 
years ago. 

In the early days, electrical scenic 
effects which are now so generally 
well known were painted on large 
glass disks and operated by hand. It 
was Anton T. Kliegl who introduced 
the use of mica disks in place of the 
glass disks, and motivated the effect 








by clockwork or motor with the disk 
inclosed in a metal casting. The me- 
chanical forms he introduced at that 
time have since become the standard 
of the American stage, and to a large 
degree, the standard throughout the 
world. The history of the man since 
that time has been closely associated 
with the stage and the greatest scenic 
productions of late years have many 
of them been his handiwork. Later, 
in the motion picture field he devel- 
oped among other things the special 
high intensity lights known as “Kleig- 
lights.” 


ee ae 


Eleven Representatives 
for Acme 

The Acme Electric & Manufactur- 
ing Co., of Cleveland, Ohio, manufac- 
turers of a complete line of radio 
apparatus from automatic switches to 
socket power units, announces repre- 
sentatives in the following cities: 
Boston, New York City, Cleveland, 
Chicago, St. Louis, Des Moines, Mil- 
waukee, Minneapolis, Atlanta, Dallas 
and San Francisco. The representa- 
tives, who are located in the above 
mentioned cities are men who, through 
past connections, are well acquainted 
with the trade. 











Banquet of the E. T. Cunningham Co., Inc., During the Week of the 


R. M. A. Trade Show in Chicago. 
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M. W. Mitchell 


Smiling Jack Hess has joined the sales organization of the Apex Electric Mfg. | 


Co., Chicago, and will continue to call on his many jobber and dealer friends through- 


out Illinois, Wisconsin, Kentucky and ‘Tennessee, expounding the merits of Apex 


radio receivers. 


Michael W. Mitchell after two years in inside sales work with the Apex has 


recently been appointed field sales manager. 


It won’t be new for “Mitch,” however, 


for the past year has found him out in various territories spreading the gospel 


of Apex radios. 





Metropolitan Device Corp. 
District Office Changes 


F. D. Bedell, sales manager of the 
Metropolitan Device Brook- 
lyn, N. Y., manufacturers of Murray 
Switches announces that E. B. Glenn 


Corp., 


is now representing his company in 
Atlanta, Ga. 

W. T. (Bill) Jagoe, Philadelphia 
representative for the same company, 
announces that his office is now lo- 
cated at 620 South Delaware Street 
of that city where he has a lot of 
warehouse space and plenty of room 
to receive “‘visiting jobbers.” 

With Al Tutin up in Boston well 
settled in his new place and two new 
assistants to do all his work and Mc- 
Kenna hitting the high spots of the 
metropolitan district, Metropolitan 
seems to be thoroughly organized. 


* * * 


Coots with Grigsby- 
Grunow-Hinds 

E. D. Coots, who has been actively 
engaged in phonograph and_ radio 
merchandising for the past 15 years, 
has joined the Grigsby-Grunow-Hinds 
Co., Chicago. Mr. Coots has been 
made sales manager for the west cen- 
tral district and will have charge of 
the distribution of “Majestic” ‘‘A” 
and “B” power units in that territory. 


Kefgen Handles Weber 


Devices 


H. W. Kefgen is now the represent- 
ative of Weber wiring devices in Mich- 
igan, Ohio and Indiana, according to 
an announcement made by Henry D. 
Sears, the general sales agent. Mr. 
Kefgen for the past ten years has 
been connected with the Detroit office 
of the Economy Fuse & Manufactur- 
ing Co., and will continue to make his 
headquarters in Detroit. 


* * * 


_ Frank Adam Appointments 

Effective April 1, 1927, the Frank 
Adam Electric Co., St. Louis, made ar- 
rangements for representation in east- 
ern territory with the Square D Com- 
pany Canada, Ltd., Walkerville, Ont. 
Tne Square D Company will handle 
these products out of its sales offices 
located at Toronto and Montreal and 
will assemble in their plant at Walk- 
erville. 

Other recent changes are: Melvin 
J. Kiefer appointed district manager 
for the Metropolitan-New York terri- 
tory with main offices at 182 N. 11th 
St., Brooklyn, N. Y., and Bert F. 
Fuller to be in charge of the Stewart 
Works of the Frank Adam Electric 
Co., 425 Folsom St., San Francisco, 


Calif. 
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TRADE a4 MARK 


| 


AMERICAN INSULATED 
WIRE & CABLE CORP. 


Chicago, Il. 















“American Brano”® 
LATHERPROOF WIRE AND CABLES 
MAS NO GOUAL 
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New Electrical Products, Illustrated 





Bryant single and duplex black porcelain new style receptacles have cupped 
or concave faced bosses which aid in quick and convenient insertion of the at- 
tachment plug—the prongs quickly find the slots. 


Nos. 140 and 142 are for plates without doors. 


Nos. 144 and 145 are for 


plates with doors. Their rating is 10 amperes, 250 volts and all are approved 
by the National Board of Fire Underwriters. They have side wiring terminals. 
The dimensions of Nos. 140 and 144 are: Base 1% in. by 1 7/16 in.; depth % in. 
Nos. 142 and 145 are: 25% in. by 1% in.; depth 27/32 in. They are all of Bryant 
standard construction and parts, and fit a single gang outlet box with one gang 
plate. Made by Bryant Elec. Co., Bridgeport, Conn. 








Pass & Seymour, Syracuse, N. Y., 
are announcing the “Alabax” line. 
These are porcelain lighting devices 
in the side wall brackets, side wall, 
and ceiling receptacles. The new 
trade name was adopted to assist the 
jobbers and dealers to merchandise 
these devices. The bracket line, with 
its multiplicity of colors and decora- 
tions, gives an opportunity to match 
other colors which are in the room 
for which the brackets are intended. 
The chamois, pompeian, and _ ivory 
colors have been made neutral so they 
will go with almost any other color. 
Jet black brackets and_ receptacles 
are included as well as white brack- 
ets, the latter relieved by delicate 
tracings of colors. 


Brown Bros. Machine Co., 815 E. 
93rd St., Cleveland, O., is manufac- 
turing the “BB” machine vice. The 
body and jaws are of cast iron; the 
screw of machine steel, and the han- 
dle of cast steel. The two V-slots 
and the overhung jaws permit han- 
dling a variety of jobs. 





The C. D. Wood Elec. Co., Inc. of 
565 Broadway, New York, has added 
to its line of electrical wiring devices 
a one piece porcelain receptacle for 
sign work. This No. 420H receptacle 
has hook contacts to facilitate wiring. 
The wires are passed under the hooks 
which are pressed down with a screw 
driver to clamp the wires in place, 
and a drop of solder applied. The 
connections then may be covered with 
sealing compound making it weather- 
proof. The hook terminals are polar- 
ized, the tinned one being the ground. 























The Central Flatiron Mfg. Co., 
Johnson City, New York, has placed 
on the market a new electric room 
heater called the “Durable.” It is 
made in two sizes—12 and 14 ins. The 
former consumes 660 watts, the latter, 
1000 watts. It is made with a copper 
reflector. 








On the right are shown two 
views of the front of the hood. 
The first illustrating the color 
screen in position, and indicat- 
ing the substantial position of 
the color frame support, also 
the convenient arrangement 
for replacing gelatine color 
mediums. The second view 
shows the iris shutter and cur- 
tain shutter partly closed. 

Made by Kleigl Bros. Uni- 
versal Elec. Stage Ltg. Co., 
New York. 


On the left is shown a rear view of 
the new Kliegle 70 ampere spotlight 
control in which all operations are 
centralized—are, color frame, iris 
shutter, curtain shutter, and the direc- 
tion of the light beam—from the back 
of the spotlight. They are all integral 
parts of the lamp itself. This design 
provides flexibility, convenience in op- 
eration, and a wide range of adapta- 
tions. 
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New Officers of P. A. Geier Co. 

At the annual meeting in May of 
the stockholders of The P. A. Geier 
Co. of Cleveland, Frank J. Gottron 
was elected president and general 
manager, Thomas Coughlin, executive 
vice-president, Walter B. Fulghum, 











F. J. Gottron 


vice-president in charge of sales, 
James A. Farrell, secretary, and A. H. 
Zirke, assistant treasurer. P. A. Geier 
becomes chairman of the board and 


retains the treasureship. 


Frank J. Gottron, who has been | 


connected with the Geier organization 
for more than 15 years, previously 
held the position of general manager 
of the electric division and has been 
responsible for the success of the com- 
pany’s appliance business, developing 
it from an unimportant side line of a 
small job machine shop to a position 
of leadership in the industry repre- 
senting an investment of more than 
$1,000,000.00. With Mr. Gottron and 
Mr. Fulghum in charge, respectively, 
of manufacturing and sales, the com- 
pany advises its stockholders that 
there is every indication of 1927 being 
the largest production year in the his- 
tory of the company. 

+ 


Bulldog Opens Chicago Office 

The Bulldog Electric Products Co., 
Formerly the Mutual Electric & Ma- 
chine Co., of Detroit, has recently 
opened a new office and display room 
in Chicago, at 627 W. Jackson Blvd. 
i}. A. Printz is in charge of the office. 


* * 
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DIEHL FANS 


In Diehl fans are incorporated quality, service and value. They are 
moderate in price, economical in current consumption and give wonder- 
fully refreshing cool breezes. 

Diehl fans are made in 9-10-12 and 16 inches, oscillating and non-oscil- 
lating for all commercial circuits. 

Send for Diehl Fan literature—now! 


DIEHL MANUFACTURING CO. 
ELIZABETHPORT, N. J. 


DIEHL 


Established 1888 




















The Newest Item in the 
Complete Porcelier Line 


em 





Place Shade The 
over Collar 4 Glassware 
of Patent Will Then 
Screwless ee a | Be Securely 
Holder Eo Locked in 
“a Place 


No. 826 List $3.30 Complete 
“JUST LOCKIT” 


i 


@ Jobbers’ Salesmen: here is a new one that will gain you 
those hard-to-get interviews with architect and contractor. 


@ It will pay you to carry a No. 826 on every call. 
@ Have your salesmanager send in for a sample. 


@ This is only one of the many Porcelier items made of 
Genuine Vitrified Porcelain. 


@ The Porcelier Line is complete, containing Bedroom, 
Bathroom, Kitchen, etc., Brackets and Ceiling Pieces in 
White, Plain Colors and beautifully hand decorated motif 
designs. 


Porcelier Mfg. Co. 
1026-28-30 Fifth Ave. Pittsburgh, Pa. 
{THE ORIGINAL HAND DECORATED LINE) 
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New Electrical Products, Illustrated 








These new H & H 
art plates are an- 
nounced by the Hart 
& Hegeman Mfg. 
Co., Hartford, Conn. 
They are hand- 
etched in .060 brass 
in the following de- 
signs: “Southwick” ; 
“Vanity” and “Coal- 
port.” May be had 
in four standard fin- 














ishes: Bronze; statuary bronze; antique brass, and genuine Butler’s silver. 
Furnished in: Tumbler switches, one to four gangs; push switches, one to 4 
gangs; single convenience outlets; single gang; duplex convenience outlets, one 
to two gangs, and also in combination plates. 








The Liberty Gauge & Instrument 
Co., Cleveland, O., has announced four 
new twin hot plates of the general 
utility type. The Number 401-J is 
made of 20 gauge steel black japaned. 
Its frame is 81% in. by 18 in. the legs 
are made of 16 gauge steel beautiful- 
ly nickeled. Nichrome (4) or Chro- 
mel “A” elements mounted in 6 in. 
special Liberty refractory bases. Off 
and on tumbler switches. Capacity 
110/120 volts AC or DC. The 404-E 
is built of 20 gauge “Armco” iron. 
Its frame is also 814 in. by 18 in. 
This hot plate is finished in blue- 
black and white vitreous enamel. Its 
legs and handles are 16 gauge steel 
nickeled. It has the same heating 
elements the same bases and the same 
capacity. It is controlled by two 
three heat rotary switches. 








A flood light, focusing type of unit 
for mounting close to vertical sur- 
faces has been put on the market by 
Benjamin Elec. Mfg. Co., Chicago. A 
special moulded, heat resisting glass 
lens causes the unit to give a wide 
flat beam of light. The greatest 
amount of light is directed toward 
the point farthest from and at the 
smallest angle with the reflector, 
while the lesser part is directed upon 
points nearest. The difference in 
angles and distances causes all points 
to receive approximately the same 
amount of illumination. 








A new electric siren for use on 
fire trucks, ambulances, motor boats, 
yachts and so forth, is announced by 
the Federal Electric Co., 8700 S. 
State St., Chicago. The siren is of 
“streamline” design, and all visible 
parts, including the bracket and base, 
are heavily nickel-plated giving a sig- 
nalling device which adds considerable 
attractiveness to the car or boat on 
which it is installed. It is enclosed 
and weatherproof. 


















The F. W. Wakefield Brass Co., 
Vermillion, O., has added to its line 
of hotel and hospital lighting special- 
ties an adjustable bedlight for use 
with tubular lamp and designed for 
permanent installation. Templet is 
supplied for drilling the head rail. 
The unit is of heavy gauge brass and 
steel tubing, finished in this company’s 
special egg shell bronze. The reflect- 
ing surfaces are of permanent alu- 
minum lacquer. 





The type “A” bedlight with deep 
cone shade is another addition to this 
particular line. It is provided with 
a padded clamp which can be made to 
fit any size or form of bed rail or 
molding, and is controlled by either a 
hexagon nut or wing nut. The goose 
neck arm of fluted tubing is attached 
to the clamp by means of a ball-and- 
socket joint which permits the light 
to be adjusted in any desired posi- 
tion. The deep cone shade conceals 
the source of light and is- especially 
appreciated when the unit is used as 
a bed lamp in hospital wards. 





The Everstick Anchor 
Co., St. Louis, Mo., has 
announced its improved 
expand screw anchor. 
Made in one size, 61/ in. 
in diam. when closed, it 
automatically expands to 
7, in. when a strain is 
applied. Any screw type 
installing wrench may 
be used with it. This 
product is hot galvan- 
ized. 
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RACINE, 











IT’S “TIME” 
TO SELL— 


THE “‘RELIANCE”’ 
AND ‘“‘RACINE”’’ 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





“RACINE” 


AUTOMATIC TIME_SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 


house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts. 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


WISC. 











| May 1. 
| Washington Blvd. 


| 519 West Roosevelt Road. 
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Graves Handles Reynolds 
Publicity 

Horace C. 

been made director of publicity of the 


Graves has recently 
Reynolds Spring Co., with headquar- 
ters at the Jackson, Mich., plant. He 
is an old newspaper man, having at 
one time been financial editor of the 
New York 


Press, now the Herald-Tribune, and 


York Tribune and New 














Horace Graves 


also of the New York Commercial. 
Four years ago he became connected 


| with a New York publicity bureau 


known as Public Relations, Inc., from 
which he stepped directly into this 
new position with the Reynolds 


Spring Co. 


It would seem that he is taking up 
his new work at a particularly favor- 
able time with this company, especi- 
ally in the molding end of the 
business which is going ahead rapidly, 
both in the sale of its patented ma- 
and in the bakelite molded 


electrical parts coming from the cus- 


chines 
tom molding department. One very 
large order stepped in at about the 
time Mr. Graves did—from the Fan- 
steel Products Co., for half a million 
pieces within a vear. 


* * * 


Emerson Moves Chicago Office 


The Emerson Electric Mfg. Co. of 
St. Louis moved its Chicago office on 
The new address is 806 West 
The Chicago stock 
of fans, motors and exhausters re- 
mains at the Soo Terminal Warehouse, 








Contractor 
Necessities 


That Pay a 
Profit 


THE CRESCENT HOLE CUTTER 


For cutting conduit holes’ in outlet boxes, 
cabinets, pull boxes and all sheet metal work 
It cuts holes for 2 inch to 4 inch conduit 


Illustrations show method of using. List 


Price, $5.00 





THE CRESCENT FISH TAPE 
PULLER 
List Price $4.00 





THE CRESCENT REDUCING 
LOCK-NUT 


These reducing nuts replace the standard 
lock-nut where the conduit hole is larger than 


the conduit used and is made in three sizes 
for reducing 3% knock-out to ¥ inch, 1 inch 
to ¥% and 1 inch to Y% inch. The lock-nuts 
are packed 100 in a carton and in assorted 
sizes, carton consisting of 100 % to \, 3 
1 inch to ¥% and 20 1 inch to Illus 
tration shows 14 inch conduit held in 1 inch 
hole. Assorted size carton, List Price, $¢ 


Jobbers:—Above is illus 
trated and briefly described 
necessities which the con 
tractor and contractor-dealer 
must have. 

Your salesmen can do a 
good volume on those prod- 
ucts and the profit is most 
attractive. 

Write us today for ar- 
rangements. 


Manufactured By 
THE CRESCENT SHOPS, Inc. 
1116 E. 16th Street, 
Los Angeles, Calif. 


IMPORTANT MAN IN THE INDUSTRY.’ 
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Rex Cole Handles 
Refrigerators 


The electrical refrigeration depart- 
ment of General Electric Co., at 
Cleveland, announces the appointment 
of Rex Cole as general distributor for 
New York city and the metropolitan 
district. His display rooms are to be 


Arrow Canopy Pull Sockets 


The hook slips over the chain guide and holds the in- 
terior in the shell. The notch engages with the canopy 
ring and prevents the socket from rotating. The socket 
ring threads on the Uno bead and binds the socket firmly 
against the ring in the canopy. 

Sockets are furnished with cleaned shells. 
72” will be supplied with- 
out extra charge on Nos. nee, 
3996 and 3998. Extra * 
eyelets for use in can- 
opies can be supplied. 

Brush brass standard fin- 
ish on chain. No extra 
charge for nickel. 


Moderately Priced To 
Meet Competition 
3995 With 8 inch chain. 
3996 With 50 inch cord. 
3997 With 8 inch chain 
and insulator. 

3998 With 8 inch chain 

and 42 in. of cord. 
3999 With 36 inch 


chain. 


Cord up to 


located at 5 East 45th St. 
Mr. Cole has for a long time been 


No. 3998 


A THE ARROW ELECTRIC COMPANY 
HARTFORD, wa 


OW 
The dita line y Wiring Devices 


LEZ REEREELEE RARE EE RERERERES 


Rex Cole 




















associated with General Electric in- 
terests. Until recently, he was presi- 
dent of The Miller Co., a consolida- 
tion of the Duplex Lighting Works of 
the General Electric Co., and _ the 
Edward Miller Co., of Meriden, Conn. 
It was while the head of The Miller 

that Mr. Cole conceived the 


—— Co. 

“Home Lighting Contest,” the largest 

0 a] Cv. educational campaign ever undertaken 

in behalf of the electric light and 
on the Beachfront power industry. 


ATLANTIC CITY 











The new General Electric refriger- 
ator has been in production since Feb- 
ruary at the Schenectady and Fort 
Wayne plants, and will shortly be of- 
fered throughout the United States 
in a variety of sizes and cabinet de- 
signs. It is the result of 15 years 
research by General Electric engi- 
neers. 





* * * 


Slaughter Now Handling 
T-V Switches 
C. Dent Slaughter, formerly with 
the Allied Industries, Inc., San Fran- 
cisco, Calif., has severed his connec- 


No ‘‘Seasons’’ at Atlantic City! 


O MATTER what time o’ Hotel operates under American 
year you come to Atlantic Plan and presents a distinguished 
City you are “in season.” So, cuisine. On the premises: Private 
too, with the Royal Palace Hotel. Sea Water Swimming Pool, Ten- 
Situated on the Boardwalk and nis Courts, Dancing, Children’s 





eT eT T eT Te Te ee ee eT STITT eT oT 


radiating an air of restful hos- 
pitality. All rooms have running 
water—most rooms have private 
bath—all baths both sea and fresh 
water. 


Play Room, Therapeutic Baths, 
Barber, Beauty Parlor, Roller 
Chairs—truly—A Resort in Itself! 
Send for Illustrated Booklet and 
Schedule of Rates 


STITZER HOTEL CoO. 


Ownership Management 








tions with that company and is rep- 
resenting the Trumbull-Vanderpoel 
Electric Mfg. Co., and the Tubular 
Woven Fabric Co., in San Francisco 
territory. Harmon J. Cook, presi- 
dent of the former company, who 
made the announcement says Mr. 
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Leon Golder, now central district man- 
ager of the Rola Co., manufacturer of 
loud speakers de luxe, as Leen calls them. 
He is establishing offices at 612 N. Michi- 
gan Ave., Chicago. 

Leon started his business career as a 
lawyer but decided he liked selling better 
and entered the Sonora Phonograph Co’s 
sales force, spending 10 years with them, 
the last five as sales manager for their 
Illinois distributor. In 1924 he affiliated 
with the Magnovox Co. as Chicago district 
sales manager, remaining with them until 
his present change. He will be glad to 
see any of his old friends among the job- 
bing fraternity and wants to assure them 
that in his present connection he is for the 
jobber first, last and all the time. 





Slaughter will be located at 314 
12th St., San Francisco, where he will 
carry a large stock of T-V switches 
from which to serve the jobbing trade 
of his territory with immediate ship- 
ments. 

* * * 


Collier Settles in Detroit 
Chester E. Collier is now district 
manager of Henry D. Sears in De- 
troit, having start- 
ed in his new 
position June 1. 


He started in 
the electrical busi- 
ness in 1906 trim- 


the old T-H type, 


the Western Elec- 
tric Co., 
bling the first high 
tension series arcs that the Western 
ever built. After that he successively 
did construction work in the Stock 
Yards four years, Western Electric 
city sales department, purchasing de- 
partment, then out of the 
game for a year, then back in to work 
for M. B. Austin in 1916, with the 
American Electric in 1919 and final- 
ly with Sears in 1924. 


assem- 





electric 
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ming are lamps— | 


later working for | 














































Look Fellows: 


Any of these 80 checks 


going to your dealers? 


That’s one day’s refund 
to dealers who have availed 
themselves of the 


“Clear-Top” 
Plug 
Fuse 


Window Display 
OFFER 


CASH IN ON THESE SALES 


ASK YOUR SALES MANAGER 
ABOUT IT 


TRICO FUSE MFG. CO. 


QUALITY ELECTRICAL PROTECTIVE DEVICES & SPECIALTIES 
1003 McKinley Ave. 





























Milwaukee, Wisconsin, U.S. A. 
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— SUPER-WICK 


| ae % tolHP 
Woncertully [mproved 


NO pete IN a te 
The MASTER Super-Wick Motor is the 


latest result of our long established 
policy of continuous refinement. This 
wonderfully improved motor brings to 
the purchaser longer motor life, less 
maintenance expense, and much greater 
satisfaction at no advance in price. 

Write for complete details 


The MASTER ELECTRIC COMPANY 
Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER “ranteep MOTORS 
M 
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Magic belongs to 


MAGICIANS 













‘ 
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WM, Se 1 
Business and magic don’t 
mix. To reach the heights 
of success a manufacturer 
must start out with a prod- 
uct just a bit better than the 
others. 


Day-Brites are better—we 
make them that way and 
you can sell them that way. 
You need no apologies when 
you sell Day-Brites. 


Be successful with Day- 
Brites—others are doing it. 
Yes—there are more difficult 
lines to sell. But Magic be- 
longs to Magicians—not to 
salesmen. 


Here’s the new 





et 


PATS. 
PONOIME 


oAY-BRIte 


TRADE MARK REG. 


REFLECTOR 


The improved super reflec- 
tor is a decided innovation 
in show case lighting. The 
enlarged wiring chamber 
makes possible quick instal- 











lations. That’s more profit 
for the contractors. Tell 
them that. 


DAY-BRITE REFLECTOR CO. 


703 South Broadway 
ST. LOUIS, MO. 








| and mechanician. 








| seribable sensation as we gradually 








Leon Tries His Wings 
Leon Frank, vice-president of the 
Bulldog Electric Products Co., De- 


troit, didn’t try to compete with 
“Lindy,” says he, with Mrs. 
Frank, had quite enough excitement 
flying over the English Channel. He 
tells of some of the interesting things 
about their air transport system over 
there as follows: 

“Passengers are allowed with their 


and 


rose in height. The sensation was 
somewhat of the same effect as riding 
in a small boat on rough: waters. 

“As we went in a straight course, 
the sensation was anything but 
smooth riding. Every once in a while 
we would strike what seemed to be an 
air pocket, and the plane would seem 
to drop for 50 or 100 feet with the 
sensation something like coming down 
in a fast elevator. 

























Mr. and Mrs. Frank About to Embark on Their Airplane 
for the Trip from Paris to London. 


tickets 30 pounds each in baggage. 
The fare amounts to about $28.00 to 
$30.00 in United States currency. 
This is between $6.00 and $8.00 higher 
than rail and channel fare from Paris 
to London. The flying time is about 
two to 2-14 hours, 

This plane has space for 12 pas- 
sengers and baggage, besides the pilot 
There are individ- 
ual seats for each passenger, and the 
seats are about the size of a comfort- 


able arm chair, nicely upholstered, 


with walking space in the center be- 
tween the seats of about 14 inches. 
Each passenger is furnished with a 
small envelope which contains cotton 
for the ears so as to somewhat soften 
the noise of the motors. 

“Also along side of each seat there 
is a holder containing a number of 
paper receptacles with instructions for 
their use in case of air sickness. None 
of the passengers on our plane re- 
quired these receptacles but I under- 
stand they are in general use. 

“The sound of the motors, to some 


| extent, detracted from the sensation of 


leaving the ground, but the main dif- 


| ference noted was that it was a little 
| smoother as we left the ground and 


took to the air. There was an inde- 





“The country underneath was beau- 
tiful. We could see for miles around. 
France is a beautiful and well culti- 
vated country. We could see the towns 
and the activity in the towns, although 
we were up quite high in the air. 

“As we neared the Channel we sud- 
denly run into a dense fog. The plane 
gained altitude to get above the fog, 
but it was so dense and so high that 
before we knew it we were lost for 
over an hour. We did not know where 
we were and finally found ourselves 
way out over the English Channel. 
The pilot made a quick swing back 
towards land and finally located him- 
self by going near to ground and cir- 
cling around and then we started east 
along the Channel Line until we were 
over Boulogne. Then altitude was 
gained and we flew directly across the 
Channel to Folkestone. 

“The plane made an emergency 
landing at Lympne aerodrome for gas. 
We made a perfect ascent and en- 
joyed the ride the rest of the way to 
Croydon.” 

* * #* 


Ferguson Company Moves 
Walter I. Ferguson & Co. have 


moved its office to the Ozark Bldg. 
203 N. Tenth St., St. Louis, Mo. 
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Borkman Now Has Direct Fac- 
tory Representatives 

H. Frank Hopkins, 

manager of the Borkman Radio Corp., 

located at Salt Lake City, 


E. Ohio St., 
the ‘Velvet’ 


sentatives. 
The Zinke Co., which formerly 
handled this line is no longer con- 


cerned in the sale of Borkman radio | 


products, 
* * * 


Regarding Farms as Factories 


The problem of giving the farmer | 


electrical service will have gone a long 
way towards solution when the farmer 


comes to regard his farm as a factory. | 


The farmer's problem is the same as 


that of the industrialist—to increase | 


output and cut labor costs. Electric 
power will work in the one case as 
well as in the other, according to R. F. 
Pack of Minneapolis, general manager 
of the Northern States Power Co. and 
president of the National Electric 
Light Association. Speaking recently 
to the American Farm Bureau Feder- 
ation, Mr. Pack affirmed his belief in 
the opinion of Lord Rothermere of the 
London Daily Mail that the prosper- 
ity of the American working man “‘can 
be almost entirely compressed into two 
words, cheap power.” 

Mr. Pack said that the 
most rural electric lines in the past 
has been due to the fact that farmers 
limited the use of current almost en- 
tirely to lighting, and used very little 
of that, adding: 


“Tt is now and always has been an 


failure of 


economic impossibility to deliver small 
amounts of electric energy to scattered 
farm customers at a price acceptable 
to both farmer and power company. 
The farm must be regarded as a fac- 
tory and electricity applied in a multi- 
plicity of ways to increase output and 
cut labor cost, just as has been done in 
the city factories. 

“Experimental lines already have 
shown more than a hundred ways for 
use of electricity on the farm, and it 
has been proved in many specific cases 
that the 
electricity to agriculture not only will 
offset the total electric bill, but prob- 
ably will pay interest and deprecia- 


intelligent application of 


tion on the farmers’ 
electric equipment. 


Prior to 1923, Mr. Pack said, elec- 


general sales | 


Utah, | 
but with general sales offices at 230 | 
Chicago, announces that | 

line of loud speakers | 
will be hereafter handled to the job- | 
bing trade by direct factory repre- | 


investment in | 








| 





Standard 
packages of 
100. Get ’em 
from your job- 


ber and kee 
7em on Thane 4 


33-N-49 





A Real Joint 


This trick beats anything you’ve ever 
seen in the way of a quick, firm and per- 
fectly insulated wire connection. 
Its name is “WIRE NUTS’ and it isa 
Colt product. 
It is a hollow brass cylinder, threaded in- 
side and embedded in a dielectric jacket. 
You skin the wires back % or %{ of an 
inch, twist them together, screw on the 
wire nut — that’s all. The threads bite in- 
to the wires. The insulator covers the 
bare wires. Quicker, stronger and safer, 
than any other joint. 
COLTS PATENT FirE ARMs Mrc.Co. 
Electrical Division 
HARTFORD, Conn. U.S.A. 
EW YORK~ BOSTON-CHICAGO~SAN FRANCISCO 
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KLEIN 






USE 
NUMBER 12 
FOR 


2 No. 12 Solid and 


1 Stranded wire. 


1 No. 14 Solid 


1 Stranded wire. 
Solid wire. 


2 Solid and 


14 Solid wires. 


2 Solid and 


14 Solid wires. 


| OR-3 2 
NUMBER 14 
FOR 


No. 14 Solid wire. 


Solid wire. 


1 Stranded 
wire. 

2 Stranded 
wire, 

Niger tats (ts 
wire, 

2 Stranded 


wire. 
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The Handy Package 
Jobbers Like 


Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
Providence, R. I. 
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Sell the 
AISLELITE 


—It’s a Profit Maker 


Jobbers’ Salesmen who are not grasping the 
opportunity to sell AISLELITES to moving 
picture theatres are overlooking a sure profit 
maker. 

Every theatre is a prospect—and we will 
gladly send a sample to any theatre you specify. 
Sales helps will also be given if required. 

With mutual co-operation a profitable busi- 
ness is available on this line. Just send us 
the name of a prospect—we’ll show you how 
to sell him AISLELITES. 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 


Offices in 31 Principal Cities 











A fit caption for this picture might be 
“Snowbirds.” The one with the nightgown 
and the feet is Ed. Rigby who represents 
the Wiremold Co. in Boston. Judging 
from what Ed. tells us he is the handy 
man around this country home where he 
can be found most any week end. P. S. 
Yes, Ed. has his trousers on. 





tricity on the farm was used almost 
exclusively for house lighting. Since 
that time the study of the question 
and experiments have been carried on 
through the national committee on the 
relation of electricity to agriculture, 
among whose members are representa- 
tives of electric companies, power 
companies, agricultural colleges, man- 
ufacturers, farmers and Government 
bodies. 

There are committees of a similar 
kind in 20 states. Mechanical diffi- 
culties in the matter of applying the 
power on the farm have been partly 
solved. It has been demonstrated 
that the important question is the dis- 
tribution of electric energy and not 
its production. If power could be 
produced for nothing, Mr. Pack said, 
it would not help particularly. The 
essentials of further development are 
a liberal policy by the power distribu- 
tors, adequate wiring by the consumer 
and as great use of appliances as pos- 
sible. 

Extension of electric lines to pro- 
vide service to all American farms will 
require an investment of several bil- 
lion dollars. The funds needed will 
be forthcoming as soon as it is shown 
that farm service can be provided on 
a basis fair to the farmer and profit- 
able to the power company, Mr. Pack 
believes. 





Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 
Cities: 


Los Angeles 
Minneapolis 
New Orleans 
New York 
Omaha 
Philadelphia 
Pittsburgh 
Portland, Ore. 
Rochester 
Sacramento 
Salt Lake City 
San Francisco 
Seattle 


Atlanta 
Baltimore 
Birmingham 
Boston 
Buffalo 
Chicago 
Cincinnati 
Cleveland 
Columbus 


Spokane 

St. Louis 
Syracuse 
Toledo 


Indianapolis Trade Mark 


Kansas City 

















IN MINNEAPOLIS 


Your Choice of 


Hotel 
Radisson 


For Business Reasons is 
justified by every standard 
of good judgment. 


4 Cafes 


500 
Guest 
Rooms 


Rates 


$2 Per Day 
and Up 


Visit Our Flame Room 


On Seventh Street between 
Nicollet and Hennepin! 
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S Premier Extension cords of 
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TWO OLD 
STANDBYS 


> 
b 


‘“‘Loricated”’ is the pioneer conduit 
on the American market. 


“Galvaduct” is the oldest brand 
of galvanized conduit manufac- 
tured in the United States. 


These two products, after 30 years 
of their use in many of the finest 
buildings in America, offer prac- 
tically no sales resistance. Push 
them in 1927 for greater volume! 
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BLUE RIBBoy, a 


\ ~ Premier Extension 
\s Cords and Battery 
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Radio Battery Cable of the 


4 best new code rubber over stan- } 
t dard copper conductor. Each }# 

‘ 
# conductor marked. Equipped ft. 
H with terminals, clips, etc. H 
i 5, 6, 7, 8 or 9 wire conduc ff 


tor cable in continuous lengths 
of 100 feet or more. 


CRESCENT BRAID 
INCORPORATED 
PROVIDENCE,RHODE ISLAND 
4 Makers of 
\ Premier “Blue Ribbon’’ Cord i 

and Cables for Radio 


—— 


EXTENSION CORDS ano BATTERY CABLES 


EXTENSION 
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We have with us today Sam Joselson 
who can regularly be found somewhere be- 
tween New York City and Buffalo telling 
jobbers all about “Ettco-Flex” and other 
products of the Eastern Tube & Tool Co. 





Grid Leak Drip Pan Displayed 
at Show 


One of the most effective of the 
many unusual advertising novelties 
introduced at the recent R. M. A. 
trade show and convention in Chicago 
was the “grid leak drip pan” dis- 
played by the Leslie F. Muter Co., 
Chicago. 

To quote from the circular distrib- 
uted at the Muter booth: 

“The exact value of the grid leak 
has always been a question amongst 
authorities and yet this simple device 















SS 
“ienatanes 
easily settles the question for all time. 
Consider a two megohm grid leak in- 
stalled with a Muter Grid Leak Drip 
Pan, in a position requiring a three 
megohm grid leak. One 
immediately drips into the pan which 








ohms, as the pan easily understands 
the conditions and being very indus- 
trious maintains this position in spite 
of the laws of electricity, which it 
takes particular delight in upsetting 





| without, of course, spilling its vague 
contents and vice versa. 


megohm | 


with the value of the grid leak itself | 
gives the proper value of three meg- | 
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QUALITY JE 


For Quick, Neat and Efficient 


Installation 
Outlet Box Type 


You can mount M-26 or T-26 
in a moment—no wires exposed 
—everything encased. Generally 
accepted throughout the U. S. 


Dongan Bell Ringing Trans- 
formers have set the standard 
for 17 years. 





M-26—8 Volt 
Equipped with knock-out for drop cord 
T-26—6, 8 and 14 Volt. 
(Built for both 3 inch and 4 inch 
outlet box.) 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


TRANSFORMERS of MERIT for FIFTEEN YEARS ) 
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Ask oe our 

display rack—it 

makes the sales 
ColluerInsulated Wire Co. 
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Performance 


Whether it be miles 
or but a few feet, 
every inch of “Cen- 
tral White’’ or 
“Central Black” 
Conduit installed in 
any job will per’ 
form to the satisfac- 
tion of Architect, 
Electrical Contrac- 
tor, Engineer and 
Property Owner. 


Central Tube Company 
Pittsburgh, Pa. 


Sales Offices in Principal Cities 























COLE 
FUSE PANELS 


Exclusive Self-Aligning Feature 





Cat. No. FP6 


From 2 circuits to 24 circuits. 

Also with tumbler switches. 

Prices?—to meet competition. 
Listed in New Catalog No. 27 
Did you receive your copy? 


COLE METAL PRODUCTS CO. 


Enclosures for Every 
Electrical Requirement 
33 Crescent Street 


LONG ISLAND CITY,N. Y. 





in a marvelous age! 


{tors and control. 
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Cunningham jobbers from six states at 
the Chicago Radio Trade Show—Standing 
left to right: E. C. Bell, Gee Electric Co 
Wheeling, W. Va.; Don H. Slocum, Kim- 
ball Upson Co., San Francisco; M. Fisch- 
man, Keystone Radio, Corp., Pittsburgh. 
Seated left to right: John Hanson, Stand- 
ard Battery and Electric Co., Waterloo, 
Ia; R. A. Whipple, Wakemand McLaugh- 
lin Co., Chicago; J. V. Roser, Keith Sim- 
mons Co., Nashville, Tenn. 





This Goes as “News” 

The boys in Philadelphia held a 
celebration recently, second only to 
that given Lindbergh in New York, 
the occasion being that Harry An- 
schutz, who sells Weber wiring de- 
vices in Philadelphia, actually treated 
some of the boys at the Philadelphia 
Electric Club outing. We are living 


IMPORTANT MAN IN THE INDUSTRY.” 








“Se. Louis’ Largest Hotel’? 


ALL St. Louis— 
is NEAR 


26> CORONADO Wares! 


CT His Great Hotel 
stands geographically 
and Socially in the heart of 
the city - - - - and on it’s 
highest point. Smartly 
furnished Guest-Rooms, 
single or ensuite --5 din- 
ing rooms, dancing night- 
OS aad the Coronado has 
taken a place among the noted 
Hotels of the WORLD! 


RATES 
From $2.50 




















* * * | 


Latest Trade Literature 
Frank Adam Electric Co., St. Louis. | 
—Panelboard Catalog No. 40, for | 
1927 has recently been issued—a book 
It covers the complete 


of 72 pages. 
line of one and two fuse type panel- 
boards, and is a source of valuable in- 
formation in estimating and placing 
orders, as the numerous cuts clearly 


illustrate each division of the listing. 

General Electric Co., Schenectady, | 
N. Y.—A recent publication is called | 
the “Motor Dealer’s Power Manual” 
—No. PM-7162. It constitutes a/| 
complete and useful hand book on the 
mechanical installation of electric mo- 


The Beardslee Chandelier Mfg. Co., 
of Chicago, announces the publication 
of a new catalog (No. 43) entitled | 
“Distinctive Lighting Fixtures.” This | 
catalog of new designs is intended to| 
aid the dealer in selling the hard-to- | 


please customer—the man or woman | 








“PARKSON” 
Radio Lightning Arrester 
_ Approved No. E 6198 
No. 8816 Non-Air-Gap 
No. 8817 Condenser 


Ask for Samples and Prices 
Manufactured by 


Union Insulating Co. 
Parkersburg, W. Va. 























HOLYOKE WIRES 


Holyoke Products are: 

Single conductor annun- 
ciator wire. 

Twisted annunciator wire 

Multiple conductor an- 
nunciator wire braided 
cover. 

Weatherproof single con- 
ductor annunciator 


wire, 

Weatherproof twisted an- 
nunciator wire. 

Damp proof office wire. 

K wire, single and 
multiple conductor. 





SPOOLS 


The Holyoke Co., Inc. 


611 Broadway, New Yor 





30 E. Randolph St., Suicens. Yin. 





























aeenwoeeteeas *- =m # =n. fee 








July, 1927 


THE JOBBER’SfAI)SALESMAN 1 





55 

















CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 




















| ides for Quality 


STEEL TOGGLE BOLT 









HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier. gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, Ill. 





CEDAR POLES 


Plain or 
Butt Treated 


Northern 
White Cedar 


Western 
Red Cedar 


MMMM TT NTT 
T. M. PARTRIDGE 
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Every Business 
of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and_ the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, hb 
them one by 
one and ob- 
serve their 
sharp edges 
and _ general 
excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. 
705 Peoples Gas Bldg. CHICAGO 





















| “Spot-O-Flods.” 
| Flod”’ will be marketed 100 per cent 
| through jobbing channels as the other | 
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_who wants fixtures that are distinctive 
| in appearance and true to type, in the, 


case of period designs. 


International Resistance Co., Phi!- 
adelphia, Pa.—A technical data folder 
has been prepared giving certain per- 
tinent information relative to the sizes 
and construction of the various tynes 


of resistors used in radio communica- 


tion. This folder applies generally | 
to resistance units, and more partic- | 
ularly to the “Durham,” metallized re- | 
sistor concerning which graphs and | 
curves are illustrated giving the char- 
acteristic operating data of these re- | 
sistors of various types, including the | 
“Powerohm”’ units. 


Master Electric Co., Dayton, Ohio. | 
—Announcement is made in a hand-| 
some, three-color folder, of the arrival | 
of the Master “Super-wick” bearings | 
for its line of motors. The folder will | 
be sent to anyone desiring it and the| 
number is 364. 


* 


Reynolite to Hold Conference | 


* * | 


The Reynolite division of the Rey- | 
nolds Spring Co. will hold its an-| 
nual sales conference at the main of- | 
fice in Jackson, Mich., on July 14, | 
15, 16. 
Friday evening July 15 at the new) 
Hotel Hayes in that city. All 
trict managers and salesmen will at- | 


A banquet will be given on| 
dis- | 


tend the meeting. 


* * * 


Schoen Special Representative 


for Frink 
C. C. Schoen, formerly of the At- 
lantic office of The Frink Co. of New 
York, is now connected with the main 
office in New York as special repre- 


sentative. In this capacity he will 
maintain contact with electrical sup- 
ply jobbers nationally, specializing on 
Frink “Silverlites,’ “‘Multilites” and | 


The new “Spot-O- 


two have always been. Mr. Schoen is 
at the present time on a trip “around 
the circuit’ to get acquainted with 
jobbers. 

* 


* * 


Acme Enlarges Factory 
The Acme Electric & Mfg. Co., of 


| Cleveland, Ohio, has recently acquired 
| 12,000 sq. ft. of additional floor space 


for its factory. 
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YAGER’S 
Soldering Fluxes 



























Salts Paste 


SAFE, quick, economical—those are 
“" your selling points on Yager’s Sol 
dering Fluxes, Salts, and Paste 

Years of experience combined with 
careful research work have enabled us 
to offer you for distribution to your 
radio and electric dealers products 
which are widely known for their de 
pendability. 

Jobbers should carry a reliable stock 
of Soldering Fluxes, Salts and Paste 
Distributors are being appointed on the 
Yager line, Have you written us yet 
for arrangements? Better do it now 
ob 


Samples will be gladly sent t 


bers’ salesmen. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 








1873 




































Profit For You 
in Violettas 


The 


come to realize the health giving 


public in general has 
qualities of Violet Rays. Ad- 
vertising and word-of-mouth has 
carried the knowledge of the 
value of Violet Rays into every 
home. 

In the Violetta, you have a 
product to sell for which there 
is a definite and clearly defined 
demand. The profit for both 
you and your dealer is extremely 
attractive. 

Sell them on every call you 
make. 


Bleadon-Dun Co. 


2300 Warren Ave., Chicago 
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Radio Managers 
List these Items 
in Your 
Catalogs 


A 
Stand Off Insulator 
of 
Crystal Glass. 





Cat. No. 3022 


You will find a demand dur- 
ing the 1927-28 season for this 
latest addition to the Sensory 
Line. 

A combination of sturdy steel 
wood screw mechanically held 
in the corrugated glass knob. 

Amply strong for use in an- 
tenna construction and having 
the appearance desirable for in- 
door use. 


Lead-In. 
Enameled Lead-in, 


too, is an item 
which you should 
include in your 
radio catalog. 


ay 


rane 


a Cat. No. 3634 


HEINEMANN 
ELECTRIC CO. 


PHILADELPHIA, PA. 
Established 1888 
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Fundamentals of the 








To know V. V. Fittings is 
to sell them. No man ever 
listened to their story 
without being convincing- 
ly sold. 


V. V. Fittings 
form the Ideal 
Line for the 


Jobber— i  —— ‘ : Send for the 

et: le =iiingrses?** V. V. Fit- 
= tings catalog, 
which will 
enable you to 
make your 
own compar- 
isons and in- 
dicate your 
greater prof- 
its. 





Jobbers make more money 
with the V. V. Complete 
Cast Iron Line of 
Fittings, because 
each fitting serves 
two or more uses 
being inter- 
changeable and 
reversible, so that 
a jobber can do 
| more _ business 
| with less money 
| tied up in stock 
and better serve 
the customer. 





V. V. FITTINGS CO. 


PHILADELPHIA, PA. 
705-15 Cherry Street 


New York Chicago 
50 Church St. 710 W. Jackson Blvd. 











TYPETB_, >=" 
POSITION > 
V. V. TYPE I V. V. TYPE LEB V. V. TYPE T 
3in i Z2ini Zin 1 











Fittings That Fit the 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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~~ what it 
means to 


Your Profits 


Millions of people have been told about Bright 
Star Batteries through our advertising in The 
Saturday Evening Post, Liberty and metropolli- 
tan dailies. And by the hundreds of thousands 
they have gone to the retailers and bought 
these wonderfully long-lived, super-power aids 
to radio reception. 





Now—with the coming of summer and its in- 
crease of outdoor activities—is the time to tell 
you of another important member of the Bright 
Star family—the NEW Bright Star Flashlight. 
Every family in your town is a prospect for 
this new, scientifically built Bright Star Flash- 
light. Read this list of distinctive new features 
—see what they will mean to the camper, 
motorist, yachtsman, Boy Scout, everybody: 


The Folding Loop Hanger, not in use, assuring longer 





Chicago, II. 





by which it can be hung 
in a convenient place for 
instant use— 


The Double-Acting Shock 
Absorber, which perfectly 
cushions the Mazda lamp 
against the shocks of blows 
or falls—the Secure Switch 
Device, which firmly grips 
the operating button when 


battery life— 


The rugged, durable in- 
terior assembly, assuring 
long, satisfactory service; 
the sheer beauty of design 
that compels admiration— 


The accurate construction, 
denoting the engineering 
skill of masters in flash- 
light craftsmanship— 


By displaying this New Bright Star Flashlight in your 
windows or showcase you will invite sales that cash in 
on the popular interest in all Bright Star products. 
Ask your jobber about the wide range of new models, 
at prices within reach of all. 





BRIGHT STAR BATTERY CO., Inc. 


Makers of the famous Bright Star Radio 
Batteries, Flashlight Batteries, Dry Cells 


HOBOKEN, N. J. 
17 Years Building Quality Products 


San Francisco, Cal. 
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Sleepless Guardians of Safety 


vER all the miles of subway track, through every hour of the 

day, trusted signal lights flash their commands. On their 

work depends the safety of hundreds of thousands of pas- 
sengers. And the visible action of those signals depends, in turn, 
upon invisible wires. 


These metal arteries of light and life are guarded by insulation. Insu- 
lation bears tremendous responsibility, for where light guards life— 
it dare not fail! 


The whole service of the subway depends upon the qualities of 
insulation, for everything it offers the public—transportation, light, 
heat, and safety—is the result of the unfailing flow of enormous 
power through small but perfectly protected wires. 


Triangle Wire and Conduit 
in New York’s Newest Subway 


In the 8th Avenue Subway, now in course of construction in New 
York, Triangle Rubber-covered Wire and Rigid Conduit are among 
the high grade construction materials used by the builders. 


Triangle cannot know to what use its products will be put after they 
leave the factory, so it takes the only conscientious way and employs 
all conceivable means to make its materials fit for duty where they 
must not fail. 


The “better than suitable” standard of Triangle is maintained at 
every point of manufacture by the most exhaustive and repeated 
testing. The Underwriters’ approval of Triangle products is an 
understatement of quality, to say the least. 


TRIANGLE CONDUIT CoO., INc. 


General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 


*‘Making it easier 
for the Contractor” 
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Rigid Conduit 


Galvanized and 
Black Enameled 


Elbows and Couplings 


Triangle Rigid Conduit is made of 
such superior steel, so perfectly 
welded, that the finished conduit 
can be bent—cold—around a 3-inch 
pipe, without flattening or buckling. 
And the finish won't even crack. 
Inside, Triangle Rigid Conduit is as 
smooth as a plate. Wire slides 
through it like water. Sharp clean 
threads make elbows and couplings 
slip on quick and tight. 


Other 
TRIANGLE Products 





ARMORED 
CONDUCTORS 
(Round and Flat) 


FLEXIBLE 
STEEL CONDUIT 


7 
NON-METALLIC 
FLEXIBLE 
CONDUIT 


- 


TRIANGLE 
ARMORED 
CABLE TOOL 


RUBBER 
COVERED 
WIRE 
(Code, Intermediate 
and 30%) 


* 
“TRIEX™ 


(Non-Metallic 
Sheathed Cable) 


RUBBER 
COVERED 
LEAD-ENCASED 
WIRE 
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Are You Familiar with 
U.S. Bureau of Standards 
Electrical Safety Rules? 











These rules—fully covered in Hand- 
book of U. S. Bureau of Standards 

No. 7—will undoubtedly be the basis FUSENTERS 
for future legal decisions in connec- 
tion with electrical: accidents. Your > 
customers will naturally prefer elec- 
trical-- equipment- which conforms 
fully to the new safety code. 


SAFETY SWITCHES | Still In The Lead 


Bull Dog continues to maintain its leader- 
ship both in advancing the standards for 
safety in electric products and in antici- 
pating and conforming to the new safety 
code for the installation and maintenance 
of “eléctric utilization equipment. You 

should be thoroughly posted on these SAF-to-FUSE 
rules; and we will be glad to explain to 
you just’ what is required and how Bull 
Dog can meet the requirements of any of 
your customers with the utmost economy. 
Write us for Handbook of U. S. Bureau 
of Standards: No. 7, and also our illus- 
trated catalog. 








COMBINATIONS ae, | 4 SWITCH BOARDS 


BuLLDoc ELEE (Penner Co. 


(MUTUAL ELECTRIC &€ MACHINE CO.) 
DETROIT MICH. U.S.A. 





